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N outstanding character in the Douglas fir door field is 
Joseph A. Gabel. “Pamudo Standardized Millwork” is a 
nationally known trademark, and Mr. Gabel is the big 

man behind “Pamudo,” being the versatile and aggressive presi- 
dent and general manager of the Pacific Mutual Door Co., of 
Tacoma, Wash., which concern he founded and built up into 





one of the leading factors in the industry. 
To sketch the career of Mr. Gabel and the history of the 
“Pamudo” products is to sketch the history of the fir door from 
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Builds a Great Distributive Oumaindion 


its very first beginnings. He was not only one of the pioneers 
in developing this product to its present state of excellence but 
also one of those far-visioned merchandisers who led in intro- 
ducing and popularizing it in the markets of the world. 

In the millwork shops of the North Pacific Coast, sporadic 
attempts were made prior to 1900 to produce an acceptable door 
from fir lumber dried under the old hot blast dry kiln method of 
that day. The product was so unsatisfactory that local shops and 
later stock factories confined themselves to the manufacture of 
doors and millwork of other than local woods, principally red 
cedar, which wood could be satisfactorily treated by the drying 
methods then in use. The relatively few cedar doors produced were 
marketed on the West Coast and in restricted districts of the East. 

At that time William La Salle, now deceased, experimented 
with the moist system of drying fir lumber for the elimination of 
pitch troubles and checking and to render the material suitable 
for cabinet work and finish purposes. Meanwhile Mr. Gabel also 
took an interest in this situation, giving the problems connected 
therewith deep thought and study. He became convinced of the 
adaptability of fir to millwork purposes and realized that an in- 
dustry of this kind would have unbounded possibilities. These 
dreams inspired his tireless efforts in that direction, as they inspired 
the constant development of the industry, in large measure through 
his instrumentality, during the years to follow. 

Accordingly, in 1901 Mr. Gabel became one of the organizers 
and an officer of the Chehalis Door Co., of Chehalis, Wash., 
manufacturing the then experimental fir door. William La Salle 
became the company’s first superintendent and the new moist 
steam process of drying was introduced into its operations. Suc- 
cess met the company’s unremitting efforts to perfect its product, 
so that the original output of three hundred doors a day, marketed 
principally on the Pacific Coast, soon grew to eight hundred. At 
the same time developed the urge to establish wider outlets into 
the more thickly populated areas of the country and, in 1902, 
Mr. Gabel took his order book and sample case and started forth 
into the “great unknown.” The product was so well received in 
the great eastern markets that the company’s factory must be 
enlarged and the production again increased. 

Meanwhile the other Pacific Northwest factories, producing the 
red cedar stock doors which proved too soft in texture to be en- 
tirely satisfactory, began to change to the manufacture of fir doors, 
and the red cedar product soon disappeared from the market. 
After a number of years in the production of fir doors and in the 
development of sales, Mr. Gabel began to {Turn to page 47} 
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These Men | 
Know the Mills That 
Offer You Values 


From fifteen years of close contact with In- 


land Empire and California mills, these men 
“know the ropes” when it comes to obtaining real 
values in Pondosa and Idaho White Pine, Cali- 
fornia Sugar and White Pine. 


This is why they are able to offer you values 
that you will find it hard to duplicate elsewhere. 


Tell us what you would like to buy and let us 
tell vou what we can do for you. 


It'll cost you only a 2-cent stamp to investigate. 


DUFFY-HAMACHER LUMBER CoO. 
SPOKANE, WASH. 


























A Glimpse of Our Fine Quality Hemlock Dimension— | = 
Carefully Protected While Air Drying 





Dealers Who Want 
Values in Hemlock 


are invited to put their needs up to our or- 
ganization. We are producing fine Hemlock 
stock cut from thrifty trees, not over ripe. 
We know you will find our manufacture 
everything that good manufacture should be. 


Why not let us make upa trial car for you? 


DILLAC-S00 


LUMBER COMPANY 
Cadillac , Michigan 






W.L. SAUNDERS JOSEPH MURPHY CoT.MITCHELL 
President Vice President Treasurer 
EORGE BROWN C.A.SAUNDERS J.L.COLBY 
Secretary Sen. Mgr. Sales Mgr- 






































When You Are 
In the Market 


for some good lumber or dimen- 
sion—factory or yard stock— 
here it is 


S. I. MisSIsSIppi Pine 


It’s the last word in lumber— 
the best boards, the dandiest di- 
mension. It is what happens 
when good timber and good 
mills get together. Whether you 
are interested in quality or price 
—or both—you'll find this stock 


- As cheap as the rest— 








As good as the best. 


SI] Pine says: The 


way to make a man be 
lieve a thing is cheap is 
to prove to him that it 


You can depend on this lum- 





1s good. ber 





Long Leaf Sales Office: 


SIncerely, 


and on us. 
Sibewt 


Short Leaf Sales Office: 


W. C. Wood Lumber Co. 
COLLINS, MISS. 


Trenton Lumber Co. 
JACKSON. MISS. 
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Southern Yellow Pine 


END MATCHED! 


Flooring, Ceiling, Siding and 
Sheathing lumber—Lays with- 
out waste in all grades—Practic- 
ally no cutting —Joints mechan- 
ically squared — Requires less 
labor to lay — Stronger, better, 
and makes a better job. 


SAVE THE WASTE! 


KAUL 
LUMBER 
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Depleting Reserves to Supply Current Demand 


URING the last year or two conditions of supply have been 
such that. distributers of lumber have been tempted to rely 
upon current orders to meet current demands. Mills have 

been prepared to fill orders and carriers to deliver them promptly, 
and there has seemed to be less need than formerly for storing re 
Serves. As figures are not available to show totals in reserve at 
mills, in transit and in distributers’ yards, it is not practicable to 
Say how much they have been reduced during the period of hand- 
to-mouth buying. But it is a fair inference that this method of 
purchasing has operated to reduce stocks in all hands. In fact re- 
lailers in several sections have admitted that their stocks at the 
year’s opening were substantially below normal. 


So long as mills are able to load with reasonable promptness and 
so long as carriers are able to provide the phenomenal service that 
they have given for many months, there is no pressing need for 
increasing reserves at either mills or distributing yards. In faet, 
human nature being what it is, the trend toward further reduction 
of reserves may be expected to continue. There is danger even 
that this method of buying may lead to the marketing of lumber so 
close to the saw as to result in the use of green lumber in building, 
much to the detriment of the industry as a whole. 

Several important contingencies are fairly implied by the prac- 
tice of hand-to-mouth buying, by the depleting of reserves and by 
relying upon the carriers to continue their present service. While 
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it may not be the first in the minds of lumbermen, yet the matter 
of service to the users of wood ought to be kept foremost. It cer 
tainly is to the interest of lumbermen to keep service to buyers at 
the peak of efficiency, lest delay or shortage open the way for sub- 
stitution. Delay in purchase and depletion of reserves may even- 
tuate in rush ordering to a degree that will clog both mills and 
rails, in case of a spirited pickup in demand locally. It is to be 
assumed that nobody in the lumber business is unaware of the set- 
back the industry suffers from such a condition. 

It will hardly be denied that a practice that lessens the resources 
of an entire industry for supplying its products to the consuming 
trade is fraught with serious possibilities. Nobody now knows 
and there is apparently no means of learning with accuracy what 
the reserve stocks of lumber are. The nature of the orders received 
at the mills, however, and the admissions of distributers, indicate 
that the trend is toward still further reduction of reserves; at any 
rate there is no sign of substantial increase in supply. Under the 
c.rcumstances, it would appear to be the part of wisdom to reverse 
this policy to the extent of building up moderately at 
In all probability to do so will prove to be much more eco- 
nomical than to postpone purchases until a spurt in demand boosts 
prices and hinders deliveries of desirable stocks. 


reserves 
least. 


Mail Order Firm Enters Chain Store Field 


HEADLINER in the business news of the week is the an- 
A nouncement that Montgomery Ward & Co., pioneer house in 

the mail order field, is planning to multiply its local stores, 
and embark in the chain store business on a gigantic scale. The 
company has been experimenting in this field for the greater part 
of two years, during which time the AmericAN LUMBERMAN has 
carried several news stories telling of these new ventures in local 
merchandising. 

Apparently the results have justified a great expansion, as the 
anbouncement made this week states that with fifty local estab- 
lishments now operating, a goal of 150 has been established for 
the current year, with ultimate number to reach 1,500 or more. In 
fact, according to a statement of the president of the big mail order 
concern, the company purposes to establish stores in all of the 
towns above 5,000 population in the United States, as fast as 
desirable locations can be secured... The total number of such 
towns somewhat exceeds fifteen hundred. 

The significance of this news to lumber dealers is not that they 
will be called upon to face competition from these local stores, as 
no indication is given in the announcement that lumber or other 
building materials are to be carried by them, although it is 
probable that paint and hardware may be included. In fact, the 
president disclaims any attempt to crowd out local merchants, 
and makes the statement that the company’s experience has been 
that wherever stores have been located the local merchants have 
benefited, because of the town havVing been stimulated as a trade 
center. 

The really significant thing about this innovation is that it illus- 
trates in a striking way the fact that the production and distribu- 
tion of commodities, particularly the latter, are passing through a 
transition period. Old landmarks are being wiped out. Even the 
designations of stores of different sorts now mean little. Once a 
store could be identified with a certain line of goods, but no longer. 
A recent survey disclosed that eleven “cigar stores” were selling 
paints and varnishes, and about the same number were handling 
certain items of dry goods and notions, while forty-six others car- 
ried groceries. Stranger still, in one eastern city thirty-one 
“butcher shops” were found to be selling tobacco as well as meats. 
Nowadays, the so called drug store is nothing more nor less than 
a neighborhood department store. And to end—but not complete— 
the list, the lumber yard that handles lumber only is as extinct 
as the dodo. 

The changes that are taking place mean simply that the lumber 
merchant must adapt his merchandising methods, his advertising, 
and his ideas generally, to keep step with the procession. He must 
sell his goods for what they will accomplish, rather than as dead, 
inert materials. Whether buying a home, an automobile or a 
suit of clothes, what the customer is interested in and wants are 
happiness, comfort, satisfaction, prestige, or good appearance, not 
merely materials to be laboriously assembled before he can hope 


to realize his desires. All this is “old stuff,” but never more jp. 
portant for the lumber dealer to consider than now. 

The lumber merchant who keeps in touch with progress and 
alert to his opportunities has nothing to fear from any of the 
changes that are taking place, but the one who clings to the ojg 
traditions and sells, or tries to sell, his goods on the sole basis 
of price, is likely to have to hoe an increasingly difficult row, 





Adding Power to Lumber Salesmanship 


HROUGHOUT THE personnel of the lumber industry there 
are evidences of a wish, in some cases coupled with a de. 
termination, to know more about lumber and its uses. Lum, 

ber is now what it always has been, but lumber selling of the 
present and the future is not and can not be what lumber selling ot 
the past has been. Wood is not going out of fashion; its uses ijn 
fact are multiplying, and as a consequence there is and must be 
greater discrimination in utilization. This means that the selling 
of lumber calls for a knowledge of its qualities and adaptabilities 
exceeding that possessed by the stock-list and price-list salesman 
of the past. In the future knowledge will be more patent in lumber 
selling. 

Perhaps it would not be greatly amiss to define the national ex- 
tension campaign as one of education, and while the purpose is to 
instruct the public about the availability and servicability of lum- 
ber, a hardly less important result will be to add to the industry's 
own knowledge of its product. With that knowledge, it is hoped, 
will come a finer appreciation of wood, a beiter realization of its 
adaptability and a more just estimate of its values. As lumbermen 
learn more about wood they can hardly fail to think better of it. 
Possibly, when they have become thoroughly sold on their own 
product they will have less difficulty in selling it to others. Pos 
sibly, also they will come to stress its intrinsic merits more and 
the price per thousand less. 

Instruction regarding the qualities of wood need not and ought 
not to be limited to salesmen; it should include the entire indus- 
try’s personnel. In this manner will be built up an intelligent 
loyalty, for there must be some sort of loyalty to wood if it is to 
maintain its place in the public esteem. Blind and ignorant loyalty 
can hardly be permanently helpful to the cause of wood. Wood 
has nothing to apologize for and nothing to defend; in its proper 
fields it will hold its own upon its merits. It needs to be protected 
from uninformed or misinformed advocates, who in the long run 
may do the product more harm than good. 


Not the least of the benefits of such study of wood as is here dis- 
cussed will be the added interest in selling that comes with greater 
knowledge. The modern intelligent and well informed salesman 
has more to talk about than merely prices and stocks. He may, in 
fact he must, bring to the prospective buyer helpful information 
that will add to his profits. He may tell his best funny story, if he 
wishes, but his most appreciated story will be that which puts 
money in the hearer’s pocket by supplying him a material better 
suited to his needs. The lumber salesman of the future will be 
not only a purveyor of a usefui commodity, he will be also a dis- 
seminator of helpful information about wood. 





Building Individuality Into the Home 


PECULATIVE BUILDING makes and doubtless must con- 
DS tinue to make an important contribution to the volume of 
lumber sales. This method of building, however, has 
seemed to necessitate so great a uniformity in exterior appearance 
as to leave little opportunity for the expression of the individual 
preferences of the occupants. Promoters of such speculative build- 
ing quite evidently try to avoid this sameness in appearance, but 
their success hardly extends beyond making such efforts plainly 
apparent. The variations in exterior and in plan commonly are 
minor and still leave the dominant impression of uniformity. 

It may be ventured that the savings in cost of construction effected 
in the building of homes wholesale are more than offset by the 
sacrifice of individuality, which may be built into the house planned 
to conform to the tastes and to meet the needs of the particular 
family that is to occupy it. Development projects involving the 
construction and sale of numerous houses of a uniform style are 
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most likely to succeed in suburbs of large cities. 
in part at least, to the fact that the buyers have been so accus- 
tomed to the dead uniformity of apartment life that the slightest dev- 
jation from the flat is a relief. At the same time their purchase of 
detached houses of this type is evidence of a craving for homes of 


their own. 


There is no insuperable obstacle to home ownership for a large 
percentage of the families that still are living in flats or in rented 
The promoters of development projects owe their success 
not to the fact that they are builders but in large measure to their 
They furnish the money to 
buy the lots and build the houses and then sell them on terms that 
The amount of this sort of 
development that is going on and the readiness with which such 
houses are sold suggest the existence of a universal craving for 
nomes that needs only a method of financing to be realized on. 


homes. 
performing the function of financing. 


buyers with little capital can meet. 


This is owing, 


Owners of lots and sellers of building materials, though the first 
to profit from home building, are not the only business men in the 
community to be benefited thereby. 
nent interest of everybody in the community is advanced by home 
building and home ownership. This interest is so general and so 


It is believed that the perma- 


substantial that it warrants something like unity of effort, at least 


help everybody. 


among lumbermen, other merchants and bankers and realtors, to 
remove the principal obstacle to such building—the lack of money. 
It is hardly likely and certainly it is not necessary that this situa- 
tion shall be brought about quickly. 
impression shall be given that the honest, industrious and thrifty 
worker can have a home if he wants it. 
vails generally more money will pour into the savings accounts and 
a wiser expenditure and use of money will be made by a larger 
percentage of the people of the community, which in 


What is important is that the 


When that impression pre- 


itself will 











General Situation Improving 


[Special telegram to AMERICAN LUMBERMAN] 


WasHINGTON, D. C., Feb. 9.—Reports to the 


National Lumber Manufacturers’ Association 
here from 414 of the chief lumber mills of the 
country indicate a remarkable increase in new 
business last week, as compared with the cor- 
responding week of 1927. Shipments have 
gained in practically the same ratio, and pro- 
duction has increased somewhat less. As com- 
pared with the immediately preceding week of 
this year, it is evident, although the 414 mills 
that reported today of course give lower totals 
than the 481 mills that reported a week ago, 
that orders, shipments and production must 
actually be considerably larger for last week. 

The softwood industry shows current orders 
more than 20 percent larger than a year ago, 
and inferentially, somewhat more than a week 
earlier, and the same is true of shipments and 
production. It is difficult to arrive at con- 
clusions from the reports of the 76 hardwood 
mills, as 124 reported a week ago, and also a 
year ago. It would seem, however, that the 
hardwood industry is probably running behind 
last year on new business, and about holding 
even on production and shipments. The indica- 
tions are that there was a gain in new business 
over the week before. 

The unfilled orders of 215 southern pine and 
West Coast mils at the end of last week 
amounted to 609,526,045 feet, as against 613,- 
153,258 feet for 218 mills the previous week. 
The 104 identical southern pine mills in the 
group showed unfilled orders of 221,513,173 feet 
last week, as against 224,358,995 feet for the 
week before. For the 111 West Coast mills, the 
unfilled orders were 388,012,872 feet, as against 
388,794,263 feet for 114 mills a week earlier. 

Altogether the 338 reporting softwood mills 
had shipments 106 percent, and orders 119 per- 
cent, of actual production. For the southern 
pine mills, these percentages were respectively 
100 and 95; and for the West Coast mills, 99 
and 105. Of the reporting mills, the 338 with 
an established normal production for the week 
of 224,776,706 feet, gave actual production 99 
percent, shipments 106 percent, and orders 113 
percent thereof. 

The softwood figures for last week, the week 
before (revised) and the same week last year, 
follow: Production — 221,666,000 feet, against 
222,302,000 feet the week before, and 180,923,- 
000 feet last year. Shipments—237,909,000 feet, 
against 249,879,000 feet the week before, and 
186,019,000 feet last year. Orders—253,165,000 
leet, against 264,681,000 feet the week before, 
and 198,275,000 feet last year. 

The hardwood figures for last week, the week 
before and the same week last year, follow: 
Production—12,924,000 feet, against 19,601,000 
leet the week before, and 19,950,000 feet last 
year. Shipments—11,152,000 feet, against 19,- 
104,000 feet the week before, and 20,343,000 feet 
last year. Orders—13,480,000 feet, against 18,- 


802,000 feet the week before, and 23,041,000 
feet last year. 

|Note: “Normal” production as now reported 
by all but two of the nine reporting associations 
to the National Lumber trade barometer is an 
average of past actual production over a period 
of from two to five years immediately preced- 
ing 1928. The two exceptions base reports or 
estimated capacity. | 

The West Coast Lumbermen’s Association 
wires that new business for the 111 mills re- 
porting for the week ended Feb. 4 was 5 per- 
cent above production and shipments were 1 
percent below production, which was 108,657,- 
252 feet, as against a normal for the week of 
98,793,181 feet. Of all new business taken dur- 
ing the week, 44 percent was for future water 
delivery, amounting to 50,046,536 feet, of which 
34,457,283 feet was for domestic cargo delivery 
and 15,589,253 feet export. New business by 
rail amounted to 59,385,711 feet, or 52 percent 
of the week’s new business. Forty-nine per- 
cent of the week’s shipments moved by water, 
amounting to 53,034,412 feet, of which 39,696,- 
813 feet moved coastwise and intercoastal, and 
13,337,599 feet export. Rail shipments totaled 
49,778,726 feet, or 46 percent of the weck’s 
shipments, and local deliveries, 5,188,669 feet. 
Unshipped domestic cargo orders totaled 112,- 
696,315 feet; foreign, 107,360,015 feet, and rail 
trade, 167,956,542 feet. 

The Western Pine Manufacturers’ Associa- 
tion reports production from 33 mills for the 
week as 13,154,000 feet, as against a normal 
figure of 20,228,000 feet, and for the week be- 
fore 11,517,000 feet. There was a nominal in- 
crease in shipments and a good gain in new 
business. 

The California White & Sugar Pine Manu- 
facturers’ Association reports production from 
19 mills as 10,791,000 feet, as compared with a 
normal production of 10,803,000 feet. Last 
week 18 mills reported production as 9,191,000 
feet. Shipments were slightly larger and orders 
well in advance of the week earlier. 

The California Redwood Association reports 
production for 15 mills as 8,753,000 feet, com- 
pared with a normal of 8,030,000 feet. The 
previous week 16 mills reported production as 
8,766,000 feet. Shipments and new business 
were somewhat below that reported for the pre- 
ceding week. 

The Northern Pine Manufacturers’ Associa- 
tion reports production from 9 mills as 6,630,- 
900 feet, compared with a normal production 
of 6,559,400 feet. Eight mills last week re- 
ported production as 6,551,800 feet. This week's 
reports showed a good gain in shipments and 
new business slightly less than the previous 
week. 

The Northern Hemlock & Hardwod Manu- 
facturers’ Association (in its softwood pro- 
duction) reported production from 18 mills as 
1,769,000 feet, as against a normal figure of 
2,619,000 fect. Thirteen mills the previous week 
reported production as 1,475,000 feet. Ship- 





‘58 units. 


ments were approximately doubled this week 
and orders were nearly eight times as large. 

Reports from 18 hardwood mills of the 
Northern Hemlock & Hardwood Manufactur- 
ers’ Association gave production as 5,117,000 
leet, compared with a normal production of 
5,817,000 feet. Last week 13 mills reported pro- 
duction as 4,338,000 feet. There were substan- 
tial increases in shipments and new business 
this week. 

[The barometer of the Southern Pine As- 
sociation appears on page 49.—Ebrror. } 


[Special telegram to AMERICAN LuMBERMAN] 

MrMpHis, TENN., Feb. 8.—The Hardwood 
Manufacturers’ Institute preliminary report for 
the week ended Feb. 4 covers operations of 
Each unit represents a normal daily 
capacity of 28,000 feet, so that total normal 
production of these units during the six days 
of the week is 9,744,000 feet. Their actual 
output was 7,807,000 feet; shipments, 7,515,000 
feet, and orders booked 9,919,000 feet. 


[Special telegram to AMERICAN LUMBERMAN] 
NorFo.k, Va., Feb. 9.—For the week ended 
Feb. 4, thirty-six mills reporting to the North 
Carolina Pine Association, and having a normal 
production of 8,700,000 feet, manufactured 6,- 
405,083 feet, shipped 5,669,823 feet, and booked 
orders for 5,182,500 feet. 


Extension Committee Meet Postponed 
[Special telegram to AMERICAN LUMBERMAN] 

WasHInctTon, D. C., Feb. 9—The meeting of 
the executive committee of the National Lum- 
ber Trade Extension Committee, scheduled for 
Feb. 15-16 in Chicago, has been postponed. The 
new date has not yet been definitely fixed, but 
the meeting will probably be held the second 
week in March. The desire is to have general 
representation of regional associations in at- 
tendance and the new date will be chosen with 
this end in mind. The expectation is that the 
executive committee meeting will be preceded 
by a conference of the National and regional 
association trade extension staffs. 


National Lumber Exporters’ Election 


Battimore, Mp., Feb. 6—At the annual 
meeting of the National Lumber Exporters’ 
Association, held Jan. 25 and 26 at Asheville, 
N. C., officers were elected as follows: 

President—W. Granville Taylor, Asheville, 
x. & 

First vice president—J. J. Linehan, Cincin- 
nati, Ohio. 


Second vice president—G. A. Farber, Lon- 
don, Eng. 
Treasurer—John L. Alcock, Baltimore, Md. 


Secretary—Harvey M. 
Md. 

Selection of the next meeting place of the 
association was left to the board of managers 
and will be announced later, President Taylor 
stated. 


Dickson, Baltimore, 
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Forestry and Lumber Industry: 
Future 


What is the probable trend in domestic 
lumber prices over the next 5, 10, 20 and 50 
years? 

Do the lumber manufacturers of the 


United States have any definite plan of hand 
planting, or do they depend largely on natural 


regrowth in cut areas? 
Is there any government requirement 
which makes it obligatory for lumber manu- 


facturers to do reforestation work? 

t What is the policy of the United States 
Government in regard to the forest under its 
control in reference to replanting? 

5. What is the present status and trend in 
domestic growing in comparison with lumber 
cut? That is, is more being grown than cut, 
and if so, what is the rate of excess growth? 
6. What have been the yearly price trends 

lumber during the last 20 years? 
7 Have you a chart or figures showing the 
total yearly cut of all lumber during the last 


ot 


10, 20 or 25 years? 

S In ease some lumber manufacturers 
hand plant their stumpage, how long after 
planting before their lumber is ripe for cut- 


ting, and is this proposition profitable at the 
present price of lumber, or is it apt to be 
profitable looking ahead 25 to 50 years” 

mind the whole process ot 
sawing and marketing lum- 
prospects of cheaper lum- 
ber during the next 25 to 50 years due to the 
prospects of better utilization of byproducts, 
codperative marketing etc?—INQuirRY No. 2,088. 


9 Keeping in 
esrowing, cutting, 
ber, what are the 


[The foregoing inquiries are made by an ad- 
vertising agency. The best that can be done in 
response is to give the prevalent practice or 
opinion. The inquiries indicate, however, that 
lumber’s future is of interest to persons out- 
side as well as inside the industry. 

1. There is every reason to believe that the 
lumber industry will probably conform to the 
general trend of prices. 

2. The latter; though considerable planting 
is done. 

3. No, there is none. 

4. In practically every case where timber is 
being removed from a national forest under 
contract the operator is obliged to practice selec- 
tive cutting, that is, removing the larger and 
hyper-mature trees, and leaving the smaller 
to grow. In this way the aim is to produce a 
sustained yield, growth replacing removal. In 
some places, it is believed, where clean cutting 
is necessary or is deemed more practicable, the 
areas clean cut are limited, and replanting is 
done in such a way as to produce a sustained 
vield 

5. It has been commonly estimated by the 
Forest Service that four times as much timber 
is being removed from the forests as is being 
grown annually. However, this includes not 
only lumber, but posts, poles, cordwood, ties, 
mine timbers etc. 

6. In general the price trend has been up- 
ward, probably. There have been, however, 
wide fluctuations in lumber prices, and so far 
as experience thus far has shown, there can 
be no assurance that the levels now prevailing 
will be maintained. 


7. There is no such chart covering the last 
20 or 25 years, though there have been charts 
covering various periods. In the Department of 
Agriculture Bulletin No. 1,119, “Lumber cut of 
United States, 1870-1920,” the lumber produc- 
tion by years for the period mentioned is given. 

8. Answers to this question, of course, would 
vary with the species, particularly as between 
softwoods and hardwoods. Also, opinions 


among competent persons differ with respect to 
particular species. 


There is a growing convic- 


tion, however, that with improved fire protec- 
logging and closer 
utilization, there is sure to be profit in timber 


tion, better methods of 
growing in the future. 
9. 


ber. 


synthetic lumber. Young 


agriculture generally —Epiror. | 


New Industries’ Use of Lumber 


Can you advise us of any book published on 
the development of the lumber industry which 
industries, 
auto 
and 


gives the latest 
coming into 
ing, radio, 
giving the amount 
annually? Also as 
construction, public 
in the 


data 
existence, 
moving 


on 
like 
picture 
of lumber 


and 


|The foregoing inquiry comes from a Wis- 
There is no book 
known to AMERICANe LUMBERMAN, showing the 
development of the lumber industry and giving 
data on consuming industries that recently have 
In fact there are so many 
changes and developments are so rapid that 


consin retail lumber concern. 


come into the field. 


The uses of wood are multiplying in num- 
The byproducts branches of the lumber 
industry are increasing rapidly in importance 
and methods of utilization are being improved. 
Wood fibre is being used for paper manufac- 
ture, for the manufacture of wallboards and 
forests 
thinned out and the poles cut away, creosoted, 
and in this way bringing a return while the rest 
of the trees are growing to larger size. In fact, 
the parallel development of forest products use 
with the growth of interest in reforestation 
seems to point the way to the production of 
profitable tree crops much after the fashion of 


industrial buildings 
United States.—INqQurIrRy No. 


used 
to amounts used 


of hardwoods. 


are being 


creased use of 


similar articles 


figures are hardly available at any time regard. 
ing the amount of lumber consumed. The mos 
recent estimate available indicates that the auto. 
mobile and motor truck industry for 1925 cop. 
sumed 365,000,000 feet of softwoods and 829. 
000,000 feet of hardwoods. The furniture, fix. 
tures and musical instrument industries of the 
country consumed in 1925 
000,000 feet of softwoods and 1,525,000,000 feet 





approximately 149. 


Figures showing the amount 


of lumber consumed in the manufacture of 
radio cabinets are not available. It is generally 
believed that to some extent at least the jp. 


wood in the manufacture of 


radio cabinets has been offset by the decrease in 
the use of similar woods in the manufacture of 
phonograph cabinets. 


As radio cabinets and 
are manufactured in factories 


that commonly turn out other products and as 
the outputs of these plants are reported as totals 


impracticable to 
in each. 


recently 
manufactur- 
other fields, 
by each 
in home 


2,089. 


in 1918 and the 
bulletin of that 


with no figures for the separate items, it js 


say how much lumber is used 


Probably, as good a guide as any covering 
the amount of lumber consumed in building js 
afforded by the tables that appeared in the 
AMERICAN’ LUMBERMAN of Jan. 7, 1928, pages 
38-39 and in the issue of Jan. 14, page 55, 
These were carefully prepared and comprehen- 
sive estimates of the probable amount of con- 
struction during 1928. The latest figures com- 
piled by the Government on the consumption of 
wood by the different industries were prepared 


same table that appeared in the 
year is used in a bulletin of the 


Forest Service that has been received in recent 
weeks.—EbiTor. ] 
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A reduction of from $5 to 
$10 per car has been made in 
the rail freight rates from Sagi- 
naw, Mich., to eastern points. 
The latest quotations per hun- 
dred pounds are: To Buffalo, 
20 cents; Albany, Troy and 
Schenectady, 321% cents; New 
York and New York points, 35 


cents; Boston and _ Boston 
points, 40 cents. 
* * 
Wyman, Buswell & Co. of 


Grand Haven, Mich., have be- 
gun building a_ railroad in 
Newaygo County to get their 
logs to the river. 

. + * 

Lawrence & Peters’ sawmill 
at Wausau, Wis., was destroyed 
by fire on Jan. 26. The loss 
amounts to $40,000; no insur- 
ance. The mill was built last 
winter and was one of the 
best in that section. 

* 8 ® 

The retail lumber dealers of 
Minnesota, experiencing the 
difficulty of doing a retail trade 
in competition with the whole- 
salers and manufacturers from 
whom they obtain their sup- 
plies, at last got together at 
Minneapolis the fore part of 
February for a discussion of 
the difficulties under 


they are laboring and _pro- 





which | 


ceeded to organize an associa- 
tion similar in character and 
object to the Northwestern Re- 


tail Lumber Dealers’ Associa- 
tion. 

* * & 
A report from San Fran- 


cisco, Calif., states that a very | 
general feeling prevails among 
both manufacturers and dealers | 
in that State that the hard 
times are about over and that 
prosperous ones are close at 
hand. 
+ * + 

A correspondent at Philips- 
burg, Pa., writes that the lum- | 
ber business in that section is | 
much better than a year ago. 
Five of the sawmills are run- 
ning; the balance being shut 
down for the winter. 

* 8 *& 

During the last two weeks a 
number of meetings have been 
held in the lumbering sections 
of Michigan for the purpose of 
obtaining an expression of opin- | 
ion concerning the proposed re- 
establishment of reciprocity be- | 
tween this country and Canada. | 
Resolutions in abundance have | 
been passed denouncing the | 


_measure as not only detrimental | 


to the interests of those who | 
have capital invested in mills 
and timber, but in a_- still 





greater degree disastrous to the 

vast army of laboring men who 

are dependent upon the lumber 
business for support. 
* * * 

Frank Hagemeister _ inter- 

viewed a circular saw at Green 

Bay, Wis., last week and now 


, mourns the loss of two of his 


fingers; the saw escaped with- 


| out injury. 


a 


Reports from northern Wis- 
consin state that three to four 
inches of snow fell a few days 
ago and for a time the mill 
men and jobbers were smiling 
and happy; but later reports 


_ from the camps tell a different 


story. Not more than one inch 
of snow fell in the woods and 
warm weather is rapidly melt- 
ing that. Consequently, the 
loggers are no better off than 
they were before. 
* 8 #® 

Everybody knows by _ this 
time that the present is an ex- 
traordinary open winter, but 
few may be prepared for the 
statement that a cargo of shit- 
gles was received in Chicago 
from Saugatuck, Mich., Jan. 
24 and one of lumber Feb. 12. 
The propeller Heath did the 
carrying, the cargoes being 
from O. R. Johnson & Co. 
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Improvement in Southern Pine Trade Firms Prices 


Southern pine bookings were of good volume during the 
week ended Feb. 3, though not quite up to the high totals of 
the preceding three weeks. Country yards.in the South and 
middle West have been among the best buyers, and recent 
rains have slowed down business. They also caused a fall- 
ing off in mill shipments, so that there was a gain in unfilled 
orders during the week. The mills, however, are inclined to 
ask a little better prices, and this causes hesitation, though 
buyers generally agree that the low point has been passed. 
Retail buying runs largely to such yard items as boards and 
dimension. Call for shed stocks is improving, but the south- 
ern trade takes largely lower grades, and in flooring and 
finish the better grades are a little slow. Overseas demand 
for timbers has been excellent. Industrials are taking good 
amounts of box and other low grades. Mill output is on 
about single-shift basis. 


Eastern Spruce Soft; Low Supply May Cause Advance 


The eastern spruce market continues slow, and appar- 
ently the lower cargo rates on West Coast fir have caused 
stiffer competition by that wood, with the result that spruce 
quotations are soft. Dimension has been obtainable at $39 
base, but it is believed that the present weakness is only 
temporary, for the output of Maritime producers is greatly 
curtailed this year, and spring demand will probably enable 
the mills to put advances into effect. The shortness of the 
Canadian lath output has already caused advances, which 
are reported to be firmly held. 


Arkansas Pine Boards and Industrial Items Active 


Arkansas soft pine mills are now booking an amount of 
business about equal to their production, and shipments are 
keeping pace, while smaller operators are turning out prac- 
tically nothing. A very good volume of orders is coming 
from industrial consumers of box, ladder and novelty stock, 
but there is little demand from railroads. The yards have 
been buying boards rather freely, and prices on these have 
advanced, but they are not taking much dimension or finish, 
and the market on the latter items is a little soft. Dealer 
inquiry encourages the hope that yard orders will soon 
cover a wider section of the list. 


California Pine Shop and Boards Most Wanted Items 


Trade in California pines is hesitant. While bookings 
are well ahead of output, this is at its seasonal low point. 
Business within California appears a little slack, though 
there have been signs of early improvement. A large part 
of current demand is from the East and Middle West, and 
consists mostly of orders from millwork plants and indus- 
trial users, while retailers in these territories are confining 
their purchases to boards. Slowness of call for upper 
grades has resulted in declines of 50 cents to $2, but it is 
felt that these will strengthen as yards begin to lay in shed 
stock for spring. Total unfilled orders Jan. 1 were 19 per- 
cent larger than on the same date last year, with stocks 2.5 
percent lower, and in the first four weeks of this year 
bookings exceeded cut by 72 percent. 


Yards Are Better Buyers of Inland Empire Pines 


The results of curtailment of production in the Inland 


_Empire are shown in the reports of thirty-eight identical 


mills, whose output during 1927 was 10.54 percent less than 
that of 1926, with shipments only 8.28 percent less. Stocks 
at the first of this year had therefore been reduced, and, 
in the four weeks since reported, the shipments exceeded 
the cut by sixty-four percent. In the week ended Jan. 28, 
the output reached 73 percent of normal, against only 46 


Lumber Statistics Appear on Pages 48 and 49; 


percent for the corresponding week of last year. Retailers 
have started to buy in larger quantities, especially in Nos. 
2, 3 and 4 Pondosa boards, and their takings probably ex- 
ceeded those of millwork and industrial plants, though 
there have been gains in the latter also. Quotations on 
both Pondosa and Idaho appear to be firmer. 


Rail Trade in Coast Woods Shows Signs of Expansion 


New bookings by West Coast mills exceeded their pro- 
duction again during the week ended Feb. 4, though pro- 
duction was about ten percent above normal—based on 
that of previous years. Bookings have run ahead of out- 
put every week this year, and for four weeks the shipments 
have been below, so that good order files are being built 
up. Rail trade supplied 52 percent of the orders last week, 
and looks better than for several years, with buyers be- 
coming reconciled to paying slightly higher prices. At- 
lantic coast business is well maintained, and with con- 
gestion apparently being avoided, the price situation is firm 
on the larger volume of retail orders coming to eastern 
wholesalers. In California there is no surplus, and busi- 
nes¥ shows signs of reviving. Exports for 1927 gained 
8.3 percent over 1926, against a loss of 3.7 in domestic 
cargo, and volume is well maintained. 


Outlook Good for the Principal Northern Hardwoods 


Trade in northern hardwoods has hardly developed the 
volume that might be expected at this season. Production 
has shown its seasonal expansion; during the first four 
weeks of the year it was 3 percent above the past average 
and in the week ended Jan. 28 had reached 12 percent above 
that average. It has been about six thousand feet per mill 
per week higher than in the first four weeks of last year. 
Industrial buying is being confined largely to current needs. 
Automobile and body factories have just completed their 
shows, which are said to have been highly successful, and 
have begun to buy. Their takings are mostly maple, 
and as northern furniture factories have been calling for 
larger quantities of this species, its price is showing 
strength. The flooring factories find trade seasonably 
quiet. Millwork plants are taking more maple, for use as 
colored trim, though birch figures prominently in their 
recent purchases. Basswood has been a good seller. These 
three woods, maple, birch and basswood, make up about 
seventy-five percent of the northern cut. Quotations are 
a little uncertain, but appear to be gaining strength. 


Southern Hardwood Quotations Have Begun to Firm Up 

The position of the southern hardwood market has been 
showing gradual improvement, so far brought about more 
by curtailment of production than by increase in demand. 
Operators seem determined to cut according to volume of 
bookings, though in the last week or so part of the curtail- 
ment has been the result of rains. Consumers are reluctant 
to take more than current needs, but the fact that they are 
willing to pay a little better price is very encouraging to 
manufacturers. The list is without doubt firmer. There 
has been no general advance, but scattered items have had 
mark-ups; for instance, a considerable number of items in 
Appalachian soft texture hardwoods have advanced $2 to 
$5 in the Cincinnati market this week. The best buyers 
have been automobile factories, and both these and furniture 
plants have been putting out a promising line of inquiries. 
Orders for oak flooring are of excellent volume, and prices 
have staged a recovery, so that factories are taking more 
rough stock. Box makers are buying a fair amount. A few 
export orders are being booked, and prospective price ad- 
vances will likely bring more. 


Market Prices and Reports on Pages 89 to 95 
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General Conference on Standardization Is Called 


LS 


Grade-marking of American Standard Lumber Question for Discussion— 


\VASHINGTON, D 
+ Secretary of 


C., Feb. 6—For May 3 and 
Commerce Hoover will call a 
general standardization conference in Washing 
ton, with grade-marking of American standard 


lumber as the principal question to be con- 
sidered, 
The question of trade-marking and grade- 


marking came in for much discussion during the 
recent mecting of the executive committee of 
the board of directors of the National Lumber 
Manufacturers’ Association. Secretary-mana- 
ger Compton read a confidential report on the 
subject. It urged action now to convert the 
long continued talk about lumber marking into 
practice, by means of a comprehensive plan of 
national application combining the organized 
facilities of both regional and national associa- 
tions. It will be recalled that the board of 
directors, at its meeting on Aug. 3 last, adopted 
a rather specific resolution on this subject. 


The 
executive committee by unanimous vote adopted 
a Beer ar-yeoay including thé declarations in the 
one of Aug. 3 and adding: 


The annual convention of the Chamber of Com- 
merce of the United States also will follow 
closely the general standardization meeting. 

A 1928 budget for the National association’s 
general activities was unanimously approved by 
the executive committee. Action on the trade 
extension fund budget awaits the meeting of the 
trade extension committee in Chicago. 

The matter of delinquent trade extension sub- 
scribers, surprisingly small in number, was con- 
sidered, and action taken looking to the collec- 
tion of amounts in arrears. 


Wood Sash Replaces Steel 
A striking instance of the preference for wood 
sash over steel sash is reported by Burdett 
Green, manager of the Kansas City office of 
the trade extension department. In July of last 
year approximately 2,000 steel casement sash 
were removed from the Robert E. Lee Hotel 
in Kansas City and replaced by wood. This 


steel sash was installed only two years ago 


“TX” Experts Actively at Work Discovering New Uses 


4 


this building, and many a dainty slipper did the 
light fantastic on the tile flooring. Mr. Me. 
Carl, when he moved the main offices of the 
general accounting office into the building, was 
prepared to take things as he found them. When 
the weather got cold in the fall of last year 
he received many complaints about the chilly 
and unhealthy floors. Now wood is being laid 
to protect the workers from dampness and chill, 

The new wood flooring is of hardwood laid 
on a huge structural framework of southern 
pine and one step up from the tile. The frame- 
work over the entire concourse covers an area 
of 14,400 square feet. About 250 workers will 
move back into the concourse when the new 
flooring is all laid. It is thought the air space 
of four inches between the wood and tile will 
insure dry and comfortable quarters to work in, 


High Insulating Value of Wood Roofs 


J. W. Taylor, Columbus (Ohio) lumberman, 
in talking to Donald R. Brewster, trade exten- 
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policy, which we consider the keystone Of hotel staff had a lot of trouble in educating 
all trade extension activities 


These instructions were preceded by a declara- 
tion that “the appeal of the lumber industry tor 
wider and improved use of its products must be 
founded upon lumber properly manufactured 
and prepared, reliably and uniformly graded, 
and sold under suitable guaranties, the neces- 
sity of which has been strongly emphasized by 
wholesale and retail dealers, and by architects, 
engineers, contractors, purchasing agents and 
industrial consumers in response to a thorough 
research made by American officials and field 
engineers,” and an expression of the belief that 
“a4 practical program of trade-marking and 


transient guests how to operate them. After 
about one year of service the hinges in several 
instances rusted and the sash fell to the side- 
walk. The hotel company promptly complained 
to the owners of the building, who had all of 
the steel sash removed and installed wood, at a 
cost of about $7,000. 

John M. Gibbs, trade extension manager, cites 
this case as an illustration of how easy it is to 
stampede the American people to the use of 
something new before they have found out 
whether it is better than the old. 

In this connection the AMERICAN LUMBERMAN 


grade-marking of lumber, administered with the 
aid of the official reinspection service of the 
respective regional associations, and reinforced 
by dependable financial guaranties, is the most 
direct means to that end now available, and 
feeling strongly that results expected through 
National trade extension activities can never be 
realized without such a program.” 

The decision to hold the twenty-sixth annual 

mvention of the National Lumber Manu factur- 
ers’ Association in Chicago on May 1 and 2 
was made in view of Secretary Hoover’s 
desire to call a general conference May 3 and 4 
in order that members may come directly from 
Chicago to Washington for the latter meeting. 


representative sat in an office in the Navy De- 
partment building the other day beside a massive 
steel-sash window. Outside it was snowing, 
with a stiff wind blowing. Fine particles of 
snow sifted through the window and dusted the 
clothing. The attention of several other occu- 
pants of the office was called to the fact that no 
opening appeared in the sash anywhere, but the 
fine snow continued to come through. 

Trade extension headquarters is much inter- 
ested in the decision of Comptroller General Mc- 
Carl to lay wood floors over the historic tile 
flooring of the old Pension Office. For many 
years the Pension Office was the scene of great 
social doings when Presidents were inaugurated. 
The custom was to hold the Inaugural Balls in 


The Army engineers have remarked on the sat- 
isfactory insulating value of this type of roof 
in protecting the contents of the warehouse 
from heat in summer and cold in winter. 

The State highways department of Iowa, it is 
reported to the central division, has tried out 
metal sign posts, but found them so uwnsatis- 
factory that they have recently placed orders 
for several thousand wood posts. 


Better Farm Building 


An article on the shed roof type of poultry 
house prepared by C. F. Miller, agricultural en- 
gineer of the central division, together with the 
bill of lumber required, appears in the pamphlet 
issued by the Rock Island Railroad in the in- 
terests of the Pan Handle agricultural cam- 
paign of that carrier in Texas and Oklahoma. 
Thirty thousand copies of the pamphlet have 
been distributed. Mr. Miller is accompanying 
the Panhandle Special of the Rock Island, 
which left Jan. 27 on a three weeks’ tour. “Bet- 
ter Farm Building” is the subject of the talk 
he is giving at meetings in the several com- 
munities visited. “The Romance of Sleepy Val- 
ley,” the film featuring American standard lum- 


ber, is being shown at all of the meetings. 

An editorial in the February number of Build- 
ing Age calls attention to a questionnaire re- 
cently sent to architects, builders and specifying 
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a 
puyers by the National Lumber Manufacturers’ 
Association, and says: “If you have any sug- 
vestions to make regarding the manufacture or 
marketing of lumber to more fully meet your 
need, now is the time to make them to the 
nN. L, M. A.” The editor adds that_answers 
to the question, “How can the Trade Extension 
Department of the N. L. M. A. best cooperate 
with you?” should in the end be helpful to 
builders. 

David G. White, for the last four years sales 
manager of the American Column & Lumber 
Co, has joined the headquarters staff of the 
National association as merchandising specialist. 


To Assist in Industrial Use Survey 


Arthur T. Upson, manager of the eastern 
division, announces the appointment of John 
B. Downs to his staff as junior wood technolo- 
gist. He will assist in the surveys of industrial 
uses for lumber now being conducted by the 
New York branch. Mr. Downs is a graduate 
of the New York State College of Forestry and 
holds a master’s degree in forestry from Har- 
vard University. During the last two years he 
conducted a re-survey of the wood using indus- 
tries of Massachusetts, and prepared the re- 
cently published Bulletin No. 12 of the Harvard 


article points out that the flooring in all-steel 
cars is generally of wood, no substitute having 
proven its merits sufficiently to warrant its use 
for this purpose. Continuing, the article says: 


The general policy in coal car construction 
is to build the all-steel type regardless of the 
fact that many roads consider that certain 
types of cars using part or all wood side 
planks have given them superior service. For 
outside appearances wood side cars hold their 
eolor better than steel sheets. In those cases 
where cars must be steamed to expedite un- 
loading, cars with wooden side planks seem to 
release their load more readily. Wooden side 
planks will stand rougher treatment at the 
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memorial to the Great Emancipator. 
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The Story of the Lincoln lms 


The two great elms seen in accompanying picture are closely 
associated with the name of Abraham Lincoln. 
of their interesting origin, they may be said to constitute a living 
They stand on opposite 
sides of a broad cement walk and in front of the oldest Congre- 
gational Church west of the Mississippi river, located at Den- 


Indeed, because 


tourists each year. 





~ During the Civil War 
the residents of that 
town, particularly the 
parishioners of the 
church, were strong 
northern sympathizers. 
Denmark was then 
known as a station of 
the “underground rail- 
road” for aiding runa- 
way slaves. During that 
troubled period the 
church was burned by 
incendiaries, presumably 
because of the active in- 
terest which its members 
had in abolition. Later 
the church was rebuilt 
and enlarged. 

The dedicatory serv- 
ice was in progress, the 
people being assembled 
in front of the church. 
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The two elms 


Deacon Trowbridge stood with two 








Abraham Lincoln 


of the beloved President, whose fame has grown with the years. 

This dramatic incident occurred sixty-three years ago. 
intervening period the elms have attained a height of approxi- 
mately eighty feet, with diameter of about two feet at their bases. 
They are pointed out and their history is told to many visitors and 
The picture shows the elms as they appear 


at Denmark, Iowa, which are a living memorial to 


But on the treeless prairies of Iowa a sentimental as well as 


In the 


today. With knowledge 
of their origin it is a 
wholesome influence to 


pass beneath their 
branches. 

At present it is a pop- 
ular custom to plant 


trees for memorials, but 
at the time these two 
elms were planted, it 
was not a common prac- 
tice. So near was the 
country to the pioneering 
era when trees were 
often regarded as ob- 
stacles to be removed 
from the path of agricul- 
tural progress that, 
under ordinary circum- 
. stances, the thought of 
setting out trees as mem- 
orials would hardly have 
occurred to any one. 
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tiny elms in his hands, ready to place them in the carefully 
prepared earthy bed. Suddenly the attention of the people was 
arrested by the shouts of an approaching horseman, announcing 


practical value was associated with trees in the minds of the set- 
tlers, many of whom had come from wooded sections and the in- 
spiration of the moment determined that these two elms, so long 
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the assassination of Lincoln. 
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The little group was grievously 
shocked by the news, and for a few minutes after the courier had 
ridden on, the people stood in awed silence. ‘Then the dedicatory 
service continued, but the two elms were dedicated to the memory 


as they stand, shall be associated with the name of Lincoln. It 
almost seems that an unseen force directed the minds and hands of 
the men who dedicated them to that purpose, at a time when tree 
planting and reforestation commanded very little public attention. 
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For ten years Mr. White was connected with 
the United States Forest Service. Of this time, 
eight years were spent at the Forest Products 
Laboratory. Among other activities there he 
cooperated with the National association in 
drafting American standards for softwood lum- 
ber. He also prepared a handbook of technical 
information for use in wood shipbuilding. For 
one year Mr. White was employed as forest 
economist and assistant manager of the Hard- 
wood Manufacturers’ Institute. His work with 
the trade extension department of the National 
association will be largely in following up sales 
leads and in creating sales opportunities, and 
in developing a helpful service to lumber sales- 
men. 


Forest, giving the detailed results of this work. 
Lumber in Freight Car Construction 


“In spite of many unsuccessful and costly 
attempts to introduce substitutes, there are 
many places where wood should be used in rail- 
road car construction due to its inherent qual- 
ities and advantages which have thus far not 
been equaled or even approached by substitutes,” 
this rather sweeping endorsement of wood is 
found in an article on “Treatment of Car Lum- 
ber” in the January issue of Railway Purchases 
and Stores. This article is of particular inter- 
est in connection with the survey now being 
conducted by field men of the central division 
on the use of lumber in car construction. The 


hands of those who are prone to use a heavy 
maul to facilitate the loosening of the lading. 
* * * 

A type of car which offers many advantages 
if built partially of wood is the gondola or flat 
ear. In this field are many staunch advocates 
for timber floors as well as timber sides. Lad- 
ings such as sand, clays and similar commodi- 
ties are more easily removed from wood than 
from steel. With steel floors the problem of 
corrosion enters much more seriously than is 
generally considered. * * 


Refrigerator or ice cars are the types where 
wood continues to hold its rightful place. 
* * * Wood serves in a dual capacity, first 
as an excellent non-conductor and secondly as 
the best material for the outside construction 
of these cars. It: holds paint very well and 





38 


AMERICAN LUMBERMAN 


FesRuary 11, 1928 





can be readily kept clean. As for the roofs, 
here again the insulating qualities of wooden 
roofs give them preference over any metal 
substitutes. 


The survey being made by the central divi- 
sion developed the fact that between ten and 
fifteen years ago there was a marked increase 
in all-steel equipment ordered by the railroads, 
while there is now a swing back to wood, and 
a predominance of orders for the wood super- 
structure type. Of 10,000 cars recently ordered 
by five railroads, about 80 percent are to be of 
wooden superstructure. 

The Pacific Fruit Express has also recently 
placed an order for 2,500 freight cars, 2,000 of 
them refrigerator cars, the total order calling 
for several million feet of lumber. 

During the last half of December and the 
first few weeks of 1928 the railroads altogether 
ordered from car plants 50,000 freight cars. 
These orders include box cars, refrigerator, gon- 
dola, flat, hopper, stock and, in fact, nearly 
every class. 

While in Cleveland last month addressing the 
Cleveland Lumber Board, Arthur T. Upson 
saw a truck with a sign reading: “Warmer in 
Winter, Cooler in Summer, Costs Less. Build 
of Lumber. Traditionally American.” The 
firm name did not appear. The matter was 
mentioned incidentally at the meeting of the 
Lumber Board and one of the leading retailers 
present admitted ownership of that particular 
truck. Asked why he did not put his name on 


it, he replied that he was ADVERTISING 
LUMBER, not his firm. 


Joint Box Promotion Headquarters 

Offices for the joint box promotion campaign 
of the National Lumber Manufacturers’ As- 
sociation and the National Association of 
Wooden Box Manufacturers will be opened 
about Feb. 15 in the Conway Building, Chicago. 
A room adjoining the space occupied by the 
central division staff has been leased. This 
with a section of the central division office will 
provide space for the new department which is 
under the direction of Paul L. Grady as de- 
partment manager. A box specialist is now at 
work in Boston and another will soon be added 
to the staff of the eastern division in New York. 
As an advisory committee in the box activity, 
B. F. Masters and W. D. Burr will represent 
the box manufacturers, and for the present A. 
Trieschmann and J. P. Hennessy the lumber 
manufacturers. 


New England Wooden Box Survey 

A joint industrial survey of the wooden pack- 
ing box industry of New England by the New 
England Council and the domestic commerce 
division of the Department of Commerce shows 
that 4 percent of the value of the entire indus- 
trial production of New England is wooden 
packing boxes and that they constitute 16 per- 
cent of the wooden packing box production of 
the country. Massachusetts is supplying 51 per- 
cent of the New England output. 





PRICES 


PROVISIONS = $12.25 last year. 


17.45c. 


STEEL 


features of situation. 
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Business in Brief 
While the latest week of business has been marked with no extraordinary upward move- 
ment, yet the trend is distinctly toward betterment and expansion. Bank clearimgs for last 
week totaled $11,187,726,000, compared with $10,228,690,000 for the correspond- 
GENERAL ing week of 1927. Loadings of revenue freight for the week ended Jan. 29 
totaled 902,832 cars, an imcrease of 18,737 cars above the week of Jan. 21. 


Dun’s reports 571 commercial failures for the latest week, 75 fewer than for the week before 
and practically the same as the corresponding week of 1927. 


Viewed as a whole, prices appear generally at a level that forbids marked advances or sub- 
stantial concessions. Price indexes from week to week for several months have fluctuated 
slightly above and below a level that has been quite consistently maintained. 
Harvard Economic Society’s index of wholesale commodity prices declined 
to 97.1 for the week ended Feb. 4 from 97.7 for the week ended Jan. 25. 
Dun’s record of price changes showed for the week ended Feb. 4, 31 advances to 30 declines; 
the index beimg $191,884. for Feb. 1, compared with $185,477 for the corresponding period of 1927. 


In the livestock market both beef and pork were slightly stronger; beef steers per hundred 
live weight beimg priced at the close of the week at $15.75, compared with $15.50 the week 
before and with $10.75 for last year; hogs were priced at $8.20, compared 

No. 2 red wheat stood at $1.56, compared with $1.56%% 
st week and $1.5442 a year ago. 

at $1.07%, compared with $1.06 the week before and with 92%4c last year. No. 1 packer hides 
dropped to 252c last week from 26 the week before, compared with 144c last year. 
creamery butter was priced last week at 48c, compared with 47c last week and 504c last year. 
Spot cotton at New Orleans at the end of last week was priced at 17.05c, and at New York, 


Increased demands, enlarged output and strengthened prices have marked the steel situation 
during the last week. Not only substantial current requisitions but forward bookings have 
been noted. Demand from major steebusing industries has continued, with 
increases from the railroads and from car manufacturers, and this increase 
im demand has been reflected in enlarged ingot production as well as expan- 
sion in output of shapes. Requisitions from the structural field appear among the encouraging 
In fact, the betterment im the steel market evidently is in response to 
the general improvement throughout industry. 


During the week ended Jan. 28 the output of bituminous coal, imcluding lignite and coal 
coked at the mines, amounted to 10,121,009 tons, according to an estimate by the bureau of 
mines. This compares with an output of 9,724,900 tons for the week ended 
Jan. 21. The output of crude oil for the week ended Feb. 4 averaged 
2,366,380 barrels daily, compared with an average daily output of 2,355,250 
barrels during the week ended Jan. 28, an increase for the later week of 11,050 barrels, accord- 
ing to an estimate by the American Petroleum Institute. 


No. 2 yellow corn was selling last week 


Extra 








a 

The survey also shows that nearly one-fourth 
of the entire United States production jn the 
miscellaneous woodworking industry covering 
a wide range of products from bungs to clothes. 
pins and from ladders to meat boards, is many. 
factured in New England. Such plants employ 
4,711 workers and report value of products as 
$14,493,000. 

New York headquarters has received a re. 
quest from an official of the Boy Scouts of 
America for 50 copies of “The Story of Wood.” 
The copies are to be distributed to some par. 
ticularly active scoutmasters. The scout official 
is sure the booklet will be helpful to the scout. 
masters in their work. 


California’s Lumber Consumption 


About half of the 1,020 lumber retailgrs jn 
California are located in the southern part of 
the State. according to E. E. Bowe, of the 
western division. Most of the lumber sold in 
southern California is received by boat at the 
port of Los Angeles, in which city are located 
about 10 percent of the retailers of the State. 
Two-thirds of California’s consumption of lum- 
ber is in the southern section, next important 
regions being San Francisco Bay and San 
Joaquin Valley. Within a trucking radius of 
70 miles of Los Angeles there are 2,500,000 per- 
sons, or one-third of the estimated total popula- 
tion of the three Pacific coast States. The 
value of building permits in Los Angeles last 
year aggregated $123,000,000, 50 percent of 
which was for residential construction, includ- 
ing $39,000,000 for dwellings and $19,000,000 
for apartments. 


Eastern Division Staff Activities 


Frank Alcott, of the eastern division staff, is 
assisting R. G. Kimbell, building code engi- 
neer, in making a critical analysis of the pro- 
visions of the bill to amend the New York State 
tenement house law in accordance with the 
recommendations of a commission appointed 
last year. The bill was introduced in the New 
York legislature the last day of January. Lum- 
bermen are following this measure with keen 
interest. 

Among other projects, the eastern division 
has undertaken an investigation of the lumber 
procurement policy of Ohio. Staff men have 
conferred with several Ohio State officials and 
prominent citizens with the main purpose of 
assisting them to insure receipt of lumber of 
the quality specified and paid for. The follow- 
ing recommendations were made: 


1. That all specifications be prepared in 
accordance with American standard associa- 
tion grading practice for softwoods and Na- 
tional Hardwood Lumber Association inspec- 
tion practice for hardwoods. 

2. That the specifications include that the 
grade called for shall be in accord with proper 
association grading rules. 

3. That association inspection 
utilized by the State. 


Of the 44 retail lumber dealers recently in- 
terviewed in the Bronx, New York, by field 
men of the eastern division, all but one ex- 
pressed interest in the National lumber trade 
extension campaign and a willingness to co- 
Operate. It was found that West Coast and 
Inland Empire lumber is handled in these yards 
in larger quantities than southern lumber. Only 
a small amount of the lumber is grade-marked 
or branded, although a majority of dealers ex- 
pressed approval of their stocks. Practically 
all items on hand conformed to American Lum- 
ber Standards except %-inch roofers. The 
yards buy the greater part of their lumber 
from wholesalers. About 90 percent goes into 
construction and 10 percent to the industrial 
trade. Sales of some kinds of wallboard are 
falling off, as well as wood lath, while sales of 
some of the plaster boards are growing. Sug- 


service be 


gestions most frequently heard by eastern di- 
vision men are the necessity for greater uni- 
formity of grades of the same name in the 
same species coming from different shippers. 
Wet lumber is also a serious problem where 
adequate piling space is prohibited by high land 
values. 
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Displays Beauties of 
West Coast Woods 


PortLAND, Ore., Feb. 4.—Four thousand po- 
tential home-owners formed lines in the rain on 
Jan. 20 to view the newly-finished prize home 
huilt in Mock Crest residential addition by 
Henderson-Bankus (Inc.), local realtors and 
builders, in coOperation with the Portland lum- 
her and woodworking industries and The Ore- 
gonian, the city’s oldest newspaper. It is esti- 


mated that ten thousand visitors were turned 
away on the opening day. 

This house was built after the design of Otho 
McCrackin, 


Hutchinson, Kan., architect, who 














Stair of sand-etched West Coast hemlock and 
random width vertical grain Douglas fir ftoor 


won first award in the West Coast woods archi- 
tectural competition conducted last year by the 
West Coast Lumber Bureau, Longview, Wash. 
Construction of the home was supervised by 
Oromond R. Bean, Portland architect. 

Built to demonstrate the proper uses of Doug- 
las fir, West Coast hemlock, Western red cedar 
and Sitka spruce in domestic architecture, the 
finished home was a revelation. Even the mem- 
bers of the Portland Realty Board and of the 
Oregon chapter of the American Institute of 
Architects ,;who visited the house two days prior 
to its public opening, were much impressed. 











Living room, showing random width grooved 
sand-etched beams and random width ceiling, all Douglas fir 


vertical grain fir ftoor, 





Local architects call 
it one of the best exam- 
ples of modern domestic 
architecture. The style 
is English Country Cot- 
tage. It is outstanding 
in its attractive com- 
binations of West Coast 
woods. The handsomely 
paneled door has a set- 
ting of wide vertical 
grain Western red cedar 
boards running up and 
down, V-grooved, with battens to match. Ver- 
tical grain Sitka spruce siding, harmonizing 
with the door setting and the gable over it, cov- 
ers the rest of the front. The ornamented cor- 
nice above the windows is Douglas fir, while 
the watertable is Western red cedar. 

The dignified roof lends grace to the whole. 
It is of Western red cedar also, Royal Grade 
shingles surmounted by Grade A shakes, secured 
by galvanized nails. This room is an inch thick 
as to butts and half an inch thick as to tips, 
and will be sound and weather-proof two gen- 
erations hence. The framing was planned to 
prevent all possible sag. The usual practice is 
2x4 rafters on 24-inch centers, whereas the 
prize house has 2x6 rafters on 16-inch centers. 
Wherever possible, the bracing took the form 
of trusses, all loads being transferred to points 
most capable of carrying them. 

The wide and roomy hallway is handsomely 
finished in West Coast hemlock. The stairway 
is also hemlock, the balusters, risers and treads 
being beautifully carved and sand-etched. 

The. cheerful living-room light displays the 
beauty of the floor in full. Of odd width verti- 
cal grain Douglas fir, the floor is V-grooved 
and wood-pegged in true English style. It 
harmonizes restfully with the wide, odd width 
Douglas fir paneling surmounting the fireplace, 
sand-etched and ornamented, and with the odd 
width Douglas fir ceiling, V-grooved like the 
floor and upheld by great Douglas fir beams 
sand-etched to a weathered effect and stained a 
driftwood gray. 

The library is paneled in Douglas fir of sur- 
passing loveliness of grain, sand-etched to bring 
out its charm. The walls are further enhanced 
by four appropriately placed sand-etched and 
artistically tinted landscapes depicting the four 
eras of Oregon’s development: the Indian, the 
pioneer, the lumberman and the modern indus- 
trial. The floor is hemlock, with a dark, mirror- 
like polish; the over- 
head of the recessed 
windows is paneled like 
the walls. 

The dining-room, like 
the living-room has 
French doors. It is 
wainscoted to a man’s 
height in Douglas fir 
panels. The entrance is 
from the main hall, and 
the door leading to it 
has two finishes, one to 
match the hemlock of 
the outside, the other the 
fir of the room, as in 
many doors of the prize 
home. They are the 
built-up, made-to-order 
kind, each finished to 
match the room it faces. 
The door leading from 
the hall to the library, 
for example, is six-pan- 
eled Colonial style, sand- 
etched to harmonize 
with the room, while 
the outside is V-grooved 
vertical running hem- 

















Prize home built at Portland, Ore., to demonstrate some of the uses of 


West Coast woods 


lock planks, to match the finish of the hall. 

Sitka spruce is used in the kitchen and pretty 
breakfast nook, since this wood is pitchless and 
odorless; and for window-trim and doors in 
kitchen and bathrooms because of its perfect 
enameling surface. 

Upstairs the bedroom floors are all of West 
Coast hemlock, with the same lovely polish. 
The finish in one bedroom is of hemlock exclu- 
sively ; in the other two, of Douglas fir. 

The sand-etched designs arouse admiration, 
and many visitors ask how these results are ob- 
tained. A power-propelled: stream of sand is 
projected through perforated stencils, etching 
out the lines that make the design. Remarkably 














Entrance detail, showing horizontal Sitka spruce 
siding and wertical western red cedar boards 
and battens. Door and trim are Douglas fir 


alluring hand-carved and antique effects are 
secured. Sand-etching without stencils brings 
out the natural beauty of Douglas fir grain 
and gives the wood a mellowed, time-softened 
appearance of rare distinction. 

Full sets of working drawings from the prize- 
winning design, made by J. Lister Holmes, Seat- 
tle architect, may be had from the West Coast 


Lumber Bureau, Longview, Wash., at $25 each. 


Shipping Dry Kiln to England 


INDIANAPOLIS. IND., Feb. 6.—One of the lead- 
ing English furniture manufacturers has placed 
with the National Dry Kiln Co., of this city, an 
order for a complete National compartment 
Moistat dry kiln, to be installed in connection 
with a new factory just being completed. 

At the plant of William Horner, large floor- 
ing manufacturer at Newberry, Mich. a Na- 
tional lumber lift is being installed, which it is 
expected will greatly expedite the handling of 
material through that plant. 
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Live Lumbermen Make Plans to Get Business 


ed 


Tips Garnered From Convention Attendants Point Out Why Customers Must 
Be Sought and How They. Should Be Sold 


George A. Jewett, of Des Moines, was pres- 
ent at the Northwestern convention and made 
a little speech. He’s an active lumberman 
and says he hopes and plans to be a lum- 
berman as long as he lives. We hope that’s 
a longtime. Mr. Jewett is in his eighty-first 
year and has been a lumberman for fifty-five 
years. He was one of the founders of the 
Northwestern association, thirty-eight years 
ago, and no doubt was considered something 
of a veteran at that time. 

“I keep in touch with every department 
of the business,” he said, “so that I'll know 
what’s going on. But I don’t like to close 
deals or even arrange the details; for in that 
ease I'd have to see to these details while 
the job was in progress. I have a grandson 
in with me who does the buying, something 
I used to like to do. Another grandson han- 
dles the advertising.” 

This new advertising manager has a good 
mentor in the person of his grandfather. 
Mr. Jewett has been one of the capable ad- 
vertisers of Des Moines. Another Des 
Moines dealer, himself a highly capable ad- 
vertiser and sales promoter, once told me he 
considered Mr. Jewett one of the best if not 
the best advertiser in the retail lumber field. 
Mr. Jewett has always succeeded in putting 
his kindly personality into his publicity. 
Drake University honored itself some little 
time ago by electing him a member of Phi 
Beta Kappa. He and his winning smile and 
his key lighted up the front row all through 
the convention. 


“Must Plan for Business,” Says Jewett 


“T expect 1928 to be a good year in Des 
Moines,” he said. ‘“We’ve had our troubles 
in the past, and of course the business never 
runs itself without planning. But we seem 
to have gotten away from a situation that I 
never liked; the building of great blocks of 
houses by contractors on a speculative basis. 
It’s always a temptation, if not a policy, for 
these men to see not how well but how 
cheaply they can build their houses when 
they have blocks of 50 or 100 going at once. 
That isn’t a satisfactory way of doing, at 
least not to me. I like to deal directly with 
the owners and help them put their indi- 
viduality into their homes. I can help them 
be sure of quality and satisfaction. That’s 
the kind of business I like to engage in, and 


indications point to quite a bit of it this 
year.” 
Financing and outside competition came 


in for a good deal of attention at the meet- 
ing. We asked T. H. Dalbey, of Des Moines, 
if he had encountered any of the efforts of 
our friends, the catalog men. 

“T had a new experience of that sort not 
long ago,” he said. “It’s the only one I’ve 
had lately, but it set me to thinking. Ina 
tewn outside of Des Moines, where for one 


reason or 
figures, I 
for a 
good 


other houses 
found a 
house. He 


are selling at low 
man in the market 
was not an unusually 
financial prospect, but I'd have 
dealt with him. In fact, I owned a 
house there and tried to sell it to him at 
an attractive price. But we couldn’t get to- 
gether, and the first thing I knew he had 
made a deal with a catalog concern that not 
only sold him his material but also financed 
him. Now the odd thing about this transac- 
tion is the fact that this outside concern 
has about an 80 percent equity in this new 
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Voteworthy examples of the use of wood for 
building wireless towers are to be found at 
Stuttgart, Germany, where two immense struc- 
tures have been completed that rise to a height 
of 200 feet. Although they are built entirely 
of wood, yet the type of construction is such 
that at a distance they seem to be built of 
metal 





house, in a town where good houses that are 
already built are selling at about 65 percent 
of their replacement value. Can you feature 
that? Unless my calculations are all wrong, 
this company has more invested in the house 
by quite a bit than it could realize from its 
sale on the open market. 


Mail Order Company Knows Its Stuff 


“The whole record of this company shows 
that it knows its stuff. It has made money 
in a field that is none too easy. The as- 
sumption is that it knew exactly what it was 
doing in this case and considered the in- 
vestment good. The financing had some- 


thing to do with the sale, of course. I sup- 
pose the buyer and his wife felt they were 
getting exactly the sort of house that would 
express their personalities. General sales. 
manship must have figured in. But at any 
event an outside concern turned the trick in 
a place where resident dealers have no easy 
tin making sales. That incident has 
started me to thinking. It looks as though 
the time is here for some changes in local 
sales policies. I know I have advantages 
which these outsiders don’t have, and I 
guess it’s my move to match a few of the 
methods they’re using to get into my terri- 
tory.” 

The Exchange Sawmills Sales Co. had one 
of the not too numerous displays of lumber 
in the vast area of manufacturers’ exhibits 
at the convention, and its booth was notable 
for the fact that the front was a reprodue- 
tion of an exquisite New England doorway. 
It is known as the Jennie Lind door, for 
Jennie Lind once lived in the Boston house 
that has the original. It expresses in its 
graceful lines all that Essco says it does— 
“the dignified, human hospitality of a 
friend-loving household.” 


Creating Dignity in Doorways 

In few places in our business do we have 
a better opportunity to create dignity and 
beauty than in front doorways. These seem 
to be the keynote and starting point of ar- 
chitectural style. A person couldn’t think 
of the beautiful Georgian architecture of 
New England without beginning with the 
doors. If we had nothing left of late co- 
lonial and early national period of New 
England architecture but the doorways, they 
would be sufficient to establish the genius of 
those builder-architects. Doorways are no 
less important now than then, and they offer 
the modern dealer a chance to raise his work 
as a practical arbiter of architecture out of 
the commonplace rut. 

M. S. Munson, in charge of this display, 
gave us a copy of a new booklet “The Essco 
Remodeling Plan.” The cempany describes 
the idea as “not new but timely.” The little 
book deals with the idea which the Amerr- 
CAN LUMBERMAN has done so much to popu- 
larize these late years; the idea that there 
are many remodeling prospects to one new- 
house prospect, that this business can be 
gotten with little or no competition if the 
dealer will seek for it and prepare himself 
before hand to offer the necessary service. 
This Essco publication is intended for the 
dealer and not for customer distribution. It 
sets down in simple form the essentials of 
the services needed, lists sample blanks for 
making an analysis of the repair or remodel- 
ing needs of town and farm property, has a 
check list of the kinds of repair to be’ kept 
in mind and makes suggestions for local ad- 
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yertising. Not new, to be sure, but certainly 
timely. 

There was plenty of evidence in the pro- 
gram of the Northwestern that these dealers 
are no longer sticking to the belief that the 
only profit is in new construction which 
sells itself. The shingle men were present 
with a plan to popularize a process that has 
been known for quite a while but that has 
never been much practiced. This is the lay- 
ing of new wood shingles over old roofs. 
R. E. L. Rainey, representing the Red Cedar 
Shingle Bureau, was present with charts and 
pictures, showing how this can be done. The 
old shingles projecting over eaves and gables 
are sawed flush with the edge, three-inch 
strips are nailed to these edges so that the 
new shingles will lie flat on them on the 
projections, strips are laid in the valleys, 
new flashing is installed and the new shin- 
gles are laid directly over the old with five- 
penny rust-proof nails. This adds insulation 
to the roof, saves the labor and litter of 
removing the old shingles and produces a 
completely satisfactory job. or 

This is another product of study and re- 
search, making repairs easy to install and 
adding extra satisfaction to the completed 
job. Mr. Rainey laid much stress on the 
fact that this, like other things new to the 
public, must be explained and popularized. 
In his opinion contractors are the key men 
in such a campaign and, once they are shown 
the advantages of the idea, become the most 
competent salesmen. Selling again. Build- 
ing materials are sold rather than bought. 


Importance of Constructive Selling 


Another matter, different in detail but 
similar in essential principle, was presented 
by H. B. White, an agricultural engineer of 
the State university. He, too, in a different 
way urged the importance of intelligent and 
constructive selling. He drew a striking 
picture of a farmer driving home in his 
automobile. The car is electrically lighted, 
heated by a central heating plant, has an 
elaborate ventilating system, is designed and 
finished by artists and decorators and is as 
efficient for its purpose as anything in gen- 
eral use by mankind. The farmer alights 
at his door, goes into a house heated by a 
stove and lighted by a kerosene lamp. He 
lights a lantern to do his chores and does 
them in buildings that are unventilated and 
seldom efficient for their intended purposes. 
In the last analysis the farmer is not re- 
sponsible either for his car or for his build- 
ings. He buys them, to be sure, but he has to 
select from what is offered him. But the car 
makers offer him something complete, over 
which they have labored long and hard. 
They have employed competent engineers. 
They are constantly doing research, trying 
to find better and more serviceable ways of 
designing and perfecting the machines, and 
they take the completed results to the cus- 
tomer. He pays, often on a liberal financing 
scheme. 


The State of Minnesota has many motor 
cars. There are counties where there is a 
car for every two persons. One county has 
a car for each 1.19 persons. The value of 
farm buildings in Minnesota, per farm, has 
doubled in ten years; but the latest figures 
show that the investment per farm in build- 
ings is only a little over $3,000. This, Prof. 
White remarked, shows that the Minnesota 
farmer has not been a good buyer of build- 
ing materials. He has been a better buyer 
of motor cars. Perhaps the way the two 
commodities have been offered have some- 


thing to do with the showing. This $3,000 
investment includes the house in which the 
farm family lives and some of the most es- 
sential equipment of farm production. 

Mr. White mentioned the fact that some 
economists have been telling farmers that 
during this so-called period of farm depres- 
sion they should not invest in buildings. But 
what kind of advice is this? It is advice 
based upon a wrong assumption. It takes 
for granted that an investment in farm 
buildings is an unproductive investment; 
something as thoroughly mistaken as an as- 
sumption well could be. While Mr. White 
did not mention it, it occurs to us that even 
a farm house may have a productive value 
that can be measured in money. A man 
doesn’t raise and fatten his children for the 
market, to be sure, but how many cases of 
pneumonia with doctor bills and loss of 
working time, how much wage paid to a 








Farm Buildings 


for the Farmer, Dairyman and 
Stock Raiser 


HE demand for better farm buildings is 

growing. The increasing cost of building 
calls for economical construction. Heretofore 
permanency and convenience in farm buildings 
have not received the consideration which their 
economic value warrants. sacrifice of either 
of these qualities means in the end, loss of 
time and money. 


Get This Plan Book 


HROUGH the courtesy of the leading agri- 

cultural colleges and with the assistance of 
a large staff of competent men experienced in 
handling farm building construction, we are 
able to offer for your selection the greatest 
assortment of well designed farm buildings yet 
published. Besides we include the latest de- 
signs of practical self feeders, feed bunks, 
racks, hog troughs, hurdles and other live 
stock equipment. 


Just ask for your copy of 
“Practical Farm Buildings” 


The Mentor Lumber 
and Supply Co. 
R. L. Dunlap, Pres. & Mer. 
Center St. Mentor, O. 




















A Minnesota university professor suggests that 

lumber dealers should be practicing agricul- 

tural engineers. A Mentor (Ohio) retailer has 

sensed this need and stresses it in his adver- 
tising reproduced above 


hired girl to take up the slack in a house 
where work is needlessly hard to do, would 
it take to pay interest on a decent house? 
Nobody knows about these things, of course, 
and few people invest in a good house to 
make it pay a money return. A man builds 
a house for comfort and satisfaction, as he 
should. But we suspect that a good many 
farmers have paid the cost of a new house 
without having the house. 

It’s different with barns and other build- 
ings that are part of the farm’s productive 
equipment. Costs and returns on _ these 
buildings can be estimated with fair accur- 
acy. Agricultural engineers have worked 
these matters out on a practical basis. The 
information is available; but few farmers 
have it. They don’t know the formulas for 
building automobiles, either; but they do 
have the efficient automobiles. 


Mr. White stated that in his opinion the 


men who ought to be the practising agri- 
cultural engineers are lumbermen and hard- 
ware dealers. He was not suggesting that 
they all go to the university and work for 
a degree in that department, but he did sug- 
gest that it was possible for them to get the 
needed information so that they could ad- 
vise with their customers about building de- 
sign and the amount of investment that 
could be made profitable on a given farm. 

“The farmer has a large variety of prob- 
lems to study out in connection with his 
business; his returns from livestock, his 
crop yields, the application of his labor, bath 
man and horse, the proper utilization of 
power in the form of wind, gas and elec- 
tricity, what machinery can be used eco- 
nomically, what buildings can be made to 
pay when the interest, taxes, insurance and 
depreciation amount to 10 percent or even 
more a year. Can a cow of low production 
capacity pay for more than a straw shed? 
Can a cow producing 6,000 pounds of milk a 
year pay for $200 worth of barn and make 
her owner a profit? Can he build a machine 
shed and save his machinery enough to 
make it a paying investment?” 

There are known answers to such ques- 
tions as these, and getting this information 
put to work on the farms will have much 
to do with raising that $3,000 investment 
in farm buildings to a more adequate figure. 
It is pleasant to be able to say that many 
dealers in this great farming section are 
making a beginning and more than a begin- 
ning at supplying their farm customers with 
practical building engineering knowledge. 
The building and sale of scientifically de- 
signed hog houses, farrowing houses, brood- 
ers and the like is long past the experi- 
mental stage. Probably a majority of deal- 
ers in this territory having farm trade are 
doing it. This is a beginning; and quite a 
few farmers are iooking to dealers for barn 
plans and for the knowledge that will tell 
them what kind and size of barn will best 
suit the purpose. 


“Ask John,” He Knows 


When the convention had just closed my 
good friend John H. Dinsmore, of the Bots- 
ford Lumber Co., Owatonna, Minn., came up 
to the press table. He is one of the dealers 
who has extended the usefulness of his serv- 
ice and the volume of his sales by qualify- 
ing as a practical farm adviser. He has a 
sign on the front of his yard: “Ask John.” 
He has it on his business cards and I imag- 
ine on his letter heads. He has the con- 
fidence of his customers. They’re sure he'll 
advise them honestly and for their good; 
that if he recommends a barn or a hog house 
it is because it will fit the farm and be a 
paying part of the equipment and not merely 
because he wants to sell a bill of lumber. 
The result is that he sells lots of bills of 
lumber, and with every load he sends along 
a liberal shipment of customer satisfaction. 

Mr. Dinsmore tells me he has recently 
built a special warehouse room for hard- 
wood; has insulated it and has installed a 
special ventilating system. The patented 
ventilator, known to all dealers who have 
farm customers, is manufactured in Owa- 
tonna; and the company has evidently been 
giving some special consideration to the 
ventilating problems of lumber yards. It 
asked Mr. Dinsmore for the privilege of in- 
stalling this ventilator as an experiment. It 
has been in place long enough to satisfy Mr. 
Dinsmore that it is a thoroughly efficient 
device. 


‘ 
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Retailers’ Idea Exchange 
Bring What You Can = Take What You Need 


If two men swap Dollars neither profits — but if they swap Ideas both profit 


= 














Omit Lunch, But Get Ideas! 


Hugh Bresnahan, of the Bresnahan Lumber 
& Fuel Co., Menominee, Mich., writes: 

“Almost without fail the AMERICAN LUMBER- 
MAN arrives at our office in the eight o’clock 
mail each Saturday morning, and it is con- 
sidered part of Saturday’s work to peruse its 
columns thoroughly, even if it becomes neces- 


interest applying to the average retailer.” 

This dealer appreciates the money value to 
him of the plans and methods for increasing 
sales and reducing expenses that are placed be- 
fore him each week. The best idea in the world 
is worth nothing unless used. Are you making 
full use of your copy of the American LuM- 
BERMAN? Go through this, or any other, issue 
of the paper and check the ideas and suggestions 


sary to omit the noonday luncheon to do so. In 
doing this, we are rewarded by many items of ness. You'll be surprised! 


that can be profitably used in your own busi- 








This Week’s Timely Tip 


Storing Galvanized Roofing 


“We have been thinking of the many helpful things that we 
have read in your good paper, both in “Timely Tips’ and the 
‘Realm,’” writes E. F. Engan, manager Young & Co. (Inc.), Mus- 
coda, Wis., “and with the thought that it may be of some service 
to other dealers, we will tell of our method of storing galvanized 
corrugated roofing, one of the specialties that many lumber yards 
now carry. 


“Such roofing, laid out flat, takes up a great deal of space, 
and is unhandy both in unloading from the car and loading for 
delivery out of stock. So we have built a bin for storing roofing, 
out of old short two-by-fours, making the compartments 28 inches 
wide and 12 to 16 inches in height, depending upon the amount of 
stock of a given length that we wish to carry in each compartment. 
The entire length of the bin is 10 feet, and the longer lengths of 
roofing such as 11- and 12-foot, are run into the lower bins. 


“We have divided this storage space into two vertical sections, 
one being used for the Standard or 29 gauge, while the other is 
for the Heavy or 28 gauge. When receiving the stock, which 
comes bundled ten pieces to the bundle, we take off the heavy 
strapiron wrapper so we can handle it more easily, piling three 
or four sheets at a time. Every tenth sheet is pulled out 
about two or three inches so that we can tell at a glance how 
much we have in stock, making it easy counting at any time. 
In one small section, 28 inches wide, 10 to 12 feet long, and 8 
feet high, we can carry a stock of 500 squares, which is about an 
ordinary carload. We carry both gauges in stock, so the compart- 
ments are not loaded full at any time. When one considers that 
25 sheets laid in take up only one inch height, it can readily be 
seen why so small a bin will hold such a large amount of stock. 


“We would recommend this system of piling corrugated roofing 
to any dealer, as it results in neat piles, easily accessible for unload- 
ing or delivery, shows the complete stock to your customer, and 
keeps the sheets bright and clean. The corrugated roofing is 26 
inches wide and our bins are made 28 inches for easy piling. 
The 10-foot length of our bin is divided every two feet with stand- 
ards, as the stock is very heavy and needs strong support. Pieces 
of 2x4 from 12 inches to three feet in length can be used, which 
most yards have a plentiful supply of in their scrap piles.” 


Watch for Next Week’s “Tip” 








Why the Retailer Is Necessary 


Writing on the subject “Is the Small Town 
Merchant Necessary?” E. M. Hiatt, of the Mal- 
colm Lumber & Coal Co., Malcolm, Neb., won 
second prize in a contest recently conducted by 
the Nebraska Merchant. Following are some 
excerpts from Mr. Hiatt’s article that have spe- 
cial interest for lumber merchants in small 
towns: 

There was a time when the small town 
dealer afforded the only opportunity for buy- 
ing the ordinary necessities of life open to the 
people of the outlying rural communities. In 
those days the small town dealer was not only 
necessary, but in most cases vital, to the life 
and growth of every community. 

In more recent years, 
mail-order concerns 
have developed 
through the use of the 
government rural free 
delivery to a_ point 
where they are able to 
put their voluminous 
and brightly illustrated 
catalogs into practic- 
ally every rural home. 





BE. M. HIATT, 
Malcolm, Neb.; 
Wrote Prize Essay 





The automobile and the 
modern development of 
good roads afford op- 
portunity for rural 
families to visit the 
larger towns and cities 
with greater ease and 
comfort than they for- 
merly were able to 
visit the small town 
dealer. 

All of these additional opportunities to buy 
that were not formerly available to the rural 
communities have raised the question as to 
whether or not the small town dealer is any 
longer necessary. To be necessary the small 
town dealer must be able to offer to his com- 
munity a service that they can not get any 
other way and if the mere act of affording an 
opportunity to buy is the only service the 
small town dealer has been able to offer, or 
that he can now offer, it would seem, indeed, 
that he is no longer necessary. 

If this former prime factor has lost its im- 
portance, what then are the important factors 
to be considered today? The prime factors 
today are the ability to offer quality and price. 

If the small town dealer understands the 
merits of the different commodities offered in 
his line and conscientiously studies the needs 
of his particular community or. trade so that 
he can wisely select those that are best 
adapted to the needs and pocket-books of his 
trade and then conscientiously advises each 
customer as to which of those is most likely 
to serve his particular need, then indeed is he 
performing a useful and necessary service. 

There is another reason why the small town 
dealer is necessary and that is because he, like 
the family doctor and the small town banker, 
is not only in the position of a business or 
professional acquaintance, but he is also a 
neighbor and friend, a position that makes it 
unlikely that he will take undue advantage of 
a customer who shows a disposition to trust 
him. ; 

The small town dealer performs a service to 
his community that is worth any difference in 
price that may occasionally occur as compared 
with the city dealers or the mail-order and 
radio-order concerns—a service that is valu- 
able, but which is often overlooked by many 
consumers in the small town community. 
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Marking Mixed Moldings for Length 


There appeared in the Feb. 4 issue of the 
AwertcAN LUMBERMAN [page 48] a “Timely 
Tip” sent in by an Iowa retailer, describing 
his system of indicating length of pieces of 
molding etc., by marking the ends with chalk 
of different colors. Evidently this is quite a 
popular method, as we have since heard from 
a number of dealers who find this a handy 
way of distinguishing: lengths, among them 
Ravmond R. Riedel, of the Riedel Lumber Co., 
Harbor Beach, Mich., who writes: 

“\While I do not claim to have originated the 
idea which I present, I have found it worth 
while, and believe that others also will find 
it a useful method. We used to have a sep- 
arate rack for each length of molding, but 
found that this was very unsatisfactory, as 
the rack took up too much space. The sug- 
gestion was made to me that we store all the 
lengths together and indicate the different 
lengths by marking the end of each piece with 
colored crayons. Accordingly, we have adopted 
this method in our yard, and find that it saves 
time, and the stock presents a much better ap- 
pearance than when stored in the old way. 
This may be an old idea, but it is a good one.” 

@aGLLBERaEaaZaE 


Decimal System of Piling Lumber 


The Comfort Coal-Lumber chain of yards in 
New Jersey is fnaugurating a system for piling 
lumber uniformly at all its yards on the “deci- 
mal system”: that is, in tiers of 5, 10, 20, 25, 50 
or 100 pieces across. Every ten tiers up is 
“stickered” to show sufficient space between so 
that in tallying a man may simply count up these 
spaces and multiply the height by the width, 
which will always be in multiples of ten, there- 
fore making tally taking a matter of a few 
moments. 

The instructions issued by the company also 
recommend that each size be stacked in two 
piles, one for old stock to be used up first, and 
one for new stock. In this way the bottom 
of a pile never gets old and shop worn. Lum- 
ber should not be stacked any higher than it can 
he economically and easily piled up or unloaded 
off to trueks again. Tops of piles stacked in 
the open should be flat so that after a snow- 
storm a mar can get up and shovel the snow off 
lumber piles. 


An Idea on Remodeling 


Owen T. Barry, president of the Hawkeye 
Lumber & Coal Co., Cedar Rapids, Iowa, has 
an idea on remodeling that is worth thinking 
about. Mr. Barry “sprung” this idea at the 
recent annual meeting of the Northwestern 
Lumbermen’s Association at Minneapolis, and 
‘discussing the subject further with the Amert- 
CAN LUMBERMAN by letter, he says: 

“The insulation people by their national ad- 
vertising have educated the public to become 
‘insulation conscious,’ to paraphrase a slogan 
that has been extensively used in another line. 
People in this town are getting to the point 
where insulation very soon will be demanded in 
all new houses. Yet we, and other dealers, tried 
to sell insulation as long ago as twenty years, 
having put in stock carloads of different kinds 
of insulation at various times, but were unable 
to move the goods—simply because the public 
at that time was not ‘insulation conscious.’ 

“Why should not lumbermen use this ‘insula- 
tion consciousness’ that has been so largely de- 
veloped in recent years as a lever for inducing 
the remodeling of old homes, making a promt- 
nent feature of the remodeling process the in- 
sulating of the outside walls, first by using 
Balsam-Wool or some such insulating material, 
and over that insulation applying wood shingles, 
preferably the 24-inch Royals, stained ? 

“That method provides for insulating the 
outside walls of old houses economically, and 
at the same time gives the house an uptodate 
appearance. Everyone knows that it is very 
hard to insulate the outside walls of a house 
after it is completed, but as a part of the re- 
modeling process it can be done very readily. 

‘The insulation of roofs and attics also offers 
quite a field, and we are doing a great deal of 


that kind of business. Incidentally, I am in- 
sulating the roof of my own home at this time 
with Balsam-Wool.” 


This Week's 
AD-IDEA 


INFORMATIONAL ADVERTISING 


Often it is desirable to “get across” to the 
public specific facts regarding a certain kind 
of lumber, or other building material, such 
as its characteristics, the uses for which it is 
best adapted etc. 

There are two ways of seeking to accom- 
plish this. The advertiser can either catalog 
the points which he desires to emphasize, 
and depend on the bare facts to make the 
desired impression, or, if he has the gift of 
iniagination, he can present the same infor- 
mation in the. form of a short fact-story, 
written in an interesting style and therefore 
likely to be read. 

There is reproduced below, much reduced, an 
advertisement which well illustrates the latter 
method : 




















In the sixth chapter of Genesis, the 
Lord said, 


| “Make Thee An Ark of Gopher 
| W ood and Pitch It Within and 
Without With Pitch” 


The Ark was 500 feet long, 100 feet wide 
and 60 feet deep and it had a window in it 
about two feet square. There were three 
stories of the Ark, lower, second and third. 
We wonder how Noah and his family lived 
without ventilation for the forty days, with a 
hold full of animals, birds and reptiles. 


It must have been good wood that 
Noah and his sons used in the 
construction of the Ark 


Biblical history recounts the fact that it 
tcok 110 years to build the Ark. The Ameri- 
can encyclopedia says the kind of wood used 
in the constructio: of Noah’s Ark, according 
to the account in Genesis, whether cypress 
or pine or other wood, is a point not settled. 
Gopher wood is not a distinct species of wood. 
They use the word “gopher”? wood, not to de- 
scribe a particular wood but merely as a name, 
but we do not doubt that the wood used in the 
Ark was genuine Red Cypress. CYPRESS is 
PORUS lumber. The Ark was pitched within 
and without with pitch to make it water tight. 
It floated easily for the forty days during the 
deluge. After the Ark rested on Mount Ararat 
and at that time Noah was 600 years of age, 
he left his haven of refuge and went out to 
renew the lands. Noah lived 350 years after- 
ward. Frequently he would come back to see 
the remains of the ark for it was made out of 
Cypress lumber, a wood that will not rot. 

Down in Mexico you find pecky joists that 
were used in the construction of the Missions 
and these joists are in fine state of preserva- 
tion. They served their purpose in those 
churches for hundreds of years and undoubt- 
edly they will last for hundreds of years more. 

The motto of the sane builder is to use 
genuine Louisiana Red Cypress. for window 
frames, drop siding,, barn boards and all ma- 
terial that is exposed to the weather. Hodges 
Brothers have pieces of pecky Cypress piling 
that have been in use on the ground for thirty- 
seven years, the period of their business life. 

When you want lasting lumber call on any 
of the Managers of the fourteen yards, who 
will take pleasure in telling you of the dur- 
ability and texture of the genuine Louisiana 
Red Cypress Lumber. 


Hodges Brothers 


[ Lumbermen | 




















Another Ad-Idea Next Week 


Delivery and Credit Problems 


Like a good many other retailers, the Thorn- 
ton Lumber Co., Morganfield, Ky., is “fed up” 
with so called “free delivery” outside of town. 
This concern writes the AMERICAN LUMBER- 
MAN on this subject as follows: 


“We find that delivering to the country trade 
without extra charge is very unprofitable, al- 
though it is the thing that everyone is doing. 
Regardless of whether the purchase is a “full 
load or only a piece of a load, and also regard- 
less of the distance, they deliver just the same. 

“It is our experience, also, that the larger 
trucks are very expensive to operate and main- 
tain. In our business the ton or ton-and-a- 
half truck is much more economical, and gives 
better service.” 

This concern is located in a farming dis- 
trict, where “sixty percent of the farmers 
are broke, and we are trying to hold together 
by selling as little as possible on credit,” ac- 
cording to its statement. The company says 
further : , 

“The expense account and the P and L ac- 
count are the ones we watch closer than any 
others. I mean by watching the P and L 
account, that we sell only to the fellows that 
we are sure will pay. What is the use selling 
lumber unless you know you are going to get 
the money for it? It is better to keep it in 
the sheds than to let it go out on a poor risk. 
Unless a man owns unencumbered property we 
are not inclined to take chances on him for 
much.” 


An Aid in Inventorying 


“Here is an idea that has helped us,” writes 
the Corwin Lumber Co., Jackson, Mich. “By 
means of a Kardex system we make a note 
of all our purchases of lumber, sash, doors, 
glass and other items of stock. Thus when 
the time for taking inventory comes around 
we know what has been bought during the 
year, of whom the purchases were made, and 
the prices paid. In addition to the value of 
this information in connection with inventory 
taking, it enables us to gauge very closely our 
requirements for the coming year.” 


New Air Mail Service to Texas 


Air mail service between Austin, Tex., and 
Chicago was inaugurated on Feb. 6, and one 
of the first letters sent out from Austin over 
this new air service was written to the man- 
aging editor of the AMERICAN LUMBERMAN by 
FF. W. Sternenberg, of the Kuntz-Sternenberg 
Lumber Co., prominent retail lumber concern 
of the capital city of Texas. Commenting upon 
the changes that time has brought about as evi- 
denced by this installation of rapid air mail 
service, Mr. Sternenberg said: 


Back in the early days when you were living 
in the Lone Star State, and I was a close 
neighbor of yours trying to make a living 
by manufacturing lumber and selling it for 
about $3.50 a thousand f. o. b. cars, I fre- 
quently thought it was wonderful to be able 
to write a Chicago dealer and get a return 
reply from him in a week’s time. More often 
it took ten days, but occasionally when the 
buyer was prompt in answering the letter 
and all the trains made splendid connections, 
we would hear in the prescribed seven days. 

The letter that I am writing you this eve- 
ning will be posted and leave Austin at 6 p. m. 
today and should be on your desk tomorrow 
morning when you go to your office. This, 
indeed, marks a new era in commerce and 
transportation. Distance now ceases to be any 
factor in accomplishing splendid service. We 
can now bring about by air mail what the 
telegraph companies are now doing with their 
night letters. The former we must admit is 
much more satisfactory as there is no chance 
for an error and brings us in closer touch with 
our friends and customers because we have 
that satisfaction of seeing the signature of 
the man who has written the letter. 

We are very glad, indeed, that Austin is one 
of the stations on this air mail route and I 
just wanted to let you know that you are 
receiving one of the first letters sent out of 
Austin over this splendid service. 
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Left—The Nebraska “Blizzard Beater” “A” shaped hog house and the kind of hogs produced when it is used in connection with a good sys- 


tem of sanitation. 


Right—A Nebraska type two-sow farrowing house being used as sleeping quarters for stock hogs. This house is 7x12 


and retails for about $35 


Nebraska Lumber Merchants Do Big Business 
in Portable Farm Buildings 


[By Ivan 
{[Note: At request of the AMERICAN LUMBERMAN, Mr. Wood, who 
is State extension agent, department of agricultural engineering, Ne- 
braska College of Agriculture, Lincoln, Neb., prepared this article 
telling how lumber dealers may sell more portable hog houses, poultry 
houses etc., the dealers of his State having been particularly active and 
successful along that line. In transmitting the article, Mr. Wood 
wrote: “During the last year the lumber yards of this State have 
constructed over $160,000 worth of small equipment, such as brooder 
houses, hog houses etc. from plans issued by the college. We are 
series of schools for the lumbermen of the State at 
fourteen of their central meeting points. In these schools we go into 
considerable detail on the essentials to be observed in the housing of 
poultry and swine. They have been well attended so far and splendid 
imterest has been shown. We feel that the lumber dealers can be of 
great service in helping to conduct campaigns on poultry and hog lot 
sanitation. In fact a number of lumber dealers in the State now are 
actually assisting farmers to rearrange their hog and poultry lots in 
accordance with the best and latest methods, and supplying them the 
equipment with which to accomplish the desired end.”—Ebitor. |] 


conducting a 


It is not the purpose here 
AMERICAN 


to repeat the story, fully told by the 
LUMBERMAN at the time, of how 1,299 portable brooder 
houses, costing about $75 each, were sold, during several months in 
1926, as a direct result of a “Poultry Train” run codperatively by the 
University of Nebraska College of Agriculture and the Chicago & 
Northwestern railway company. A few facts pertaining thereto may, 
however, be briefly restated, by way of background for what is to 
foilow. The poultry train, it will be remembered, was equipped with 
special coaches so arranged that, at each stop, visitors might pass 
through and view not only fine specimens of breeding stock, but 
all the equipment such as brooder houses, model laying houses, dry 
mash feeders and small chick feeders necessary for raising the com- 
They also received other information relative to the 


mon fat flock. 











Left—A poor type of “A” shaped hog house. 


It has but few good features. 
end to end, for summer quarters for stock hogs. 


D. Wood | 


poultry business from 


lectures. 


specially prepared exhibits, pamphlets and 


Figures always “talk” if collected from authentic sources, and it 
was not much of a job to collect the actual names of 1,299 people who 
built poultry houses like those exhibited on the train, and these repre- 
sented an expenditure of $97,425. The lumber dealer got most of the 
$97,425, some of which, of course, represented profit. 

In some of the Nebraska towns visited by the train the more progres- 
sive and far sighted lumber merchants had built samples of the “Nebraska 
type” portable brooder house in their yards beforehand and had them 


on exhibition when the crowd arrived. In order to draw _ interest, 


the houses were “auctioned off” during the course of the day. The-. 


result was more and better poultry houses, which spells more eggs, 
better flocks and less loss from disease. Other things, to be described 
later, also resulted. 

These lumber merchants who built and sold brooder houses saw 
possibilities in the construction of other buildings and equipment. In 
1927 not less than 15,000 individual hog houses were marketed in 
Nebraska, consuming 3,375,000 board feet of lumber and representing 
a gross income of $225,000 to the lumber yards handling them. Let 
us look a moment at the actual activities of 172 dealers who found 


this sideline profitable during the year 1927 and who were kind 
enough to report to me. 
Total Total 
Kind of Number Amount Kind of Number Amount 
Building Built Received Building Built Received 
“A” hog houses.. 5108 $74,627.88 Other poultry 
2-sow hog houses 467 16,004.09 houses Pangea 69 8,233.20 
Other hog houses 330 10,134.30 Hog feeders...... 186 11,493.90 
Poultry feeders... 302 1,141.50 Cattle feeders ... 51 951.15 
Brooder houses .. 583 34,437.50 ———- -—— cee 
20’ x 20’ laying TE hws aw ee 7.405 $159,273.52 
Pree 18 2,250.00 Average income per yard $26. 


Some individual cases are worthy One dealer in a 
western county 


250 “A” 


of scrutiny. 
built during the 1927 season:: 


shaped individual hog houses at $12.50 to $15 each 
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Right—Two Nebraska type “A” shaped hog houses lined up. 
Three or four units may thus be used 
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4 2-Sow hog houses at 
ree 

6 Nebraska type brooder houses at 
10 Poultry feeders at 3.00 each 
50 Hoge feeders at 18.00 to $32 each 

A dealer in another county found ready sale for: 

600 “A” shaped individual hog houses at $13.50 each 
a Se TOO TD Gc 6 kok bh cececcccices 25.00 each 
30 Nebraska type brooder houses at...... 75.00 each 


32.00 each 
25.00 each 
75.00 each 


We could go on enumerating, but let us turn to other things in an 
attempt to discover the reason for all this. 


Factors Which Have Made Sales Possible 


The lumber merchant has been anxious enough to sell such equipment 
hecause it permits an outlet for more lumber, allowed him to use up 




















Framing plan for Nebraska type individual hog house, for unit construc- 


tion. The knock-down house is shown in the next column 


quantities of yard scrap and short-length material, as well as keeping 
the yard men busy during slack periods. 


The sales have come about largely, however, from an increased 
demand for portable hog houses and portable brooder houses for 
chickens. A knowledge of the present farm conditions, so far as the 


swine and poultry industries are concerned, is indispensable to the 
merchant who would succeed in manufacture of the above mentioned 
articles. Many a sale is made if he is able to use a sales talk based 
on facts, and in using such a talk he is spreading information which 
not only benefits himself but helps his farm: customer. 

Let us consider, then, for a few moments the reason why portable 
buildings are becoming popular. In a new country where all farms 
are virgin soil, just broken from the prairie sod, disease germs are 
few, and it is possible to raise hogs and poultry with very little 
trouble so far as disease is concerned. As the years wear on hog 
yards become contaminated with round worms and other parasites, 
germs of such diseases as pig typhoid, necrobacillosis, and many others 
all of which combine to cost the hog raisers thousands of dollars 
each year, in each State of the Union, through runty and diseased 
animals as well as actual loss by death. 

The sow farrows her young in an old, filthy hog house and yard. 
The sow’s udder is filthy with soil contaminated with germs of disease 
and the eggs of the round worm. Almost directly after birth the 
little porker, in seeking his first meal, is exposed to enough pig trouble 
to put him out of business. He may become a runt, he may be so 
stunted as to be an unprofitable animal, or he may die. 

The answer to all this is not in the giving of fake remedies, 
worm powders or stock foods. The lumber dealer has the answer 
right in his yard and often does not realize it. It is the portable 
hog house, and by proper sales methods he may have a large part 
of the money now being spent by the poultry and swine raiser for 
“cures” which do not cure and remedies which do not remedy. 

The cure for most of the disease conditions in the swine herds and 
poultry flocks is a sanitation program carefully followed. If the sow 
is removed from the old lots before farrowing time and after being 
cleaned thoroughly is moved out to the clean open fields where she 
may farrow in a portable hog house, the young porkers have every 
chance in the world to become thrifty and profitable hogs. The chicks 


which are taken to clean ground have less disease and this can he 
accomplished by the use of the portable brooder house. 


The results of following the sanitation plan have been carefully 
checked and indicate that with the same care and feed a sow will 
produce a litter*weighing 400 pounds more at six months of age than 
with ordinary methods. The following table will tell the story in a 
few words: 


LVSTaV esiz2ees <0 
SSESE SSSSsP ss 
2sctss Sre~s es 
Ssces Ssk=eos 8 

Results of the Small Hog House *FS8e Fe aan? sSs 

System for 1925 Compiled by M. B. o=28 223 8 tar 

Fosson, State Agent in Animal Hus- Soeee SoSFSé SSeS 

bandry, Nebraska, Who Had Charge Sz § Ses “S3 

of the Work in the State 238uo B3a°es 2°58 
; Lease LeSaest Cased 

SQuse2e SP. sts Sseac 

RASES RESSESE SES 

Number of farms reporting............. 81 35 16 

Average number sows per farm......... 12.6 12.4 12.2 

Average number of pigs raised per sow.. 6.5 6. 5.2 

Per cent of farrowed pigs raised........ 85% 85% 78% 

Farms feeding full ration ............. 23% 17% 20% 

Farms feeding medium ration ......... 40% 45% 43% 

Farms feeding light ration ............ 37% 38% 37% 

Average number of runts per farm...... 0.9 2.3 2.5 

Farms producing uniform pigs.......... 85% 65% 50% 

Average weight at 6 months of pigs raised 180 lbs. 165 lbs. 140 lbs. 

Pork produced per sow in 6 months..... 1,170 Ibs. 1,023 Ibs. 770 lbs. 

Value at 9c of pork produced per sow.... $105.30 $92.07 $69.30 

Value at 9c of pork produced per farm. . .$1,326.78 $1,141.66 $845.46 

Increased income for disease prevention $481.32 $296.20 


Nebraska Dealers Codperating 


The Extension Service of the College of Agriculture, University of 
Nebraska, has been advocating the use of the sanitation plan, and has 
been covering the various counties with literature and meetings, dem- 
onstration farms have been installed and all county papers have carried 
news of the results. The lumber merchants of the State have been 
cooperating by building Nebraska “A” shaped hog houses and selling 
them at a price fair to all. Monthly there goes out from the college 
to all of the dealers in the State a little pamphlet known as The Slab, 
which gives new thoughts along the line of sanitation and building 
construction. 

The first thing that the dealer can do to help himself is to build 
equipment which is being advocated by the college because in so doing 
he may profit by the free advertising which is being done right in 
his own county. 


The lumber merchants in one Nebraska county marketed 1,025 
Nebraska “A” type hog houses at an average price of $14.75 in one 
season by timely following of the sanitation campaigns in that 
section and by ingenuous advertising methods to be described later. 

These dealers obtained detailed instructions regarding the construc- 
tion and use of individual hog houses by attending the meetings 
conducted by the county extension agent and learned much of the 












































A framing plan followed in most of the Nebraska lumber yards for con- 
structing the “knock-down” Nebraska-type “A” hog house 


sanitation program being carried on. Some sent to the college for 
blueprints of various kinds of equipment suitable for yard construc- 
tion and then set to work. 


Some Ingenious Advertising Schemes 


One common way of displaying hog houses, brooder houses and 
feeders is to set them outside the yard in a conspicuous place with 
the price marked on each article. 


One dealer chose a green strip of grass and lined up five or six 
“A” shaped hog houses just as a farmer would use them in farrowing 
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time. He arranged the fence panels as shown in cut below and placed 
a sow and litter of pigs in one of them. The effect was immediate 
sales. He had suggested the use of the article and in so doing not 
only spread the gospel of sanitation but helped himself as well. 
Given sufficient space a yard might show how these little buildings 
are used, not only for farrowing time but for winter and summer 
quarters for stock hogs. 

One wide-awake merchant had a yard man of more than usual 
ability. He directed this man to fit up a truck with a flat bed 
and mounted thereon a full-sized 6x7-foot individual hog house 
with creosoted sills, metal ridge-roll and a coat or two of red paint. 
The yard man started out in the country to see the farmer on his 
home grounds. Did he sell any? You already know the answer. 
Some are planning to do the same thing with model brooder houses, 
as a full-sized house is too heavy to haul and they will also dem- 
onstrate several good feeders at the same time. 

©, O. Waggener and M. B. Posson, of the animal husbandry depart- 
ment of the Nebraska College of Agriculture, hit on a novel scheme to 
popularize the Nebraska “A” type individual hog house, known as 


the “Blizzard Beater” and the type which most of the yards are 
building. They devised a small model of the building, made of ° 
pasteboard which could be cut out and folded to shape. The 
pasteboard when flat was really a bulletin giving details of the 
hog lot sanitation system as recommended by the college. These 
were distributed far and wide over the State in banks, post offices 


and real estate offices, and given to school children everywhere by 
the county extension agents. Every one, grownups and children, wanted 
one and, of course, once the cards were in the home, Dad was sure 
to read what the printing was about. Now dealers are using like 
schemes to advertise similar equipment and telling the story of hog 
lot and poultry sanitation at the same time. 
Circular letters are attractive and 
graph sheets are usu 
ally a total loss com- 


good if ingenious. Mimeo- 





for a truck, unless constructed in sections, when eight or ten may be 
hauled. A farmer living ten or twelve miles away would gladly buy the 
sectional type, while he might balk at the unit construction if he 
could only haul out three at a time. Many lumber merchants jp 
Nebraska have been quick to realize this fact and are using the sectional 
type of construction on all small ready built buildings. 

The low, flat roof is a distinct advantage since the steep slope 
of roof boards prevents a sow from lying on pigs at the sides, while 
the 2x6 guard rail protects them at the ends. The roof is made of 
either 1x12 barn boards with galvanized metal bats, or 6-inch flat 
grain fir flooring. The ends may be of the same materials. The fir 
flooring is usually cheaper and is preferred by many for all kinds of 
roofing and siding purposes. 

A door 24 inches wide and 48 inches high is provided at either 
end of the building, permitting plenty of summer ventilation and 
allowing a caretaker to attend a sow and litter without undue trouble 
Observations on the height of door reveals the fact that practically aff 
individual houses use doors which are too low to be effective. The 
48-inch height used on the Nebraska house allows sunshine to flood 
the entire floor space on warm days when it may be opened. By way of 
comparison a cut at bottom of page 44 (left) shows a poor type of “A” 
house construction commonly used in some sections. 

A solid floor nailed rigidly in place defeats the purpose for which 
the house was designed in that it makes cleaning very difficult and 
allews infected litter to collect in the corners which is not cleaned 
out from one year to the next. A detached floor of 1x12 material 
may be used if drainage conditions are poor. These detached floors 
may be used as a roof for sun-shades erected in the lots in the hot 
months of summer. In the absence of floors, rotting is prevented 


by setting the row of hog houses on a strip of woven wire fencing 
72 inches wide. 
Nebraska farmers 


are finding that the houses may be used for 


the year-round han- 





pared with an illus- 
trated, well printed 
letter on good paper. 
The extension service 
of the Nebraska Col- 


lege of Agriculture 

found an _ attractive = ‘ . 
way to introduce the “E } 
hog lot sanitation to =~ LL 


the farmers of a given 
section. Four letters 
were sent, at intervals 
of one week, to each 
man operating farm 
land in acounty. Each 
one was printed on 
yellowish, glazed paper 
and at the top carried a catchy illustration. The first one showed a woe- 
begone, diseased, runty pig with a pronounced case of “bull-nose.” The 
reading matter started out like this: 

“Dear Mr. Hog-Raiser: Did you ever see a pig like this? Of 
course you have. He was raised in old, germ-infested hog yards and 
never had a good chance in life.’”’ And so on, with an ending which sug- 
gested that another letter would follow. 

These letters were effective in putting the work on the map. Good 
circular letters are read and are an effective advertising medium if 
properly used. A few Nebraska dealers are using a somewhat similar 
system, while others are attending all gatherings such as farm sales, 
etc., and distributing pamphlets which describe their goods. 


Nebraska “Blizzard Beater” Hog House 


The little building which has met with such good success is shown 
at top (left) of page 44, while the cut in inside column of page 45 
shows how it is framed. The width is 7 fect and the length 6 feet, while 
the height at the gable is 4 feet 8 inches. Larger sizes are sometimes 
constructed for older and larger sows, but the smaller one meets the 
general requirements. 

It is interesting to note that the little house contains but 98 cubic 
feet of air space, compared with 240 cubic feet for some individual 
houses, and 500 to 600 for most colony types. The low cubical capacity 
accounts for the fact that pigs may be farrowed and saved even in 
extremely cold weather. Ventilation is provided at the gable, and 
this is necessary, as without it litters might be smothered. When prop- 
erly managed, however, no difficulty has been experienced and reports 
are available from hundreds of satisfied users. Some changes would 
undoubtedly be required in other climates. 

The first cut on page 45 shows the framing for the unit construction, 
while the second cut gives an idea of how the sectional type is built. It 
may be at once realized that about three of “A” houses make a bulky load 


A battery of Nebraska-type individual “A” 
ing time. 
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shaped hog houses lined up, facing south, for farrow- 
Note the straw protection at the rear and the panels in front, an attractive way to ex- 
hibit the buildings 


dling of the swine 
herd. At farrowing 
time they are lined up 
side by side, in batter- 
ies of ten facing the 
south, on clean ground 
where hogs have not 
been raised for sev- 
eral years. A pen 8 
feet wide and 12 feet 
long is arranged in 
front of each house 
by the use of wooden 
division panels with 
woven wire fence at 
the end as shown in 
above cut. After the 
pigs are about two 
weeks old the houses are scattered all over the field and each litter will 
then return to its: own house. 

For summer use three of the units are lined up, end to end, with 
the long axis of the roof running north and south as shown at bottom 
(right) of page 44. The end doors are opened clear through to provide 
good ventilation and stock hogs find it comfortable sleeping quarters 
even on hot days. By other ingenious arrangements the little buildings 
can be used for late fall farrowing and for winter sleeping quarters 
for stock hogs. Complete details of management as well as blueprints 
of all the equipment mentioned may be had, by Nebraska dealers, from 
‘the Nebraska College of Agriculture at Lincoln. It is advised that deal- 
ers in other States get in touch with their own agricultural colleges if 
interested, in order that they may be following the same line of en- 
deavor. 

A cut at top (right) of page 44 shows the Nebraska 2-sow house 
which is ordinarily retailed at about $35. In some sections it meets a 
ready sale. It is good for farrowing purposes and serves well for win- 
ter and summer quarters for stock hogs. For winter quarters it will 
accommodate ten 200-pound shoats. 


The business of constructing portable buildings in the lumber 
yard has come to stay and the market for such material is far from 
saturated. It must be remembered that in many States about half 
of the farms are occupied by renters and heretofore the landlord 
was about the only purchaser of lumber. The renter is added to 
the customer list, if you have portable buildings to sell him, since 
he can move them from place to place. 
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The dealers of Nebraska are meeting the demand effectively and 
fully one-half of the 900 yards are building individual hog houses 
and brooder houses. In so doing they are encouraging their trade 
to practice sanitary measures which spell greater profit and, therefore, 
more prosperity for the whole community. 
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New Downtown Store Attracts Women Buyers 


Guens Fatus, N. Y., Feb. 7.— 
Since the fine new downtown store 
and showroom of the Glens Falls 
Brick & Lumber Corporation was 
opened, early in December, about 
75 percent of the customers and 
prospects handled there have been 
women. That fact shows that 
President D. P. DeLong and the 


convey some idea of the complete 
and well-arranged stocks carried 
in the hardware and paint de- 
partments, as well as the sample 
pieces of built-in furniture, 
breakfast sets, cabinets, closets etc., 
and the various kinds of roofing 
and other building specialties. 


the attractive displays arranged in 
the two show windows, as well as 
to glance through the glass door 
at the displays arranged within, 
and many of them enter for a 
closer inspection or to make ac- 
tual purchases. 

“From past experience and ob- 
servation,” said Mr. DeLong, “we 


are led to the conclusion that 
people will buy that which is con- 
spicuously advertised and attrac- 
tively and vividly placed before 
them. For example, consider the 
amount of thought that is be- 
stowed, and the amount of money 
expended, upon displaying auto- 








other officers of the company were 
right in assuming that the open- 
ing of this new store, in a sfrate- 
gic downtown location, would tap 
new sources of business. 

“The members of the fair sex,” 
said Mr. DeLong to the AMERICAN 
LUMBERMAN, “constitute a very 
large factor in the planning of 
new homes and the beautifying 
of old ones. We realized the need 
and importance of a downtown 
store, because of the fact that our 
plant is located approximately one 
and three-fourths miles from the 
center of the city, and it was 
rather inconvenient for customers, 
especially women, to come that 
distance to inspect our stock and 
make their selections. We are 
very pleased with the results re- 
ceived to date from our new 
store.” 

The accompanying illustrations 





Many passers-by stop to observe 


Ao A6 1s didi aite iat le 








The attractive front conveys invitation to enter and look around 





mobiles in a beautiful setting. 
Usually the automobile show- 
rooms are sO-attractive, and even 
artistic, that it is a real pleasure 
to enter one of them, and the en- 
vironment stimulates the desire 
for the cars offered. It is our 
idea that the lumber and building 
material dealer should place his 
wares before the buying public in 
a similar way, so far as the in- 
herent differences in the commod- 
ities may permit.” 

It will be observed that complete 
lines of hardware and paint are 
carried. These lines were added 
to the company’s stocks when the 
new downtown store was opened, 
it being felt that they would in 
themselves help to attract trade, 
and the sales in these lines would 
help to carry the overhead inci- 
dent to the opening and main- 
taining of the new downtown 
branch, 








ts 











The well arranged hardware and paint departments 








Showing the display of built-in conveniences, shingles, etc. 





Builds a Great Organization 
(Continued from front page) 


give his attention more directly to the distribu- 
tion and marketing problems. He organized the 
Pacific Mutual Door Co. of Tacoma, which at 
the start absorbed and marketed the output of 
all the stock factories in the Northwest except- 
ing two. In the last fifteen years, as directing 
head of this great enterprise, Mr. Gabel has 
had the privilege of seeing his original dream 
of a great industry materialize into reality. 

The success of the fir door throughout the 
world has been followed by the introduction 
of standardized fir frames, fir veneer panels, 
fir moldings and interior finish products, as well 
as built-in fir and pine cabinet fixtures, all of 
which have been successively and successfully 
carried to the world markets and have found a 
permanent place in them. 

Throughout this development, the Pacific 
Mutual Door Co. of Tacoma has been a leader. 
Pamudo” salesmen cover the domestic and 


foreign fields intensively for the sale through 
regular dealers and distributers of its products, 
and local branches at St. Paul and Minneapolis, 
Minn.; Kansas City, Mo.; Chicago; Indianap- 
olis, Ind.; New York and Brooklyn, N. Y., 
and Philadelphia, Pa., have been established 
to serve the large and small dealer alike, giving 
the latter the benefit of less than carload ship- 
ments from the distributing point nearest him. 

Mr. Gabel has always insisted on following 
the socalled “legitimate” channels of trade and 
the policy of sales to jobbers and dealers only 
has been rigidly adhered to. 

This versatile business man is a native of 
Ohio, where he was born fifty years ago and 
where his father, a veteran of the Civil War, 
was engaged in the millwork and contracting 
business. The family moved to the State of 
Washington in 1889. Besides being the prin- 
cipal stockholder and head of the “Pamudo” 
interests, Mr. Gabel has other extensive busi- 
ness interests. He also was at one time promi- 
nent in politics, and is a well known and well 
liked clubman. 


Creating Interest in Home Building 

INDIANAPOLIS, InD., Feb. 6—Plans for a 
sketching contest based on a “mystery house,” 
which will form the centerpiece of the seventh 
annual Home Complete Show in Indianapolis, 
have been announced. The plan is novel in its 
inception and promises to do more toward 
creating interest in the home show than almost 
any other agency. 

The prizes will be awarded to entrants who, 
from the ground floor plan of the model home. 
come closest to sketching a front elevation of 
the house as it will appear when completed. 
The house is to be built from drawings by an 
architectural firm of Indianapolis and the build- 
ing will be of frame construction, with the 
lumber provided by the Southern Pine Associa- 
tion. Prizes will be $50 for the first; $25 for 
the second and $10 for the third best sketch. 
The coming show will be the first where the 
central exhibit has been entirely of frame con- 
struction and local lumbermen are taking 
special interest in its construction. 
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National Production, Shipments and Orders 

Wasuincton, D. C., Feb. 6—The following statistics were compiled by the National Lumber Manufacturers’ Association : 
Softwoods: Production ents Orders 

Week ended: 1928, Jan. 28; 1927, Jan. 29— 1928 1927 1 1927 1928 1927 
tunica oo das CEM ahi boseadine ards 65,404,1 64,508,399 67,718,539 55,293,894 68,319,769 57,241,584 
West Coast Lumbermen’s Association............0..seeeee08 111,291,034 57,625,831 109,687,608 57,189,012 119,646,675 58,156,283 
Western Pine Manufacturers’ Association................e+- 11,517,000 14,934,000 24,383,000 26,326,000 27,139,000 
California Redwood Association...........cccceeccecccesees , 7,072,000 7,689,000 9,230,000 9,395,000 9,537,000 
North Carolina Pine Association..........ccccccsccccccccccs 6,745,022 8,862,330 6,345,278 8,753,417 8,276,050 7,307,846 
Northern Pine Manufacturers’ Association...........ce-eeee+ 6,551,800 6,357,700 6, 6,044,000 8,483 6,545,000 
Northern Hemlock & Hardwood Manufacturers’ Association 1,475,000 1,092,000 945,000 900,000 608,000 1,079,000 

rr rr. Ci WEL... «4 satan wissen ebbekéecbent 211,750,043 160,452,260 222,723,225 161,793,323 241,054,494 167,005,713 
California White & Sugar Pine Manufacturers’ Association | a ree 0 a 17, ,000 eee 

Pour weeks ended above dates— 
EE EE eee 250,668,826 253,961,478 240,424,765 211,239,498 268,121,365 233,979,414 
West Coast Lumbermen’s Association............c.cceeeeee: 381,393,729 305,685,726 370,285,423 296,599,518 412,632,534 336,847,545 
Western Pine Manufacturers’ Association................... 38,660, 57,598,000 85,562,000 94,230,000 90,190,000 107,360,000 
CNN SOON WOGE BEROGINGIO or cc ccccccctecccccscosccvecse 32,167,000 26,642,000 s000 29,756,000 30,955,000 34,510,000 
TEOWte CAFO PING AGSOGIBTIOR . occ cccccccccsccecceessseces 22,160,744 29,138,039 20,412,763 28,604,870 21,323,050 22,546,908 
Northern Pine Manufacturers’ Association...............e.¢- 25,881,700 24,271,200 22,021,500 24,072,300 27,214,000 24,624,000 
Northern Hemlock & Hardwood Manufacturers’ Association 5,518,000 10,362,000 5,620,000 9,852,000 7,608,000 9,100,000 

OP ee, ee '756,449,999 707,658,443 768,175,451 694,354,186 858,043,949 768,967,867 
California White & Sugar Pine Manufacturers’ Association.. ol | eee 77,701,000 eo 
Hardwoods: 
Northern Hemlock & Hardwood Manufacturers’ Association— 

PCED jesse be dh sb Kwe the éonnuneeenee cues caduceus 4,338,000 4,906,000 2,264,000 2,731,000 2,426,000 2,320,000 

n\n aGl ial oad al Meee. i. 6s & wa. db ewe oraea'S ak alee 20,807,000 21,218,000 13,211,000 13,459,000 12,526,000 13,071,000 
Hardwood Manufacturers’ Institute— 

EE an ea auehctil bxdeo dss. on vad vnwwde ns snes 15,263,000 13,266,000 16,840,000 13,068,000 16,376,000 18,733,000 

ee id Sn oo oh oh iia von ahh ae aia ae be Ae ee ena ee 74,792,000 78,671,000 78,021,000 78,101,000 87,959,000 85,059,000 





National Analysis | 


Wasuincton, D. C., Feb. 6.—The National | 
Lumber Manufacturers’ Association issued the | 
following analysis for the periods ended Jan. 
28—orders and shipments being shown as per- 
centages of production: 


One Week 
A 


No. of Ship- Or- 
mills ments ders 


4 Weeks 


Ship- Or- 
ments ders 








Association— 





Southern Pine....103 104 104 96 107 | 
West Coast....... 114 99 108 97 108 
Western Pine..... 33 207 229 221 233 ! 
California Pines.* 18 188 192 167 172 | 
California Redwood16 88 107 74 96 | 
N. Carolina Pine.. 35 94 123 92 96 | 
Northern Pine.... 8 100 129 85 105 
N. Hem. & Hdw.. 13 64 41 102 138 
All softwoods..340 109 117 105 117 
N. Hem. & Hdw... .. 52 56 64 60 
Hdw. Mfrs.’ Inst.111¢+ 110 107 104 118 
All hardwoods. . 97 96 95 105 
All woods...... 108 115 104 # 115 


*Fifty-three percent of cut in region. 


Actual production reported made the follow- 
ing percentages of normal in the periods in- 
dicated : 





1928 1927* 
A r A 
No. 1 4 No. 1 4 
Softwoods— Mills Wk. s. Mills Wk. Wks. 
South, Pine...A 103 95 93 115 86 85 
West Coast...A 114 107 92 69 92 94 
Western Pine..A 33 73 63 37 46 43 
Calif. Pines...A 18 99 104 - és a 
Calif. Redwd..A 16 133 123 15 112 104 
N. Car. Pine..C 35 68 64 45 78 68 
North. Pine...A 8 154 151 oe oe én 
N. Hem.&Hdw.A 13 91 63 “le és ~ 
All softwoods. 340 “101 91 “281 82T 
Hardwoods— 
N. Hem.&Hdw.A . 112 103 ae ae 7 
Hdw. Mfg. Inst.C 111 82 75 98 81 83 
All hardwood... BT 80 
All woods— 
Cas 99 91 . 


*Normal production had been established by 
only six associations for 1927. tFive groups. 


A—Normal based on actual output for pe- 
riods of two to five years. 


C—Normal based on estimated mill capacity. 


North Carolina Pine 


Norrotk, Va., Feb. 6—The North Caro- 
lina Pine Association makes the following 
analysis of figures from thirty-eight mills for 
the week ended Jan. 28: Per- 


Percent Percent cent 
Normal Actual Ship- 





Production— Feet output output ments 
eee 10,576,000 ie até be 
CO” errr 7,161,022 68 .. 

Shipments ....... 6,716,278 64 94 ‘a 

oe SS eS 7,627,050 72 106 113 | 


tAs compared with preceding week, there is | 


an increase in orders of 25 percent; but that 
week only thirty mills reported. 
*“Normal” is based on the amount of lum- 


ber the mills would produce in a normal work- 
ing day. 


California Pine Statistics 


San Francisco, Cauir., Feb. 4.—The fol- 
lowing is a summary of December production 
and shipments, and Jan. 1 inventories and un- 
filled orders, as prepared by the California 





White & Sugar Pine Manufacturers’ Asso- 


ciation: 


December Reports of 23 Mills 
These figures cover 23 operations that repre- 














sent 72 percent of the total pine industry: 
Production Shipments 
Calif. white pine....... 45,391,286 52,320,966 
OE Ee ee 11,310,395 9,161,092 
ae eee 1,661,515 3,561,354 
Total pimes ....... 58,363,196 65,033,412 
, 0 8 ee 10,818,139 6,275,166 
Red (Douglas) fir ..... 00,294 891,822 
All other woods ...... 2,470,335 3,164,181 
RE cechescce o6béc sede 6,722,506 
. Total other woods . 14,188,768 17,053,675 
Grand totals ..... 72,551,964 82,087,087 
Jan. 1 Inventories and Unfilled Orders 
Unfilled 
No. 2 shop and better— Inventories Orders 
Calif. white pine..... 106,218,983 27,373,838 
ST cacateoee 70,375,821 11,390,070 
No. 3 shop, mixed pine 29,089,821 12,841,067 
No. 3 and better shop, 
white and sugar pine 44,762 20,000 
Total uppers ..... 205,729,387 51,624,975 
Commons— 
Calif. white and 
sugar pine ....... 320,755,866 129,567,079 
All other woods..... 141,132,949 26,876,909 
Total lowers ..... 461,888,815 156,443,988 
Grand Totals ....... 667,618,202 208,068,963 
Box shook and cut stock 20,625,941 18,924,852 


Comparative Reports of 21 Operations 


The following comparative statistics from 21 
operations for December, 1926, and December, 
1927, represent 66 percent of the total pine in- 
dustry : 


Percent 
1926 1927 Decrease 
DECEMBER PRODUCTION— 
Pine only . 58,511,163 56,785,076 3.0 
All species in- 
cluding pine 75,162,087 70,749,494 6.0 
DECEMBER SHIPMENTS— 
Pine only .... 61,884,505 60,158,917 2.8 
All species in- 
cluding pine 83,593,692 74,862,592 10.5 
INVENTORIES JAN. 1— 
No. 3 sho 
better ...:-. 215,558,182 191,761,959 11.0 
All species 
Srages ...+.- 640,541,534 625,028,887 2.5 
UNFILLED ORDERS JAN. 1— 
No. 3 shop & 
WOON sewas 33,091,299 47,568,975 43.7° 
All species - 
grades ..... 164,831,880 196,274,963 19.0* 
*Increase. 





| 





California Redwood 


San Francisco, Cauir., Feb. 4.—The fol- 
lowing information is summarized from the 
report of the California Redwood Associa- 
tion for the week ended Jan. 28: 








———_Redwood White- 

No. of Percent of wood 

mills Feet production Feet 

Production 8,766,000 100. 1,897,000 

Shipments 7,689,000 87. 1,531,000 
Orders re- 

ceived 9,395,000 108. 2,414,000 
Orders on 

a ee 37,307,000 6,400,000 

Detailed Distribution of Redwood 

Shipments Orders 

Northern California* .... 3,296,000 3,591,000 

Southern California* . 2,488,000 1,640,000 

CT ico cts veers ee 21,000 12,000 

NS Re ee 1,403,000 1,529,000 

SIN m6 2 witine » Py «dik 481,000 2,623,000 

NE % vee 08s vEeeees 7,689,000 9,395,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





Western Pine Summary 


PortTLanp, OreE., Feb. 4—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Jan. 28, from 


33 member mills: Per- 
cent 
Percent Ship- 


Production— Carst ‘Feet of cut ments 
Normal* ..... ee" 31,900,000 .... «es 
QP "Eee i 11,517,000 

Shipments (car) 895 23,270,000 
Local deliveries ... 534,000 
Total shipments .. 23,804,000 206.69 

Orders— — 

Cancelled .... 18 468,006 
Booked (car). 992 25,792,000 
BA Ee awe 534,000 
Total orders . 26,326,000 228.58 110.59 
On hand end 
WOE acces 3,311 86,086,000 . 


Bookings for the week by thirty-three iden- 
tical mills were 105.98 percent of those for 
the previous week, showing an increase of 
1,456,000 feet. 

+Car basis is 26,000 feet. 


*Normal takes into consideration mill Ca- 
pacity, number of months usually operated 
and usual number of shifts—reduced to 4 
weekly basis which is constant throughout 
the year. 


During the week production was 37 percent 
of normal; shipments, 75 percent of normal, 
and orders 83 percent of normal. Averase 
for the corresponding week of last four years 
was as follows: Production, 53 percent; ship- 
ments, 85 percent, and orders, 92 percent of 
normal. 

Production is so seasonable that, during 
two winter months, actual production amounté 
to only 53 percent of normal, while during 
two peak summer months the production im 
creased to 114 percent of normal. 
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005,713 
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,100,000 
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West Coast Waterborne 


SgaTTLe, WasH., Feb. 4.—Cargo shipments 
of lumber, as reported to the Pacific Lumber 
Inspection Bureau during 1927 from British 
Columbia, Washington and Oregon, were 
slightly greater than those of the previous 
year. The bureau’s annual report, which has 
just been completed, shows total shipments 
of 5,568,599,190 feet, as compared with 5,560,- 
964,094 feet in 1926, an increase of 8,535,094 
feet, or 0.2 percent. 


British Columbia gained 27,457,074 feet, or 
3.9 percent; Washington gained 53,033,007 feet, 
or 1.5 percent; while Oregon declined 71,954,- 
987 feet, or 5.6 percent. The annual report 
for the three districts gives this summary: 

1927 1926 
British Columbia ... 740,200,330 712,743,256 


Washington ........ 3,605,962,606 3,552,929,599 
Oe ree 1,222,436,254 1,294,391,241 


5,568,599,190 5,560,064,096 


Of the foregoing 1927 total, the domestic 
cargo trade took 3,625,886,074 feet, as com- 
pared with 3,765,783,993 feet in 1926, a decrease 
of 139,897,919 feet, or 3.7 percent. There was 
a slump of 135,126,626 feet, or 8 percent, in 
the California trade. Intercoastal business also 
fell away to the extent of 17,525,482 feet, or 
0.9 percent. The total for the Philippines was 
5,400,000 feet, a decrease of more than 900,000 
feet, as compared with 1926. 


As against this decrease in the domestic 
cargo movement, there was an increase of 
more than 148,000,000 feet, or 8.3 percent, in 
the offshore trade. Countries to which in- 
creased shipments are noted include Australia, 
Central America, Japan, Mexico, both the east 
coast and west coast of South America, and 
United Kingdom and Continent. Japan’s total, 
in view of the financial unrest in that country, 
is interesting. It is 933,033,227 feet, an increase 
of almost 30,000,000 feet over 1926; and it is 
within 67,000,000 feet of being a billion feet. 


The figures are: 








DoMESTIC— 1927 1926 
I = i ah io Stas Sh he i 11,655,155 6,660,535 
Hawaiian Islands .. 74,006,469 67,031,053 
Panama Canal Zone. 10,251,887 9,775,630 
Philippine Islands .. 5,405,260 6,335,239 
Unclassified ........ 1,560,742 322,867 

7 102,879,513 90,125,324 
Galifgornia, ....seces 1,551,620,304 1,686,746,930 


Atlantic Coast ..... 1,919,668,928 
Eastern Canada .... 51,717,329 


3,625,886,074 


1,988,911,739 





3,765,783,993 





ExPorRTs— 
ONE oc» bhomes 351,549,744 277,124,966 
Africa (South) ..... 26,180,325 30,285,241 
Central America ... 2,411,450 132,159 
P. so nnatacw certain 158,846,674 205,557,479 
EE 2,649,559 8,472,023 
AEs ok ee a 7,850,791 8,460,968 
SL - csi bold G's Wink « 933,033,227 903,092,945 
eae 22,942,036 18,932,486 
New Zealand ....... 21,048,759 26,560,720 
South America (E.C.) 69,927,995 50,763,605 
South America (W.C.) 129,535,731 125,996,904 
South Sea Islands.. 5,087,583 7,323,766 
U. K. & Continent... 180,848,894 99,215,877 
West SEE 30,725,746 31,335,608 
Unclassified ........ 8 1,025,356 
1,942,713,116 1,794,280,103 
i ph tuitrare os ae 5,668,599,190 65,560,064,096 


Summary by Districts of Origin, 1927 


; Domestic Export Totals 
Brit. Col. 393,778,842 346,421,488 740,200,330 
Puget Sd.1,330,565,005 634,064,264 1,964,629,269 


Grays H. 783,089,662 391,492,353 1,174 582,015 
Willap. H. 132,232,778 22,528,830 154,761,608 
Col. Riv. 756,288,814 509,575,966 1;265,864,780 
Coos Bay. 229,930,973 38,630,215 268,561,188 





Totals .5,625,886,074 1,942,7138,116 5,568,599,190 








Oak Flooring Statistics 


The following are statistics for the week 
ended Feb. 4, as reported by sixty-four mills 
to the Oak Flooring Manufacturers’ * Asso- 
Clation : 


Feet 
memctiai Ss 40etol. ovo. Win ok 8,747,000 
RONEN A Co oo aes oa > cca ede 10,154,000 
MT CU sn vba ao dec OTE 8,929,000 





Hemlock and Hardwood 


OsukosH, Wis., Feb. 6—The following figures were supplied to the Northern Hemlock 
& Hardwood Manufacturers’ Association by twenty to twenty-five firms that ordinarily make 


about one-half the total monthly shipments: 


HARDWOOD 
Firms Cut Shipments Orders 

Weekly average— 

Nov. : 2,774,000 3,936,000 3,023,000 

pS ae 3,753,000 3,334,000 3,385,000 

pS eee 5,714,000 3,803,000 3,440,000 
Weekly average, year to date— 

1927 .... .. 4,746,000 4,357,000 4,109,000 
Weekly report— 

Jan, 7... 21 5,183,000 3,511,000 3,233,000 

Jan, 14... 20 5,562,000 4,069,000 2,374,000 

Jan. 21... 22 6,785,000 3,915,000 4,735,000 

Jan. 28... 19 5,327,000 3,718,000 3,420,000 


HEMLOCK 
Firms Cut Shipments Orders 

Weekly average— 

Nov 7 2,304,000 3,263,000 2,556,000 

Be! Skies 3,098,000 1,876,000 1,420,000 

Fae iw 8s. 1,497,000 1,618,000 2,164,000 
Weekly average, year to date— 

Pee .- 8,191,000 3,575,000 3,175,000 
Weekly report— 

Jan. 7... 21 1,378,000 1,243,000 1,031,000 

Jan, 14... 20 1,288,000 1,540,000 2,461,000 

Jan. 21... 22 1,577,000 2,027,000 3,696,000 

Jan. 28... 19 1,744,000 1,662,000 1,470,000 





West Coast Review 


SEATTLE, WAsH., Feb. 4.—For the week end- 
ed Jan. 28, 114 mills report as fellows to the 
West Coast Lumbermen’s Association: 


Production ..111,291,034 
Shipments ..109,687,608 1% below production 
OrGete:--.6se00 119,646,675 8% above production 
Shipments— 
Water delivery: Feet Feet 
ae ee 41,682,347 
a ee 13,476,042 
Total wate (60%) «sic. ccecccciice 55,158,389 
SE | hbo os wa's0.054ss 4048S Se 50,363,410 
Bi GEGEN isk d cc eawis care ¥etebon 4,165,809 
rn, SOS. none ecacns we 109,687,608 
New Business— 
Water delivery: 
EE Sle bcdein's 8% 39,477,942 
PE ek oe ctsewe Kwes 19,229,174 
Tete Weta CEI « oic.n cto cecees 58,707,116 
PE 60550 aC reece eed adane 56,773,750 
BN NED 0 od UNdes. ca be a9 %6s dblnae 4,165,809 
TOOK BOW DUSINEER, ....22cccwoe 119,646,675 
Unfilled orders— 
Water delivery: 
Domestic cargo ...... 119,587,373 
OEE: cides vis caves 108,280,238 
oc ao Bee Hed oon bea 227,867,611 
DURES as i deoeks don te noe bes be denon 160,926,652 
Total untied OrGarG. ..« o:os00 vse 388,794,263 





Hardwood Barometer 


Mempuis, TENN., Feb. 6.—The hardwood 
Manufacturers’ Institute barometer for the 
week ended Jan. 28—which is made from re- 
ports of 161 units, each representing 28,000 
feet daily capacity—is as follows: 

Percent of—— 


Normal Actual Ship- 
output output ments 





Production*— Feet 
Normal (iden- 
tical units) 27,048,000 


See 22,468,000 83.1 vas 
Shipmentst . 24,020,000 88.8 106.9 
Orders— 

Be ndvdtes 23,564,000 87.1 95.1 98.1 

On hand end 

WOOK cocce 161,485,000 


*Based on mill log scale. 

+Lumber fabricated at the mills and used in 
construction work included in total orders and 
shipments. 


Southern Pine Barometer 


New Orteans, La., Feb. 6—For the week 
ended Feb, 3, Friday, 104 mills of total capac- 
ity of 160% units (a unit representing monthly 
output of 2,000,000 feet between Nov. 1, 1924, 
and Oct. 31, 1927), report as follows to the 


Southern Pine Association: Percent Percent 
, 8-Year Actual 


Production— Carst Feet Average Output 
Average 3 yrs. .... 68,894,125 .... +o 
pS ee css 65,427,999 94.97  .... 

Shipments* .... 3,252 65,173,332 94.60 99.61 

Orders— 

Received* ... 3,110 62,327,510 90.47 95.26 
On hand end : 
WOGEE 262.5 11,053 221,513,173 


*Orders were 95.63 per cent of shipments. 
tOrders on hand showed a decrease of 1.27 
| percent, or 2,845,822 feet, during the week. 

tBasis of car loadings is December aver- 
age, 20,041 feet. 

One hundred and one mills reported net 
overtime of 65 hours, which is 1.07 percent 
more than full 60-hour week basis. 











Freight Car Equipment Contracts 


Contracts have been placed within the last 
week by two of the larger transportation com- 
panies for 4,500 freight cars, and a number 
of other carriers are expected in the market 
shortly for additional equipment, notably the 
Southern Pacific, Missouri Pacific, Rock Island, 
Union Pacific and the Chesapeake & Ohio. 

The St. Louis & San Francisco Railroad Co. 
has ordered 4,000 cars, distributed as follows: 
General-American Tank Car Corporation, 500 
box, 500 flat and 500 hopper cars; Pullman Car 
& Manufacturing Corporation, 500 automobile 
and 500 hopper cars; American Car & Foundry 
Co., 1,000 box and 500 automobile cars. Ap- 
proximately 10,000,000 to 11,000,000 feet of 
lumber will be consumed in the manufacture 
of these cars. 

In addition to this order, the Baltimore & 
Ohio Railroad Co. purchased last week 2,000 
cars from the Standard Steel Co., while the 
Central of Georgia contracted for 500 cars 
with the Chickasaw Shipbuilding & Car Co., 
Birmingham, Ala. 





| 





Census Bureau 


Delivered Prices 


Wasuincton, D. C., Feb 6—The Department of Commerce has secured through the bu- 
reau of the census the following prices, per thousand for lumber items and per hundred square 


feet for shingles, as the average paid Jan. 1, 
these being selected from the complete list: 


by contractors for material delivered on the job, 


Flooring, 1x4” Shingles, Extra 

No.1 Dimension, Common 10 to 16’ Clear, 16”, 5/2 

S1S1E, 2x4—16’ Boards Southern Douglas 
Southern Douglas 1x6” ine fir Red 

, pin fir No.1 “C"eg. No.2v.g. cedar Cypress 
Waterbury, COMM. .....-ccccs $70.00 $50.00 $38.00 $85.00 Cate $ 5.00 Saas 

New Bedford, Conn........... 65.00 45.00 40.00 Rsohb os bi se) 5.60 ica 

Springfield, Mass. ........... 65.00 45.00 40.00 85.00 75.00 6.50 aie 

| Be Mais 60.0600 eno ah 45.00 42.50 45.00 80.00 75.00 6.00 aires 

Pousmmeepers, NW. YT... 6. cscs Robe 43.00 38.00 85.00 ‘<< 6.50 nate 

| ar ee eee 45.00 tied 50.00 85.00 ace 6.00 oda 
pS SD ae 37.00 46.75 43.50 oth 65.00 6.85 $ 8.00 
Ts ' eee 37.50 45.00 55.00 70.00 72.50 pS 11.00 
Pi a0 oes wae oie <i9 42.50 apt 51.00 ocd RES: 6.00 6.80 
PEWAMIOO, Wie eee cccvcecce es 43.00 48.00 90.00 os ia 5.00 wes 
Waeateriet, LOWE 2b ccc ticks cies 42.00 42.00 38.00 $5.00 85.00 6.00 ii 
SY RSE Ser ee beidietd 46.00 45.00 ake 85.00 5.50 aa 
Gam AMIGRGG, WOM... oo scsccsse 49.00 oo'ts 55.00 as 6.50 6.50 
Los Angeles, -Calif....i....... lie 33.50 32.50 57.50 ma a 
San Francisco, Calif.......... or 27.00 27.00 55.00 5.00 A 


50 AMERICAN LUMBERMAN 


FEBRUARY 11, 1998 





a 


Hardwood Market Steady, Volume Larger 


Volume Better; Advances Expected 


MempPuis, TENN., Feb. 6—This morning’s 
mail brought a nice volume of business to 
Memphis offices. Better demand has not sent 
prices up to any great extent, but they are 
firmer, and many consumers are beginning to 
feel that there will soon be an advance. 

The automobile and furniture groups have 
both been in the market. The automobile manu- 
facturers have been buying for several weeks. 
With the re-entry of the furniture manufactur- 
ers there is a great possibility of revising prices 
upward. The demands of these two groups are 
combined with a fair demand from the box and 
crate manufacturers, and a fair demand from 
interior trim plants. The flooring plants are 
also buying. The export demand has not been 
so good, but price advances would bring an in- 
flux of orders from foreign buyers. Shipments 
overseas are of good volume. 

Production now is below sales, and continued 
curtailment is probable. Weather conditions 
are not favorable, rains keeping down produc- 
tion. Logs are rather plentiful, with prices fair. 

Announcement is made of the re-organization 
of the Harlow Hardwood Lumber Co. with a 
paid up capital of $25,000 for the purpose of 
wholesaling southern hardwoods, featuring ash 
and maple. The new officers are: F. T. Dooley, 
president; K. L. Emmons, vice president; S. L. 
Harlow, secretary-manager, and F. J. Dough- 
tery, treasurer. J. B. Gillicuddy remains in 
charge of southern operations with headquart- 
ers in New Orleans, La. Phil A. Ryan, who 
is financially interested, will be a board member. 


Notes of Baltimore Doings 


BALTIMorE, Mp., Feb. 6.—A meeting of the 
Wholesale Lumbermen’s Club held last Thurs- 
day in the Emerson Hotel was rendered mem- 
orable by an address by George Wagner, of 
Martin M. Wagner and the Eastern Box Co., 
on certain phases of the lumber trade. The 
occasion attracted a large attendance, and great 
interest was manifested. 

The Horstmeier Lumber Co. has resumed 
operations after installation of a new boiler 
and is again running full time. 

The Morgan Millwork Co. has opened an- 
other branch depot, on Lancaster Avenue, Wil- 
mington, Del., in order to extend truck de- 
livery service. 


Promotion Boosts Hard Maple 


MENOMINEE, Micu., Feb. 6.—That the recent 
active promotion of new color finishes in maple 
has aroused tremendous interest throughout 
the country, is evidenced by the increased vol- 
ume of shipments of maple flooring and other 
maple products, and those who have been the 
leaders in this promotional activity, do not 
hesitate to attribute much of its success to the 
AMERICAN LUMBERMAN, which has been vig- 
orously cooperating in the campaign. Comment- 
ing on this situation recently, W. B. Earle, 
manager of the division of publicity and serv- 
ice of the Wisconsin Land & Lumber Co., Her- 
mansville, Mich., said that maple ‘interior 
finishes and maple doors have become a per- 
manent feature in the specifications of archi- 
tects and that his company’s exhibit at the 
annual convention of the Northwestern Lum- 
bermen’s Association at Minneapolis, of maple 
doors, trim, furniture and flooring, induced 
one architect to change to hard maple the in- 
terior specifications for trim and doors on a 
large building for which he is supplying the 
plans, and this despite the fact that no hard- 
wood flooring is being used in the construc- 
tion of this important building. Mr. Earle 
believes that it is only a question of a short 
time until the public begins to evidence in a 
most material manner its acceptance of hard 


maple as America’s finest, if not the world’s 
finest and most famous hardwood. 

Reports indicate that more hard maple now 
is going into furniture than ever before, the 
furniture factories at Grand Rapids having 
used more hard maple in 1927 than in any pre- 
vious year. 

Statistics issued by the Northern Hemlock 
& Hardwood Manufacturers’ Association show 
that on Jan. 1, 1928, total stocks of 4/4 hard 
maple, all grades, on hand at reported mills 
were 10,000,000 feet, or 33% percent, less than 
the amount reported on Jan. 1, 1927. In con- 
nection with this fact it is interesting to note 
that more Nos. 1, 2 and 3 common hard maple 
is being sawed into railroad ties than ever 
before. A study of these figures and the pres- 
ent market situation seem to justify a belief 
that there must certainly be an early reaction 
that will stabilize the market for hard maple 
on a higher level than it has previously held. 


Advances Slow Down Buying 


Arttanta, Ga., Feb. 7.—Bad weather is still 
compelling hardwood mills to curtail output. 
Mills have little surplus, as orders the last 
half of January considerably exceeded produc- 
tion. Business has declined since Feb. 1 be- 
cause of increased prices, which domestic con- 
sumers seem unwilling to pay. For current 
needs orders are as active as ever, but buyers 
hesitate to purchase advance requirements. 
Some mills are shaving prices in order to 
book advance orders. Automobile and body 
factories are the most active buyers, and their 
orders for FAS in white ash are the best in 
months, 10/ to 16/4 being active, with a stead- 
ily improving call for No. 1 and select ash 
and FAS maple. Inquiry is very active. 
Though there are good orders from southeast 
furniture factories for red gum, and fair de- 
mand for sap gum, there is little furniture 
demand elsewhere. Red and white oak are 
in good demand by flooring plants, which are 
operating on a larger basis than in several 
months, and booking a considerable volume 
from southeastern retailers, and a fair volume 
from middle western and eastern. Mill prices 
for oak flooring are $2 to $4 less than in mid 
January, while maple flooring, which is im- 
proving steadily in industrial call, is approxi- 
mately unchanged. 


Oak Is Best Seller 

E.xins, W. VA., Feb. 6.—The principal de- 
mand is for white oak, with 4/4 common and 
select ranging from $55 to $60 f. o. b. mills, 
and FAS bringing $95 to $100. Red oak aver- 
ages about $5 less. There appears to be little 
general demand for ash and birch. Common 
and better chestnut is moving in limited vol- 
ume. Four-quarter maple in all grades is ex- 
tremely sluggish. .Some manufacturers report 
that thick maple is moving in larger volume. 
Some manufacturers report they have been able 
to market their ash without much trouble. 

There has been an increasing demand for 
spruce from this section, and inquiries are be- 
coming more numerous. Reports are to the 
effect that western mills are advancing prices. 

Randolph Planing Mill Co. has completed in- 
stallation of a new electrical power generating 
plant and through such installation and a re- 
arrangement of machines has effected marked 
savings in both power and labor cost. This 
company specializes in parquet flooring. 

More timber and land are being acquired by 
Moore, Keppel & Co. in the Middle Fork dis- 
trict of Randolph County, the company having 
its offices and mill at Ellamore. It is operating 
its large band mill on double shift, and has all 
the business it can handle. It owns and oper- 
ates the Three Forks Coal Co. at Cassity, where 
smokeless coal of high grade is produced. 


Sellers Feeling Cheerful 


BrooKHAVEN, Miss., Feb. 6.—Hardwood or. 
ders have been very plentiful, and sales wij 
run very close to 50 percent in excess of pro. 
duction. Prices are still unsatisfactory. Ship. 
ments during January were about 14 percent 
in excess of production. Rains in this section 
have tended to delay logging. The mills are 
very cheerful over prospects. Ash and beech 
has been coming into their own recently. There 
is considerable inquiry for soft elm, but book- 
ings have been light. Inquiry is rather heavy 
for quartered red gum, 4/4, and some nice 
business has been booked. Plain sap gum and 
quartered sap gum items in the thicker sizes 
have been moving excellently. There is g 
very heavy inquiry for magnolia, particularly 
6/4. The oaks have been more active than 
for six months and increased prices for oak 
flooring are now being quoted. Some items of 
oak that have been begging for a buyer for 
six months or more have recently sold at 
good prices. Poplar and tupelo items have 
been very active, and the very heavy sales 
of last week will about clean up all surplus, 
plain and quartered. 


Furniture Industry Leads Buying 


Macon, Ga., Feb. 6.—There is a fair demand, 
and all hardwoods are moving, but shipments 
are by no means up to the capacity of the mills, 
which have been curtailing for several months, 
Buyers for furniture factories are still placing 
orders for gum and poplar, this industry being 
the most active in the market. There is an 
ample supply of logs. Inquiries this week were 
for interior finish and trim stock especially. 
The export business appears to be picking up. 

A new market for Georgia hardwoods, 
especially red and sap gums and poplar, is 
promised by a new furniture factory that will 
begin operations here within sixty days. Frank 
R. Happ and M. M. Kaplan, the former an 
architect and the latter a furniture dealer, of 
this city, are incorporators of the Art Furni- 
ture Manufacturing Co. Capital stock is $40,- 
000. The plant will have 35,000 square feet of 
floor space. The equipment will be modern, all 
with individual electric drive, and there will be 
two kilns. 


Week’s News from Buffalo 


BurraLo, N. Y., Feb. 6.—Efforts are being 
made to promote the prosperity and growth of 
the Niagara Frontier, and a committee of a 
hundred business men representing the indus- 
trial and financial interests of both sides of the 
border has been appointed for the purpose. The 
following lumbermen have been named as mem- 
bers: Henry I. George, Clark W. Hurd, George 
A. Mitchell, L. S. DeGraff, L. N. Whissel and 
Ray H. Bennett. This committee, which met 
for the first time at the annual Chamber of 
Commerce banquet on Feb. 3, will serve as the 
sales force of the district and will be divided 
into subcommittees. p 

To check up the results of the campaign in 
Rochester, N. Y., to promote building work 
during the winter, the Community Conference 
Board, founded in 1911 by George Eastman, 1s 
planning to send a follow-up letter to about 
four thousand members of the Rochester cham- 
ber of commerce, to whom questionnaires were 
sent last December, urging winter construction 
work. Those who received the first letter 
promised to furnish more than 43,000 days 
work during the winter, or about eleven days 
work for each man of the 4,000 unemployed 
members of the building trades. The follow- 
up letter will be for the purpose of obtaining 
information as to how much of the work has 
been done and how much remains. The con- 
ference board states that maximum benefit has 


For Current Market Prices on Hardwoods See Pages 90 and 91 
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not been obtained, but that increased employ- 
ment has resulted from its efforts and the co- 
6peration of. architects, builders and owners of 
large operations. 

The lumber firm of G. Elias & Bro. has re- 
ceived two favorable decisions from the Gov- 
ernment. One is an income tax reduction of 
$4,700 for depreciation at the plant, and the 
other is a reduction in the rate on logs from 
Pennsylvania points to Buffalo. The Interstate 
Commerce Commission found the present log 
rate unreasonable, and in future the logs which 
formerly took a 24-cent rate will be carried 
at 16 cents. 

The Central Pennsylvania Lumber Co. has 
started cutting the 750,000 feet of timber 
recently purchased from the Forest Service 
tract, between Warren and Sheffield, Pa. The 
timber is largely elm, basswood, maple and pine. 


Using Magnolia for Trim 

JACKSONVILLE, FLa., Feb. 6.—The hardwood 
market continues fair. Sap gum seems to be 
moving readily, as well as magnolia. There is 
not much of the latter wood produced in this 
section. Magnolia has been found to kiln dry 
very satisfactorily and works into beautiful 
trim. Many of the larger concerns are substi- 
tuting this wood for poplar, gum and the like. 
The re-entry of the oak flooring plants into the 
market has caused a run on low grades of oak, 
and prices have been very strong. The upper 
grades are not moving so well. Ash as usual 
is moving steadily. Some southeastern manu- 
facturers have taken on orders from automo- 
bile concerns for specially cut sizes, and are 
getting out a good quantity of ash. The export 
— for this wood and for poplar holds up 
well. 


Flooring Demand Improves 


Boston, Mass., Feb. 7W—Hardwood flooring 
business has been rather better since the first of 
February. The market, however, is only mod- 
erately active. Some dealers evidently foresaw 
the recent advance on oak flooring and covered 
at the old scale. There is not much call for 
first grade plain white oak flooring, but no 
concessions are offered. For +#x2%%-inch first 
grade, low is $85, and several manufacturers 
ask $88. Second grade, which sold at $71.50 
and now ranges around $73.50@76.50, is easier 
to sell. Third grade has sold at $56.50, but some 
quotations were $5 less. First grade maple 
ranges from $77 to. $82 for $%x21%4-inch, but 
sales are few. First grade birch flooring, #3x 
24%4-inch, ranges from $70 up, one important 
Canadian mill quoting $80. 


Prices Firmer; Inquiries Numerous 

Cincinnati, Onto, Feb. 6.—Continued price 
firmness and a generally better feeling among 
the wholesalers is noted this week. Prices have 
not advanced generally, but some items of plain 
ted and white oak and sound wormy chestnut 
were marked up about $5. There is much less 
complaint on the score of price cutting. There 
are numerous inquiries from automobile, body 
and furniture plants. Dealers in walnut re- 
ported several good orders from the furniture 
trade, and also a few small export orders. A 
good line of inquiries came for mixed carlots 
of white oak, hard maple, elm, poplar, ash and 
hickory. Commitments are conservative and 
very little forward buying is done. Most orders 
are for shipment immediately or in thirty to 
forty-five days. But the encouraging factor is 
that business is on a more and more satisfac- 
tory price basis. Buyers who were insisting on 
October or November quotations are now will- 
ing to pay more, largely due to the support 
hardwood mills have given which has convinced 
customers that they can not expect concessions. 

Southern pine and cypress continue quiet. 
Yard stocks are fair. 

The executive committee of the National 

umber Exporters’ Association is to meet at 
Cincinnati shortly to discuss the invitation to 
meet in Cincinnati in 1929. Perry V. Shoe, of 
the Shoe-Boehm Walnut Co., went to the Ashe- 
ville convention with the invitation. 





R. C. Kuhlmann, secretary manager District 
No. 1, Ohio Association of Retail Lumber Deal- 
ers delivered a radio talk over WLW station 
here Feb. 8 on “The Truth About Forestry.” 
It was given under the auspices of the trade 
extension bureau of the National Lumber 
Manufacturers’ Association. 


Volume Larger; Market Steady 


LouisvittE, Ky., Feb. 6.— The hardwood 
market remains very steady, and it is getting 
hard to locate items under the general market. 
Inquiry and orders are of better volume. Large 
handlers are not showing any inclination toward 
taking big orders for deferred shipment at 
present low prices. The trade is optimistic. 
Prices of inch stocks at Louisville are: Walnut, 
FAS, $240; selects, $160; No. 1, $90; No. 2, 
$45. Poplar, FAS, $93@100; saps and selects, 
$67@70; No. 1, $47@50. Ash, $80 and $50. 
Chestnut, $90 and $57. Quartered red gum, 
$100 and $52; plain red, $95 and $50; quartered 
sap, $61 and $45; plain sap, $55 and $39. Cot- 
tonwood, $54 and $38. Red oak, FAS, $70; 
No. 1, $48@50; No. 2, $37@40; plain white 
oak, FAS, $80@90; No. 1, $53; No. 2, $43@45; 
quartered white oak, FAS, $125; No. 1, $68. 
Many items have moved during the last ten 
days, including red and white oak, quartered 
and plain gum, sap gum, black gum, ash, soft 
maple, elm, poplar, low grade mahogany, wal- 
nut, flooring oak, butternut, wormy chestnut 
and oak, magnolia, tupelo etc. Veneer busi- 
ness has also been better. 











Plan of Timber Taxation 


HERMANSVILLE, Micu., Feb. 6—C. M. Case, 
a banker at Puyallup, Wash., who formerly was 
secretary of the Wisconsin Land & Lumber Co., 
of this city, and a close advisor of the late Dr. 
G. W. Earle, recently has written to the com- 
pany here, suggesting to the officials a plan of 
timber taxation which if put into effect would 
provide greater revenue to the States and coun- 
ties and at the same time have the effect of 
stabilizing lumber markets. The plan of Mr. 
Case is that no tax shall be assessed against 
timber until it is logged, but the tax then shall 
be $5 a thousand feet. This, he believes would 
relieve the tension of forced cutting to avoid the 
increasing burden of taxation annually and at 
the same time would prevent timber owners 
from forcing logs upon the market except when 
conditions would justify the immediate tax of 
$5 a thousand. 

Mr. Case has discussed this subject with the 
governor of Washington, who has pronounced 
it the best theory of timber taxation that has 
yet been advanced. 


130 Degrees to Kill Lyctus 


_In the article, “Kiln Method Destroys Lyc- 
tus,” in the AMERICAN LUMBERMAN of Jan. 7, 
page 50, the degree of heat mentioned should 
have been 130 degrees, instead of 120 degrees, 
as printed. Doubtless the additional 10 degrees 
of temperature are vita] to the success of the 
process. 





Commission Salesmen’s Annual 


Nore: A report of the Friday sessions 
of the annual convention of the National 
Association of Commission Lumber Sales- 
men will appear in the Feb. 18 issue of 
the AMERICAN LUMBERMAN.—EDITOR. 





The annual meeting of the National Associa- 
tion of Commission Lumber Salesmen was 
held at the Congress Hotel, Chicago, on Feb. 9 
and 10, and attracted a representative attend- 
ance. President Charles L. Baxter, of Chicago, 
in his address commented on the steady pro- 
gress made by the association during the last 
five years, and stressed the benefits of organ- 
ized effort and influence. “It is gratifying to 
know that our policy of serving the entire in- 
dustry, as well as ourselves,” said Mr. Baxter, 
“is being faithfully and conscientiously carried 
out and that it is gaining increased recognition 
among those in whose interest it is projected. 
We are advancing in the esteem, confidence and 
respect of manufacturers and shippers as evi- 
denced by -their increased demand for the 
services of those who have subscribed to our 
code of ethics, thereby qualifying as dependable 
representatives of their interests.” 

general discussion on trade conditions 
elicited the information that while the volume 
of business in 1927 was below the average, it 
was generally agreed that 1928 indications 
pointed to a more satisfactory turnover. 

The subject, “Are ‘want lists’ ethical and 
should they admit of buyers naming their own 
prices?” came in for considerable discussion, 
and it was decided to further ‘consider this 
matter at Friday’s sessions. 

Frank J. Shead, of Chicago, secretary-treas- 
urer, reported that the finances of the associa- 
tion were in satisfactory condition. 


At the opening of the Thursday afternoon 
session the following committees were named: 


Membership—Rodney E. Browne, New York 
chairman; Julian Hughes, Des Moines, 
Iowa; W. E. Morgan, Columbus, Ohio; John E. 
Parrott, Dayton, Ohio. 

Finance—Charles L. Baxter, Chicago, chair- 
man; A. E. Boatright, Chicago; Paul Shook, 
Chicago. 

Arbitration—Frank J. Shead, Chicago, chair- 
man; W. F. Coale, Chicago; Tom A. Moore, 
Chicago. 


Nominations—George B. Rookwood, Peoria, 
Iil., chairman; Charles Huff, South Bend, Ind.; 
Charles Vanlandingham, Chicago; A. T. Brink, 
Kansas City, Mo. 


Resolutions—C. O. Gronen, Waterloo, 
chairman; Gus Tessman, Terre Haute, 
Rodney E. Browne, New York City; 
Nichols, Canton, Ohio. 


The balance of the session was featured by 
discussions on the attitude of manufacturers 
and wholesalers, and what must be done to in- 
sure a closer codperation with them; what can 
be done to discourage direct buying and sell- 
ing; percentage commissions, and suggestions 
on sales methods. 


Endorse Use of End-Matched 


WasuincrTon, D. C., Feb. 7.—Savings of 25 
percent in labor costs, 15 percent in time of 
construction, and 11 percent in material and 
nails have been credited to the use of end- 
matched lumber in a small house building job 
by Conrad M. Chaney, Washington contractor. 
Dressed sheathing and _ sub-flooring, end- 
matched, were used in the house located at 2821 
Myrtle Avenue. It is the first reported house 
construction project in the city in which end- 
matched lumber was used extensively. 

This was a test conducted by Mr. Chaney in 
codperation with S. Percy Thompson, Wash- 
ington member of the National Committee on 
Wood Utilization of the Department of Com- 
merce, and the Southern Pine Association End- 
Matched Bureau. The sheathing stock was 
1x8-inch dimension, while the sub-flooring was 
1x6-inch material. The house is of six rooms, 
two-story bungalow type of lumber frame con- 
struction throughout. 

_ Mr. Thompson and Mr. Chaney gave unquali- 
fied endorsement to the use of the matched lum- 
ber. The saving which is accomplished in labor 
costs alone justifies the use of this stock, Mr. 
Chaney declared. He stated that since this, his 
first test of the material, has been so successful 
he plans to use end-matched lumber at every op- 
portunity. Mr. Chaney is widely known for 
residence construction in Washington, and his 
adoption of end-matched lumber was taken by 
members of the committee as heralding a new 
era in small house construction in this vicinity. 
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The Week’s News of Southern Lumber} 4, 


Re-manufacturing Fir for Export 


New Or eans, La., Feb. 7—Considerable in- 
terest has been aroused in the lumber trade by 
the operations of the plant of the Higgins Lum- 
ber & Export Co. on the Industrial Canal 
here, which concern has gone into the re-manu- 
facture of fir lumber for export orders. 
The company forwarded a shipment of re- 
manufactured fir on the steamship Point Bonita 
on Feb. 5, amounting to 254,000 feet board 
measure. The Higgins company some time ago 
leased a site on the Industrial Canal from the 
board of port commissioners, the location being 
served by shipping. Facilities were erected 
and fir shipments received from the West Coast. 
The lumber received is re-manufactured to fill 
export orders and loaded into ships destined to 
Europe. The operations, it is stated, are based 
on the fact that the European orders do not 
justify the shipment of full cargoes direct from 
the Pacific coast to overseas points. 

The plant was recently damaged by fire and 
extensive improvements and repairs are now 
being carried on. 


Sells Lumber and Rail Interests 


MANNING, Tex., Feb. 6.—Sale of the Shreve- 
port, Houston & Gulf Railroad and the Carter- 
Kelly Lumber Co., of Manning, to W. T. Carter 
& Bro., of Camden and Houston, Tex., is an- 
nounced here. While the consideration is not 
given, it is said to be several million dollars. 
Involved in the transaction are 22,000 acres of 
timber- and cut-over land and a modern saw- 
mill of 100,000 feet daily capacity and housing 
facilities for 400 employees. The railroad, 
which is a common carrier, runs between Man- 
ning and Huntington, Tex., 28 miles. The new 
owners of these properties own a large sawmill 
at Camden. 

It is stated that G. A. Kelly, who makes his 
home at Lufkin, will retain his other extensive 
business interests in Lufkin and other localities 
of east Texas. He is one of the principal stock- 
holders in the Lufkin National Bank, Lufkin 
Foundry & Machine Co., Lufkin Ice Company, 
Lufkin Hotel Company and Martin Wagon Co. 


Road Will Aid Timber Development 


Etxins, W. Va., Feb. 6.— Announcement 
made by R. C. Marsh, commercial freight agent 
of the Western Maryland, that the Fairmont 
rate to eastern markets had been adopted for 
the territory in Randolph and Webster counties 
serviced by the Greenbrier, Cheat & Elk rail- 
road, recently acquired by the Western Mary- 
land, is expected to give impetus to the develop- 
ment of coal and timber lands along the line 
acquired. Much activity is reported in the 
Greenbrier, Cheat & Elk territory, and all in- 
dications point to extensive developments an- 
nounced as pending when the Western Mary- 
land acquired the road formerly operated as a 
log and lumber road by the West Virginia 
Pulp & Paper Co. 

The Pardee & Curtin lumber interests are 
busy in the Webster field and much equipment 
has been shipped to Bergoo where the company 
is building a large mill which will be ready for 
operation by June 1, according to present plans. 


First Cargo From Southern Port 


MiaMt1, FLa., Feb. 6.—The first cargo of lum- 
ber loaded at the new dock at the Lake Worth 
inlet moved out of the port of Palm Beach, 
Fla., on Jan. 23. The shipment went forward 
on the steamer Jean Weems, freighter of the 
Baltimore & Carolina Steamship Co., and com- 
prised 300,000 feet of Florida dense longleaf 
pine shipped from the Kelsey City mills of the 
Indian Lumber Co., whose product is handled 
by the Drake Lumber Co., of Miami. The 


cargo was consigned to B. W. Edwards & Sons, 
prominent wholesalers, of Baltimore, Md. 

The Drake Lumber Co. states that this ship- 
ment is the forerunner of regular weekly con- 
signments from the port of Palm Beach, which 
has excellent facilities for handling lumber, the 
Florida East Coast Railway having constructed 
a spur track to the new docks thereby linking 
the Kelsey City mills to the port of shipment. 


(SPARE EEe: 


Elected Head of Two Companies 


RicuHwoop, W. VA., Feb. 6.—At a meeting of 
the board of directors of the Cherry River 
Boom & Lumber Co. and the Cherry River 
Paper Co. held at Scranton, Fred L. Space, 
former vice president, general manager and 
treasurer of these companies was elected presi- 
dent to fill the vacancy caused by the death of 
J. W. Oakford. E. E. Lord, former assistant 
treasurer of the companies was elected treas- 
urer in place of Mr. Space who was advanced 
to the presidency of the corporation. Mr. 
Space has been the efficient general manager of 
the Cherry River companies for several years. 


Home to Show Correct Lumber Use 


New Orveans, La., Feb. 7.—End-matched 
sheathing and flooring will be used in the con- 
struction of the southern pine better built home 
which will be erected as a part of the Indian- 
apolis Home Builders’ Show in April according 
to J. W. Paddock, field representative of the 
Southern Pine Association, who has completed 
arrangements for the project. The home will 
illustrate the fifteen points of safe and per- 
manent frame construction and will show the 
correct use of lumber in every detail. The 
home builders’ show will be held in April and 
it is expected that the model home will be visited 
by 50,000 persons, this prediction being based on 
the experience of the association gained through 
the erection. of six of these model houses in 
principal southern cities. 


Grade-Marking Trend of Industry 


New Orteans, La., Feb. 7.—Action of the 
New York fur trade in adopting the principle 
of standard marking of products through the 
stamping of the name of the fur-bearing animal 
from which coats are made up is seen by the 
Southern Pine Association as but another con- 
firmation of the grade-marking system adopted 
by the organization. The action of the fur 
trade, officials of the organization point out, is 
but an indication of the trend of industry to 
standardize all products in the interest of better 
business. The fur industry will codperate with 
the Federal Trade Commission in effecting the 
move. Fur coats are made from the pelts of a 
wide variety of animal life, many of which are 
skillfully dyed, losing their original identity, 
The stamping of the original name on each pelt 
will protect the consumer as well as the well 
meaning manufacturer. 


Lumberman Becomes Bank Cashier 


Cotter, Ark., Feb. 7.—Organization of a new 
bank, to be known as the Bank of Cotter, has 
been completed at this place and Clarence E. 
Hopkins, of the Cotter Lumber Co., has been 
elected secretary and cashier. Mr. Hopkins 
probably will retire from the lumber business 
in order to devote his entire time to the bank- 
ing business. 


Lumber Company Changes Ownership 


WueExrLinc, W. Va., Feb. 6—The Doudna 
Lumber Co., at 44th and McColloch streets, 
has been sold to Louis A. Fisher, the considera- 
tion being $8,704.61. The lumber company was 
formerly owned by J. E. Doudna, of Washing- 
ton, Pa. The new owner has been engaged as 
a carpenter for many years in Wheeling. The 
lumber and other supplies of the company were 
sold as the property is leased. 


Urged to Anticipate Requirements 


ALBUQUERQUE, N. M., Feb. 6—A. A. Hood. 
president of the Southwest Lumber Sales Cor- 
poration, has returned from a trip through New 
Mexico, west Texas, Oklahoma and Kansas ter- 
ritory, during which he made a thorough study 
of the potential market for lumber. Many 
dealers reported to him that their stocks were 
lower than they were a year ago and that they 
expect business in 1928 to be fully as good and 
probably better than in 1927. Retailers through- 
out the territory visited are keenly interested 
in the agricultural situation. The outlook for 
winter wheat has materially improved within 
the last fortnight. Another factor of interest 
to the dealers is the situation in the oil in- 
dustry. Depression continues in some of the 
Oklahoma and west Texas oil fields, but it is 
believed that increased consumption this year 
will bring about a material improvement. Cattle 
remain at high figures and there is a steady im- 
provement in the sheep market. Altogether 
Mr. Hood found the consensus to be that the 
outlook for lumber demand in the Southwest 
is fully as good as for 1927 and if there should 
be an average rainfall throughout the district, 
the demand for lumber will be much greater. 

During his trip, Mr. Hood attended the an- 
nual convention of the Southwestern Lumber- 
men’s Association at Kansas City and while 
there conferred with a number of manufac- 
turers of California white and Pondosa pine. 
He found a strong sentiment among these 
manufacturers for the organization of a mer- 
chandising and research program covering all 
the species of Pinus ponderosa, and participated 
in by all factors in the production of lumber 


from this timber. These manufacturers were 
unanimous in the opinion that stocks of Pon- 
dosa pine at mills in California, Washington, 
Arizona and New Mexico are considerably less 
than those of a year ago and it is becoming in- 
creasingly difficult to find mill stocks fram 
which can be supplied the widely diversified 
items often called for in a single car. This 
leads to the inevitable conclusion that the re- 
tailers will find it. advisable to anticipate their 
needs farther ahead than they did in 1927. 
Many of the district sales representatives of 
the Southwest Lumber Sales Corporation were 
in Kansas City for this meeting and all reported 
great interest being shown by the distributers 
in Arizona white pine because it is being manu- 
factured and marketed on a timber crop basis. 
Lumber distributers are realizing the importance 
of selling both the producers and the public on 
the idea of operating forests on a sustained 
yield basis. Producing 14 percent of the entire 
output of Pondosa pine and this to a large ex- 
tent on the perpetual operation basis, the mills 
of Arizona and New Mexico are well prepared 
to supply the increased demand for Pondosa 
pine which more and more is becoming evident. 
A Strate fire district which will comprise 
1,220,000 acres of land in northern Wisconsin 
is now being organized by the Wisconsin con- 
servation commission, and, headquarters W! 
probably be at White Lake. The district will 
be known as No. 9. It will include Langlade 


County, the Menominee Indian reservation, 
north part of Shawano County, and the west 
part of Oconto County. 
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Engineers Find Ample Longleaf 


New Orteans, La., Feb. 6.—The visit of the 
group of New York engineers to the Longleaf 
yellow pine mills was most satisfactory and 
successful, according to views of both the 
visitors and their hosts, the Long Leaf Yellow 
Pine Manufacturers’ Association. The trip, 
which extended over about eleven days among 
the operations, ended in Houston, Feb. 3. The 
visiting group arrived about ten in the morning 
and were given places of honor at a luncheon 
being held by the committees making arrange- 
ments for the annual Texas retail lumber con- 
vention. They were accorded a most hearty 
welcome and were shown the city of Houston 
by prominent lumbermen. 

The group had left New Orleans on the 
second lap of their trip, Jan. 30, going to Alex- 
andria, from which point they motored to Oak- 
dale and Elizabeth, spending the day at the 
latter town, viewing the mill of the Industrial 
Lumber Co. and the paper plant of the Calcasieu 
Sulphate Co. The forces of the Industrial, 
headed by R. M. Hallowell, president, turned 
every effort toward 
making the occasion one 
of benefit, then trans- 
ported the group by 
motor Wednesday 
morning to Leesville, La. 


At Leesville G. L. 
McBride, sales manager 
for the Vernon Parish 
Lumber Co., met the 
party and they went to 
Kurthwood, enjoying 
not only splendid roads 
but seeing an immense 
amount of virgin long- 
leaf standing timber for 
many miles as_ they 
traveled. After a visit 
to the Kurthwood plant 
the party was taken to 
Peason, where, under 
the direction of Mana- 
ger Hanley, they saw 
the mill of the Peavy- 


together of hosts and guests being at a lunch- 
eon that day at La Louisiane, one of New 
Orleans’ famous restaurants. 


The members of the party assufed Secre- 
tary O. N. Cloud that they had not only been 
most wonderfully entertained at every peint of 
the trip, but that there would never again be a 
possibility of anyone telling them that “there 
is no more longleaf,” and getting away with it 
They had seen the source and found that it 
would last for many years, just as good as has 
been obtainable at any time in the past. 

The personnel of the New Yorkers was: 
Charles Bales, superintendent of buildings, 
Queens Borough; A. E. Kleinert, superintend- 
ent of buildings, Brooklyn Borough; W. J. Mc- 
Dermott, superintendent of buildings, Richmond 
Borough, Staten Island; Algernon Comins, en- 
gineer, Richmond Borough; Thomas Heatley, 
engineer tests, Bronx Borough; R. C. Basstress, 
chief inspector engineering division, Manhattan 
Borough; N. W. Ryan, chief inspector, Bronx 
Borough. 


Accompanying the party was Secretary-man- 








Wilson Lumber Co. 
(Inc.), and were given 
aluncheon. In the aft- 
ernoon the party caught 
the train for Beaumont, 
where they spent the 
night. 

Joined by C. C. Smith, manager of pine sales, 
J. E. Dodd, manager of operations, R. A. Myer, 
sales representative in Beaumont, and V. A. 
Lacey, sales representative in St. Louis, who 
was also visiting the mills, all of the Kirby 
Lumber Co., of Houston, the party drove 
Thursday morning to Bessmay to see the Kirby 
plant there; were entertained at luncheon and 
were then taken charge of by E. J. Booth, man- 
ager of the R. W. Wier Lumber Co., who 


brought them to Wiergate, where the splendid | 


sawmill of this company is located. 

After going through the Wier Long Leaf 
Lumber Co.’s plant, the final sawmill visit of 
the trip was given an appropriate climax by a 
Supper at the Wiergate Hotel which.could very 
well come under the head of a feast. The 
party had had quail dinners, chicken suppers, all 
the “fixin’s” which their hosts all through the 
milling district has been able to contrive, but 
a unanimous declaration was made that nowhere 
had they set down to such a spread. 

The ride of some ninety miles back to Beau- 
mont was made over beautiful roads after 
nightfall, and Friday saw the visitors arriving 
in Houston, to be further entertained at the 
“big convention city,” the city that will house 
the next national Democratic convention. 

The party returned to New Orleans Saturday, 
and left that night for New York, the final get- 


Group of New York engineers and representatives of the Long Leaf 
Yellow Pine Manufacturers’ Association who recently completed a trip 
of investigation among longleaf pine mills. At the extreme left is O. N. 
Cloud, secretary Long Leaf association, and at extreme right Thomas 
C. Spencer, chairman convention committee for annual of Lumbermen’s 
Association of Texas 


ager O. N. Cloud, New York field representa- 
tive H. F. Adey, advertising representative Earl 
Dionne, and in Texas the Long Leaf association 
field representative there, H. Cress Eaton, also 
accompanled the party. 


Cypress Firm Elects Officers 


JACKSONVILLE, Fra., Feb. 6.—At the annual 
meeting of the Gulf Red Cypress Co., held at 
the headquarters in this city recently, officers 
of that concern were elected as follows: Presi- 
dent, E. C. Glenn; vice president and manager, 
William Petrie; secretary and treasurer, F. L. 
Dakin; assistant secretary and treasurer, J. P. 
Trellue; directors, E. C. Glenn, William Petrie, 
F, L. Dakin, C. P. Gable, M. L. Fleishel, and 
A. W. Rose. 


Buys West Virginia Timber Tract 


Weston, W. Va., Feb. 6—The Eakin Lum- 
ber Co. has purchased from A. L. Morrison, 
executor of the estate of J. W. Morrison, de- 
ceased, 800 acres of timber in the Kentucky 
district of Nicholas County. The price paid 
was $35,000. The company will manufacture 
this timber and haul by truck to its big band 
mill at Fenwick, from which point shipment 
will be made. 


ctivities and the Men Engaged Therein 


Opportunity for Larger Trade 


New Orveans, La., Feb. 6.—Believing that 
the lumber industry in all its branches has be- 
fore it a wonderful opportunity for increasing 
its markets through a vigorous program of 
modernization, improvements and repairs, O. N. 
Cloud, secretary-manager of the Long Leaf 
Yellow Pine Manufacturers’ Association, re- 
cently sent a telegram to all of the associations 
of retail lumber dealers throughout the country, 
in which he said: 


Factors influencing business conditions 
throughout the country for most part funda- 
mentally sound. Undoubtedly enormous wealth 
of the people will continue to express itself in 
large programs of new building and construc- 
tion. In addition to this every division of the 
nation’s construction industry will benefit and 
prosper increasingly and in proportion as 
effort is devoted to modernization, ornamenta- 
tion, improvements and repairs in sections of 
our towns and cities so much in need of it. It 
is our desire tc codperate with you every way 
to serve and satisfy needs of building public. 
To your officers, directors, delegates and 
through you to your entire membership this 
assurance is extended. 


Arkansas Piners in Conference 


The managers and sales representatives of 
the companies constituting the Arkansas Soft 
Pine Bureau, headquarters at Little Rock, Ark., 
held their annual sales meeting at the Palmer 
House, Chicago, Monday of this week. Ten 
managers and sixty-one salesmen, covering the 
territory from New York City west, partici- 
pated. The meeting consisted of a forenoon 
and afternoon session, and included a luncheon 
and an evening dinner. 


The principal subject of discussion during 


' the meeting was the work of the newly created 


engineering and research bureau of the organ- 
ization, in charge of James D. Stokely with 
headquarters in Chicago, and ways and means 
whereby the salesmen could tie up their work 
with this service in an endeavor to extend the 
use of Arkansas soft pine. 

DeVere Dierks, of the Dierks Lumber & Coal 
Co., Kansas City, Mo., was chairman of the 
meeting. Among the speakers were A. B. Bird, 
of the Crossett Lumber Co., Crossett, Ark.; 


_Mr. Cooper, of the Dierks Lumber & Coal Co., 


Dierks, Ark.; Sam Williams, of the Fordyce 
Lumber Co., Fordyce, Ark., and Z. K. Thomas, 
of the Southern Lumber Co., Warren, Ark., 
sales managers or assistant sales managers for 
their concerns, 


The sales managers and representatives all 
took a decidedly optimistic view of the situa- 
tion, believing that 1928 will prove a prosperous 
year. It was reported that Arkansas soft pine 
everywhere is meeting with increasing. public 
appreciation, and that the outlook for this wood 
is especially gratifying. 

One of the features of the program was an 
address by A. Trieschmann, of Crossett Watzek 
Gates, Chicago, vice chairman of the trade 
extension committee of the National Lumber 
Manufacturers’ Association. He spoke par- 
ticularly of trade extension, urging the sales- 
men to lend the movement their wholehearted 
cooperation, and spoke also of the opportunities 
offered for interesting dealers and home owners 
in remodeling. E. C. Hole, manager of the 
AMERICAN LUMBERMAN, Chicago, gave an in- 
spirational address to the gathering at lunch, 
and A. L. Ford, managing editor of the AmeEri- 
CAN LUMBERMAN, was the dinner speaker. Fol- 
lowing the dinner, the Dierks Lumber & Coal 


.Co. showed motion pictures of its operations, 


showing every stage of lumber manufacture 
from the woods to the installation of the 
finished product in the home. 


| 
| 
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_ Appalachian Hardwood Club Maps Campaign 


Will Co- -operate in Plan to Adjust Supply to Demand and Actively Engage 
in Trade Extension—To Adopt Official Seal and Brand 


CIncINNATI, Onto, Feb. 7.—Policies of con- 
servation of the hardwoods of the Appala- 
chian regions molded after those adopted at 
the meeting of the Hardwood Manufacturers’ 
Institute were adopted today at the February 
meeting of the Appalachian Hardwood Club 
amid conditions which augur well for the suc- 


“cess of the club. 


The meeting was harmonious throughout and 
one of the most enthusiastic and best attended 
sessions of the club since its organization. It 
was a session where there was frank and 
free discussion of the problems facing the 
mills and the wholesalers of the Appalachian 
regions, and an understanding was reached 
which will do much to pave the way for a 
genuine good feeling between the marketers 
of Appalachian hardwoods. 

Secretary F. R. Gadd’s report showed that 
there are now 79 members, a distinct gain 
over the membership when the new secretary 
assumed his duties. The attendance was very 
representative, practically every hardwood 
manufacturer of any consequence in the whole 
territory being present or represented. 


Discuss Conservation Program 


The first business under consideration was 
that of the conservation program adopted at 
Memphis during the recent session of the 
Hardwood Manufacturers’ Institute. This 
was ably handled by George Land, assistant 
manager, who appeared as the substitute for 
J. H. Townshend, executive vice-president. 
Mr. Land explained in detail the action of the 
Memphis meeting and told how the trade in 
the South had come to the conclusion that it 
was suicidal to continue heavy production and 
to work only for volume of sales. He said 
that the southern manufacturers were agreed 
that there should be a conference between 
hardwood producers and consumers at which a 
general estimate of the amount of hardwood 
lumber which would be necessary for the de- 
mands of the trade in 1928 could be submitted. 
In this manner the producers would be defeat- 
ing the claims of the boosters for substitutes 
that lumbermen were reckless in sacrificing the 
timber resources of the country merely to 
make money. Mr. Land said that there is 
unquestionably a strong sentiment for con- 
servation among the public at large and be- 
lieved that the lumber interests would strike 
a popular chord if they would respond to it 
by balancing their production with the demand. 

Following Mr. Land, President C. W. Boyd, 
representing the Virginia Hardwood “ 
called for general discussion. This was re- 
sponded to by informal talks from a number 
of the members during which each had some- 
thing to say as to the general condition of 
the trade in his locality. The consensus was 
that the adoption of the conservation program 
would be a splendid thing for the industry. 
Several speakers said that one of the strong- 
est advertising cards of the wood substitutes 
had been their covert attacks on the lumber 
industry on the score of appeals for con- 


servation of timber resources by using sub-~ 


stitutes for wood and lumber on all occasions. 

The speakers said that prevention of waste 
in manufacture of lumber would be a strong 
inducement to consumers to buy wood prod- 
ucts. In telling of trade conditions a number 
of the speakers appealed for a 10 percent cur- 
tailment of production. J. W. Mayhew, chair- 
man of the marketing committee, said that 
advertising and codperation would be one of 
the greatest means of solving the problems 
of the tumber trade in the Appalachian region. 
He said that nothing but trouble could come 
from continued heavy production and the 


thing to do would be to agree on conserva- 
tion so as to make sales on a basis of quality 
and grade rather than on volume of output. 
Mr. Mayhew continued: 

It is the duty of every oak manufacturer to 
conserve his resources by curtailment of pro- 
duction and to coéperate with the consumers 
and other manufacturers to that same end. 
There is no fear of lack of business if we will 
adopt a forward looking policy of advertising. 
It will be the best thing that has ever hap- 
pened to the hardwood industry if this confer- 
ence can be held between the consumers and 
producers of hardwood so that the hardwood 
manufacturers and wholesalers can show to 
the public that the hardwood trade is just as 
eager to conserve the resources of the country 
as is any class of business in the country. 

Good Work by Oak Service Bureau 

The Oak Service Bureau has blazed the trail 
for us in showing what intelligent advertising 
can do. It was only a few years ago that it 
was almost impossible to purchase any attrac- 
tive oak furniture. If any piece of furniture 
was offered it was out of date and badly 
painted or otherwise undesirable. Now the 
Oak Service Bureau has brought back oak fur- 
niture to the markets and it is becoming more 
and more popular as a seller. 

All we have to do is to gain the good will 
of the public by intelligent advertising. Our 
enemies in the substitutes game have made 
the public believe that the lumbermen were 
wasters of the nation’s resources. Of course, 
all this is false, but they have created good 
will for themselves and ill will for the lumber 
industry on the strength of these false repre- 
sentations. The Oak Service Bureau has done 
a great service for oak and all other kinds 
of woods and it is up to this club to keep up 
the good work by advertising Appalachian 
hardwoods and making them good sellers 
everywhere. By doing that we will build up 
business for our customers and ourselves and 
undo the harm that has been done us by the 
salesmen of substitutes. We must increase 
the consumption of our hardwoods. We must 
take back through truthful advertising what 
the substitutes have taken away from us 
while we were asleep. 


Other speakers coincided with the opinion of 
Mr. Mayhew. Speaking of trade conditions, 
they were agreed that business prospects are 
good and that the market is showing general 
improvement. The important thing is to keep 
up those favorable conditions by preventing 
the overproduction of hardwood lumber and 
a repetition of the destructive competition for 
business which was detrimental to the indus- 
try during the last summer and fall. 


Trade Extensiorf Program 


Murat H. Davidson, representing the David- 
son Lumber & Coal Co., Cincinnati, chairman 


of the committee on trade extension and ad- - 


vertising, gave a detailed program which the 
committee had worked out. He said in part: 
The entire program is based on the funda- 
mental fact that Appalachian hardwoods have 
superior merits peculiar to timber grown in 
the Appalachian region and found nowhere 
else in the world, and the further fact that 
the buyers and consumers of hardwood lum- 
ber and the public at large have no idea of 
the superior quality of Appalachian hard- 
woods, or an entirely inadequate appreciation 
of the merits of these woods; that the public 
will not learn these facts unless we take 
aggressive steps to inform them and that 
there are many facts available which can be 
immediately transmitted to the public. 


Mentioning the first article published on 
Appalachian hardwoods, the report says that 
other articles are to follow to give additional 
valuable information. This will include: Spe- 


cial treatment for individual woods; particular 
uses for Appalachian hardwoods under special 
treatments; explanation of advantages of Ap- 
palachian hardwoods to the lumber fabricator 
and to the consumer separately; instructions 
for salesmen; explanation of economies of 
Appalachian hardwood business; manufactur- 
ing processes and problems. 

The club decided in addition to adopting an 
official seal for use of operators and a brand 
for all lumber produced by club members, to 
use the word “Appalachian” only in quoting 
on Appalachian hardwoods and to remove the 
use of the expression “soft” as applied to 
Appalachian oak and other Appalachian hard- 
woods. 

Chairman Davidson said that the cumula- 
tive effect of emphasis on “Appalachian” has 
a tremendous advertising value. The commit- 
tee submitted a budget for expense on its 
trade extension program which totalled $13,000 
and included a technical man at $6,000 with 
$2,500 for traveling expenses, and the balance 
for laboratory tests and incidentals. Exhibits, 
manual training work and advertising were 
also on the program but were not included 
in the above budget. 


Export Conditions 


Following Mr. Davidson’s talk, Edward Bar- 
ber, former president of the Cincinnati Lum- 
bermen’s Club and now manager of the foreign 
department of the National Lumber Exporters’ 
Association, made a talk on export conditions. 
He decried the consignment of lumber as the 
“curse of the export trade” and told of in- 
stances where No. 1 common and better oak 
had been consigned to United Kingdom ports 
and elsewhere at prices $5 to $10 a thousand 
under the ruling prices on this side of the 
water. He said this practice had resulted in 
almost demoralizing the export trade and had 
been the cause of much complaint both from 
exporters and importers. He recommended 
that it be stopped at once. Mr. Barber said, 
however, that he did not know of any com- 
plaints being made against exporters handling 
Appalachian lumber. He believed that most 
of the complaints arose from shipments by 
southern mills and exporters. 


Better Marketing of Appalachian Products 


The club also adopted the report of its 
special committee on better marketing of Ap 
palachian hardwoods, composed of J. W. May- 
hew, John Raine, j. F. Bushelman and M. 
W. Stark, former president of the club. In 
one section of the report the committee dealt 
with the question of sales companies and 
mergers and disposed for the present of the 
idea of the formation of a holding company 
for the marketing of members’ production. On 
these two subjects the report says: 


We are of the opinion that a sales company 
properly organized offers many definite advan- 
tages over the present methods and on the 
whole would be a real benefit. We believe, 
however, that to undertake such an enterprise 
at present would be premature because of the 
many complex questions which must be solved 
and because we believe that the Appalachian 
operators as a whole are not sufficiently in- 
formed, nor is there available sufficient sup- 
port among the operators to make feasible an 
attempt to organize at this time. The diver- 
sity of sales practices; of grading practices 
and the lack of any common understanding on 
these questions, not to mention the general 
conflict of opinion as to the net realization 
under the various methods, involve too many 
real or apparent concessions on the part of all 
operators in order to find a common ground. 

If there is in the Appalachian field that 
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spirit and that attitude toward our economic 
problems which would make the organization 
of a sales company practical, then there is 
ample ground for believing that the trade ex- 
tension work already approved by the club 
and the inspection service recommended by 
your committee will be carried on vigorously 
and effectively. If this is done we will in a 
short time be in a position to again consider 
the question of a sales company with far 
greater hope of its successful establishment. 

Consolidations and mergers have often been 
referred to as promising remedies for present 
evils. We feel that this question is in the 
same class as sales organizations so far as 
being immediately available. Furthermore, it 
is not a thing which the club can or should 
handle. 


Recommends Uniformity of Grade 


The marketing committee also recommended 
uniformity of grade and manufacture saying 
that “if we add to this intrinsic superiority 
excellence, uniformity of manufacture and uni- 
formity of grade classification, we will add 
materially to the respect in which our lumber 
is held by the trade and therefore to its 
value. We will be enabled to maintain the 





markets we already have and to win and hold 
new markets.” The report continues: 

Intelligent competition is impossible where 
one man gives 19 ounces and another 13 
ounces for a pound. Market stability is im- 
possible also under these conditions, and it 
will not be denied that one of the greatest 
difficulties in maintaining our markets arises 
from this element of market instability. We 
tolerate this grading situation only because 
it has been with us so long that we know no 
other. We are unable to adequately weigh 
the disadvantages under which we are volun- 
tarily working or appraise the advantages 
which would accrue from remedying this 
situation. 


The committee recommended the immediate 
appointment of a competent lumber inspector 
whose duty would be to visit mills of mem- 
bers; ascertain the grades they are making 
and report to the club. Among his duties 
will be to give mills instructions on inspec- 
tions and to make suggestions and observations 
with respect to improvements in manufacture 
where desired. The inspector is not to be 
sent to any of the members’ mills without 
the approval and consent of the member. 








The committee further held that a few 
months of this inspection work would demon- 
strate its value in gathering accurate informa- 
tion; stimulating interest in grades and de- 
veloping uniformity in the application of stand- 
ard grades; and held that Appalachian hard- 
woods would command better average mill run 
prices and would be in greater demand in 
consequence. 


Following the plan adopted by the Memphis 
conference the Appalachian Hardwood Club 
announced at the close of its meeting plans 
for the organization of District No. 8. J. 
W. Mayhew was appointed chairman, with 
F. P. Dabolt as vice chairman. Other members 
named were R. J. Carroll, Wilderness Lumber 
Co.; B. B. Byrnes, C. L. Ritter Co.; J. R. Davis, 
Davis Lumber Co.; C. D. Howard, Howard 
Lumber Co.; Merritt Wilson, Wilson Lumber 
Co.; John Raine, Meadow River Lumber Co.; 
C. W. Boyd, Virginia Hardwood Co.; Luther 
Hassinger, Hassinger Lumber Co.: C. C. Bar- 
lett, Barlett Lumber Co.; John Kitchen, Kitchen 
Lumber Co.; O. H. Babcock, Babcock Lumber 
Co.; F. N. Pearce, Cherry River Boom & 
Lumber Co. 


Southwestern Hardwood Millmen’s Club Annual 


[Special telegram to AMERICAN LuMBERMAN] 


New Orveans, La., Feb. 8.—At the annual 
meeting of the Southwestern Hardwood Manu- 
facturers’ Club held here today the following 
officers were elected: 


President—George H. Henderson, 
Hardwood Co., Ewing, Tex. 


First vice president—W. D. Rrewer, Brewer- 
Nienstedt Lumber Co., Palmetto, La. 


Second vice president—J. B. Edwards, Hill- 
yer Deutsch Edwards (Inc.), Oakdale, La. 


Third vice president—John R. Thistle- 
thwaite, Thistlethwaite Lumber Co., Ope- 
lousas, La. 


Secretary-treasurer — George 
New Orleans, La. 


Directors (to fill expired terms)—F. L. 
Adams, Adams-Newell Lumber Co., Deemer, 
Miss.; H. J. Brenner, Ferd. Brenner Lumber 
Co., Alexandria, La., and A. N. Smith, Bomer- 
Blanks Lumber Co., Blanks, La. 


Angelina 


Schaad, jr., 


All officers were named by unanimous vote, 
there being no opposition voiced to the selec- 
tions submitted by the nominating committee 
composed of W. H. Moynan, chairman, W. J. 
Stebbins and F. B. O’Leary. 


Discuss New Hardwood Plan 


The principal feature of the meeting, in ad- 
dition to the selection of officers for the new 
year was a discussion of the new hardwood 
plan launched at the Memphis meeting of Jan. 
24. A brief outline of the earlier movement 
was given by J. H. Townshend, of the Hard- 
wood Manufacturers’ Institute, who then 
sketched briefly what has been accomplished 
since the approval of the plan in carrying it 
into execution. After outlining the details of 
the plan, Mr. Townshend advised the meeting 
that the district centered around Memphis had 
been effectively organized with 98 percent of 
the production listed as supporting the project. 
In the eastern half of district No. 2, it was re- 
ported that 41 of the total of 47 mills had been 
signed up. In the western half of the same 
district, Mr. Townshend reported, a special man 
has been set to work to organize the manufac- 
turers. The chairman and vice chairman in 
this section are active and the section will soon 
be in good shape, he stated. The third district, 
which includes the territory of the Southwest- 
ern Hardwood club, was reported as having 
97 manufacturers of which total 56 have already 
signed up. Out of the balance of 41, some few 
were reported as closed down, burned out, or 
otherwise curtailed. Of this second group, two 
represented in the meeting stated that support 
will be giveri, reducing the number to be en- 
listed. 

Mr. Townshend also told the manufacturers 





that the Michigan territory has signed up 80 
percent and will soon be completely organized. 
The large consuming establishments, he stated, 
had indicated their desire for a stabilized mar- 
ket, such trades as the automobile people, the 
flooring interests and the sash and door group 
indicating they will codperate with the con- 
servation committee in forecasting future re- 
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quirements. The Canadian producers, he stated, 
have likewise indicated interest and may join 
the movement. 

In explaining details of the plan, Mr. Town- 
shend stated that figures on specific mill per- 
formance—production, shipments and orders— 
will be forwarded weekly in code for compila- 
tion and dissemination to the manufacturers. 
The district will hold monthly meetings at 
which past performances will be discussed. 
Each district will have a paid man to call-on 
the manufacturers at least monthly and keep 
the chairman advised of the situation. The 
chairman, through the vice chairman, will also 
keep in constant touch with each manufacturer 
in his district. 

W. T. Murray, of the Tremont Lumber Co., 
Rochelle, La., was selected as chairman for the 
New Orleans district. Vice chairmen include: 
J. H. Anderson, D. H. Anderson Lumber Co., 
Leesville, La.; John Thistlethwaite, Thistle- 
thwaite Lumber Co., Opelousas, La.; H. J. 
Lamson, Arkla Lumber & Manufacturing Co., 
Plaquemine, La.; F. C. Chapman, Chapman & 


Storm Lumber Co., Morgan City, La.; L. C. 
Zink, H. B. Blanks Lumber Co., Angola, La.; 
W. B. Morgan, S. T. Alcus & Co. (Ltd.), New 
Orleans; J. B. Edwards, Hillyer Deutsch Ed- 
wards (Inc.), Oakdale, La.; E. J. Hurst, Ho- 
mochitto Lumber Co., Brookhaven, Miss.; H. J. 
Brenner, Ferd. Brenner Lumber Co.,Alexandria, 
La.; G. H. Harrison, Louisiana Central Lum- 
ber Co., Clarks, La.; E. W. Hodge, Hodge- 
Hunt Lumber Co., Hodge, La.; J. W. Litk, 
Kirby Lumber Co., Houston, Tex.; George H. 
Henderson, Angelina Hardwood Co., Ewing, 
Tex.; Allen A. Few, Jasper County Lumber 
Co., Jasper, Tex.; W. P. Allen, Waterman 
Lumber Co., Waskom, Tex.; Mr. McCarroll, 
McCarroll Lumber Co., Frost, La. 

The New Orleans district includes all of 
Louisiana below the immediate territory served 
by the Vicksburg Shreveport & Pacific Rail- 
road, all of Texas, and that portion of Mis- 
sissippi south of the Alabama & «Vicksburg 
Railroad territory and west of the Pearl River 
and a line drawn north from it to intersect with 
the north boundary. The cities of Shreveport, 
Monroe, Vicksburg, and Jackson are not in- 
cluded. 

The leaders named for district No. 3 began 
their plans at the meeting Wednesday to enlist 
all those manufacturers not already signed up 
for the plan. 

The meeting was called to order by President 
W. B. Morgan at luncheon. Routine reports 
were received and the election of officers 
effected. The meeting, by rising vote, expressed 
the appreciation of the organization to Mr. 
Morgan for his work as president during the 
last year. A similar vote was also given George 
Schaad, jr., secretary-treasurer, and the Louisi- 
ana committee that obtained a favorable tax 
assessment value for hardwood stocks. 

G. M. Duncan and Stanley Lloyd, partners in 
the timber brokerage firm of Lloyd, Duncan & 
Co., London, England, as also H. W. Filatau, of 
Flatau, Dick & Co., London, England, were 
guests at the luncheon. 


Truck Shipments Show Increase 


Marion, Inp., Feb. 8—The Indiana Truck 
Corporation, of this city, announces that ship- 
ments of Indiana trucks for January, 1928, 
show an increase of 60 percent over January, 
1927. This is on top of an increase of 29.5 
percent for December, 1927, over December a 
year ago. Reports received by the company 
from its factory branches and many Of its 
distributers over the country indicate that the 
first quarter of 1928 will break all previous 
records for Indiana truck sales. 
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Business Getting Stunts Stimulate Kentuckians 


Prizes for Best Ideas Presented by Members in Discussions Feature 
of Twenty-second Annual Convention at Lexington 


Lexincton, Ky., Feb. 6.—There was a mod- 
est obscure American who by grace of right 
doing and diligent effort attained distinction 
as an ambassador of the air, and now there 
is a modest little association of retail lumber 
dealers that is entitled to some of the lime- 
light of distinction by grace of its pioneering 
efforts and the setting of good examples in 
constructive and worth while retail associa- 
tion work. 

This is one of the after thought reactions 
coming from results of the annual conference 
of the “Colonels” in the trade, that is the 
twenty-second annua] convention of the Ken- 
tucky Retail Lumber Dealers’ Association, 
held here, Feb. 2 and 3, at the Phoenix Hotel. 
The convention was the largest in attendance 
and the best in the way of results ever held 
by this organization. There were 175 regis- 
tered and just about twice this number at the 
annual banquet. This is not much in numbers, 
compared to the bigger associations, but it is 
a record for this little association and the 
good work done during the sessions provides 
some splendid examples for other and larger 
associations. 

It was a real business convention with no 
long winded speeches or formal papers. Even 
the secretary’s report was printed in advance 
and no one speaker had the floor more than 
ten or fifteen minutes. 


Prizes for Best Experiences 


President Porter H. Nunnelley, of George- 
town, told the members in a letter calling the 
convention that in order to induce the mem- 
bers themselves to participate more actively 
in the discussions three cash prizes would be 
hung up for the best ideas or experiences 
brought out and told about during the con- 
vention—a first prize of $25, a second prize 
of $15, and a third prize of $10. Also that 
it would be left to the convention to decide 
who had earned the prizes. These prizes were 
earned, too, and the awarding of them consti- 
tuted one of the outstanding features of 
the convention that makes a splendid example 
for others to follow. 

Another interesting feature was contained in 
the reports of Treasurer Emil Anderson and 
Secretary J. Crow Taylor, which showed that 
a thousand dollars of the surplus funds of 
the association had been invested in paid-up 
stock in a building-loan association of Louis- 
ville. Not only that it might yield 7 percent 
dividends instead of lying idle in the bank, 
but that the association might be practicing 
what it is preaching; that is, lending actual 
material aid to building and loan associations 
to help provide home financing. Here is an- 
other good example in pioneering set by the 
“Colonels” of the industry which may well be 
followed by every retail association of the 


company. 
THURSDAY MORNING 


The first session of the convention was 
called together at 10:30 Thursday morning by 
President Nunnelley, who was interrupted by 
Ed. H. Elliott, one of the charter members 
and ex-president who has since gotten over 
into the wholesale trade, and who presented 
the president with a gavel on behalf of Emil 
Anderson, of the Southern Planing Mill Co., 
who is official gavel maker of the association 
and takes pleasure in presenting a souvenir 
gavel to each president. 

President Nunnelley reviewed briefly the ef- 
forts of the officers and the work of the year 
and made a plea for continued effort at codp- 
erative development. He then introduced Dean 
W. S. Taylor, of the college of education of 





the University of Kentucky, to extend a word 
of welcome to the visitors. Dean Taylor 
painted a splendid word picture of the beauties 
of Lexington and the surrounding territory 
and made an earnest plea for the lumbermen 
to take an active part in the drive to build 
up and beautify Kentucky. 


President Nunnelley then introduced W. E. 
Jackson, State forester of Kentucky, to talk 
on tree planting and to the end that the State 
forestry department might get into contact 
will the lumber dealer of the State and the 
lumber dealers in return get better acquainted 
with the forestry department, that they might 
coOperate together in helping to beautify and 
improve Kentucky and also plant trees for 
future needs. It is hoped, too, that here is 
some more pioneering that will bear good re- 
sults; that is, results in the way of retail 
dealers acting as leaders in promoting neigh- 
borhood tree planting with the State forestry 
department helping by providing trees to plant 
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and furnishing counsel about what to plant, 
where to plant it and how to care for it. 

The next speaker introduced was Hugh K. 
Taylor, Chicago, who outlined briefly the 
proposed plan of the National association for 
an advertising campaign to be carried on by 
retailers with the support and codperation of 
the manufacturers of the products they sell. 

J. C. Hearne, of the Patton Timber Co., 
a live wire and insistent booster for the Ash- 
land district, was given the floor for a few 
minutes to paint the beauties and bright pros- 
pects of his district, and extend an “invita- 
tion to the retailers to come to Ashland for 
a meeting. He painted such a glowing picture 
that there was immediate enthusiasm devel- 
oped for holding an outing meeting there 
some time this summer. 


Committtes Appointed 


Before adjourning the morning session Pres- 
ident Nunnelley named the following com- 
mittees : 

Auditing—Waller Bean, Ho-Be Lumber Co., 
Winchester; Curtis Hall, Hall & Davis, Shel- 
byville. 

Nominating—J. F. Pettus, Pettus Lumber 
Co., Springfield; Wallace Eades, Chenault & 
Eades, Versailles; V. L. Price, V. L. Price 
Lumber Co., Lewisburg; Earl Savage, Savage 
Lumber & Manufacturing Co., Lexington; 


Charles Cole, Pope-Cawood Lumber & Supply 
Co., Harlan. 


THURSDAY AFTERNOON 


Frank Dunn, one of the Lexington boosters, 
opened the afternoon session the first day 
with a new version of the “Old Kentucky 
Home” by making the members sing it and 
like it. The new version started off like this: 
“We will sing one song; Build some more 
Kentucky homes.” It not only made a hit 
but incidentally furnishes a suggestion for a 
fairly ideal slogan for the retail lumber deal- 
ers of Kentucky. 

Next came W. F. Shaw, of Chicago, rep- 
resentative of the National Lumber Manufac- 
turers’ Association, who in addition to telling 
of plans and efforts of this organization to 
extend the uses of lumber and to cooperate 
with the retailers in promoting more and bet- 
ter trade, was able also to tell of actual 
work now being carried on in other parts 
of the country. He paid special attention to 
the agricultural possibilities and to encourag- 
ing and helping promote diversified farming, 
which not only means trade building for the 
lumber dealer, but it also means improving 
the financial status of the farmers of the com- 
munity. He awakened enough interest so that 
inquiries were listed for some of the helps 
promised before the convention was over. 

Senator George Hon, of the Ho-Be Lumber 
Co., Winchester, made a short talk on the 
movement to develop Kentucky industrially 
and to promote Mammoth Cave National Park, 
and introduced a resolution which was unani- 
mously carried, endorsing the efforts of Gov. 
Sampson along this line. 

Another subject taken up concerned the re- 
appointment of John J. Esch as a member of 
the Interstate Commerce Commission. The 
subject was introduced by Charles D. Cole, 
of Harlan, who is interested in the coal in- 
dustry in Kentucky and who said that, because 
of the doctrine expressed heretofore by Mr. 
Esch that freight rates should be based on 
tons per mile, he desired to express as the 
sense of the Kentucky Retail Lumber Dealers’ 
Association that the carrying out of this the- 
ory would be hurtful, therefore, it was moved 
and carried that the association protest against 
the confirmation of the reappointment of Mr. 
Esch as a member of the commission. 

C. S. Dodge, from Monroe, Wis., who 
was an interested visitor at this session, told 
a story about the founding of a Swiss cheese 
concern in Wisconsin and counseled the Ken- 
tuckians to investigate the possibilities of 
cheese plants as good local industries and of 
encouraging the breeding and keeping of cows 
for cheese milk production. His talk was 
received with interest because several com- 
munities have already been considering the 
subject of helping promote cheese industries 
as well as dairying in the community. 


Lien Law Discussion 


J. C. McKee presented some questions per- 
taining to the lien law before the session an 
this brought forth an interesting round of 
discussion and some splendid information. 
There then followed considerable discussion 
covering the subject of advertising and of 
business getting stunts, including those of re- 
roofing. Most of the talks were by the 
members themselves but the producers put in 
an oar now and then. Elmer Eby, of the 
Lehon Co., presented some interesting ideas 
from the side of the manufacturers of pre- 
pared roofing, while C. J. Blanchard, of the 
West Coast Lumber Bureau, told about the 
splendid progress that was being made in re- 
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roofing with red cedar shingles over old 
roofing which not only provided better insula- 
tion but reduced the cost of putting on the 
new roof. It was in this round of discus- 
sion on general topics, too, that evidence 
cropped out that some of the members were 
actually going to earn that prize money that 
had been hung up for the best talks and the 
best ideas advanced. 


FRIDAY MORNING 


The first thing on the program of the Fri- 
day morning session was a talk on insurance 
problems by A. L, Fiedler on behalf of the 
lumber mutuals. Mr. Fiedler started off by 
saying that there was $560,000,000 worth of 
fire waste in 1926, and that 77 percent of 
the fires were caused by carelessness. Then he 
gave some good counsel and practical details 
on how retailers may save money for them- 
selves and help reduce the cost of insurance 
by proper attention {to safeguarding their 
places of business. In the rounds in speaking 
of the different hazards he made one point 
that should be comforting to the retail lumber 
fraternity. This had to do with moral haz- 
ards. He said that in insuring lumber yards 
very little attention was paid to the moral 
hazards because with this class of merchants 
and business men it played a very small part 
in causing fires and was a compliment to the 
character and integrity of the industry. 

The next subject was to be a talk on “Lum- 
ber Models for 1928” by J. F. Carter, of the 
Southern Pine Association. Mr. Carter had 
missed a train and wired to be moved to 
the afternoon program, but this was one con- 
vention where the program was followed out 
in detail and on schedule. So Joseph W. Pad- 
dock, who had charge of the Southern Pine 
Association exhibit booth at the convention, 
took his place and answered the ‘questions in 
the minds of the attending retailers as to 
just what was meant by 1928 lumber models. 
It developed that the meaning was new and 
better models in merchandising, and not new 
models in lumber or house designs. The 
features of these new merchandising models, 
as pointed out by Mr. Paddock, are quality 
merchandising; that is, in the integrity and 
efforts of selling, and quality in the products 
sold. The Southern Pine Association is co- 
operating earnestly not only in helping pro- 
mote better merchandising of lumber but espe- 
cially in helping promote better building. This, 
too, was a feature stressed in its exhibit space 
where it showed fifteen points of safe con- 
struction. Another thing Mr. Paddock 
stressed was grade-marking. And then in con- 
clusion he said the association is now pre- 
pared to help in financing homes; that is, it 
has field men who help any retailer who de- 
sires to promote a building and loan asso- 
ciation in his community. 

C. J. Blanchard, of the West Coast Lumber 
Bureau, then made a formal presentation to 
the Kentucky Retail Lumber Dealers’ Associa- 
tion of the splendid rustic display and reg- 
istration booth which had been provided for 
the convention. On motion of Emil Anderson, 
of the Southern Planing Mill Co., Louisville, 


the booth was accepted with a rising vote of 
thanks. 


Tells of Bargain Table or Shelf 


_The session then got into a general discus- 
sion again in the course of which C. Steve 
oemer, of Roemer Bros., Bowling Green, 
told about how his firm handles moldings in 
tacks standing on end, and then about how 
it arranged a bargain table or shelf on which 
were piled in plain view frames and other 
odds and ends that they want to move at 
bargain prices. This bargain shelf or bar- 
gain table idea came in for a lot of favorable 
discussion. 

Costs and cost accounting, which have been 
made quite a feature for a number of years 
Now, did not-come in for any lengthy dis- 
Cussion at this session, but there was a splen- 
did showing of four charts by L. G. Battelle, 
of Battelle & Battelle, Dayton, Ohio. The 











object of one of these charts was to demon- 
strate that there is not as much competition 
between retailers as they have been led to 
believe. Another one illustrated how much 
volume must be increased to justify a given 
cut in prices, while still another showed 
how a little reduction in costs will increase 
profits with certain volumes of business.. The 
fourth chart explained by Mr. Battelle illus- 
trated the percentage spread necessary on 
lumber of a given price to yield a given profit. 

The retailers then went into session for 
about thirty minutes to talk over family 


matters. 
FRIDAY AFTERNOON 


The final session of the biggest and best 
annual convention so far held by the Ken- 
tucky retailers was given over to the awarding 
of the prizes and the election and installation 
of officers. The nominating committee re- 
ported its. recommendation for officers and 
directors which was accepted and adopted as 
a whole, and the following were declared 
elected by one ballot: 

President—Luke Russell, 
Lumber Co., Paducah. 

First vice president—Curtis P. Hall, 
& Davis, Shelbyville. 

Second vice president—C. Steve Roemer, 
Roemer Bros. Planing Mill, Bowling Green. 

Treasurer—Emil Anderson, Southern Planing 
Mill Co., Louisville. 

Secretary—J. Crow Taylor, Louisville. 

New Directors (one year term)—J. C. 
Hearne, Patton Timber Co., Ashland; (three 


Sherrill-Russell 


Hall 











J. F. PETTUS, 
Springfield, Ky.; 
Of Committee 
on Nominations 


EMIL ANDERSON, 
Louisville, Ky.; 


Reélected Treasurer 
of Association 


year term)—J. H. Rice, Pope-Cawood Lumber 
& Supply Co., Harlan; E. L. Meyers, The Old 
Planing Mill, Glasgow; Robert Yates, Yates 
Lahner Lumber Co., Covington. 


The Awarding of Prizes 


Just before the matter of awarding prizes 
for the best talks and ideas by members 
was taken up some one said something about 
building and loan associations, and _ this 
brought Brown Y. Willis, one of the older 
and earnest members, to his feet, because 
building and loan associations had been a 
hobby with him and he has set such a good 
example in promoting and carrying on with 
a building and loan association in Nicholas- 
ville, Ky., that many others have copied after 
him and built up successful associations. He 
told how his concern had built up a building 
and loan association right in its own office, 
making it a part of its business so that it 
could carry on with the association efficiently 
and properly safeguard its assets and its 
loans as well as administer it frugally. 

Then Mr. Willis got interested in the subject 
of advertising and told of some advertising ex- 
periences that were a little different from what 
expert counselors usually describe. Mr. 
Willis had made a formal talk on advertis- 
ing to the same association a number of years 














ago in which he insisted that the best adver- 
tising is the satisfied customer. This time 
he said he wanted to tell about what he con- 
sidered the next best advertising. Then he 
told how he had gotten two other merchants 
in his town to go with him and they had 
taken motor trips into the surrounding terri- 
tory, carrying with them nothing but their 
business cards. They didn’t distribute cir- 
culars or advertising literature of any kind, 
and didn’t try to sell anything, but simply 
sought to shake hands with people in the sur- 
rounding territory and leave their business 
cards. He said that they were able to call 
on from forty to sixty people a day in this 
way, and told of several interesting conver- 
sations had with people encountered at work 
and of the final results which had convinced 
him that going out and getting in personal 
contact with the prospective customers is -the 
best form of advertising. 

When Mr. Willis got through the voting 
slips for awarding prizes were distributed to 
the audience and when they had been gathered 
up and tabulated it developed that this talk 
of Mr. Willis had drawn down the first prize 
of $25. The second prize was awarded to J. 
W. Pearson, of the Smith-Haggard Lumber 
Co., Lexington, while the third prize went 
to Rumsey B. Taylor, of the Princeton Lumber 
Co., Princeton. 


Trade-Getting Stunt 


Second prize came to Mr. Pearson as a 
result of his telling about a trade getting stunt 
his company had put on which cost it $98, 
brought 500 prospects, added 1500 new names 
to the mailing list and resulted in $4000 
worth of business in less than six weeks. It 
was a house-to-house canvassing stunt put 
on by Boy Scouts. The territory to be can- 
vassed was divided into seven districts, putting 
two boys in each district with questionnaire 
blanks, giving them 2 cents each for com- 
pleted blanks turned in, and insisting that they 
must be completed and all questions answered. 
This is what gave the company the prospects 
and the list, and then, of course, these had to 
be followed up with circulars, letters and per- 
sonal calls. Mr. Pearson also confirmed the ar- 
gument of Brown Y. Willis that personal calls 
are an effective means of doing business. He 
said he considered one personal call worth 
more than forty letters, and he insisted that 
following up with letters and then with addi- 
tional personal calls is the most important fac- 
tor of trade development in this way. 

Rumsey B. Taylor, of Princeton, who drew 
third prize, like Pearson, is one of the young- 
sters or what is termed the second generation 
growing up since the Kentucky association 
was formed, and each of them gained very 
favorable attention. The two outstanding 
points in the talks made by Mr. Taylor had 
to do with advertising and with certificates 
of the quality of material going into home 
construction. His plea on advertising and 
publicity promotion was for advertising and 
visualizing the completed structure instead of 
simply advertising and trying to sell certain 
material. In the matter of certificates he said 
it had not impressed him at first as meaning 
much, but after going into it and studying a 
sample certificate obtained from the California 
association he had come to realize that a 
proper certificate given the owner with the 
deed had value in the matter of future sales 
and in the matter of making a loan and get- 
ting an appraisal. Also he was impressed 
with the thought that a certificate of this kind 
would be worth more if it came with the 
backing of the association instead of just being 
a certificate from the individual retailer. Out 
of his talk, too, it seems that the association 
will get busy and develop a certificate plan 
for all its members. 


ENTERTAINMENT FEATURES 


One regular feature of the Kentucky an- 
nuals is a banquet and social session always 
held on the evening of the first day. The 


local committee of Lexington lumber dealers 
took splendid care of all that this time, too, 
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and did some other things that may be classed 
as pioneering and example setting. The gen- 
eral chairman was Lee L. Hanks, of the 
Smith-Haggard Lumber Co. Other members 
of the committee were: 

Exhibit—James H. Combs, Combs Lumber 
Co.; George Smith, Curran-Smith Lumber Co.; 
Harry Meyer, Combs Lumber Co. 

Entertainment—Sam McCormick, McCormick 
Lumber Co.; Ben Eubanks, Perry Lumber Co. 

Publicity—John Tom Perry, Perry Lumber 
Co., Chairman; Pete Owsley, of the Cynthiana 
Lumber Co., Cynthiana. 

Registration—E. A. Davis, Congleton-Davis 
Lumber Co., Versailles; Waller Bean, Ho-Be 
Lumber Co., Winchester. 

This time the banquet was without for- 
mality, but it had lots of good music. There 


was no official table, or speaking contest, only 
a few announcements by President Nunnelley 
and a few words by a local man, some vaude- 
ville entertainment and music. There were 340 
at the banquet and when it had been served 
and finished off the tables were cleared and 
dancing held the floor until one o’clock. 
There were some interesting and striking 
things happened locally at Lexington before 
this, though. The first thing the delegates 
and visitors attending saw when they got up 
Thursday morning was some interesting ad- 
vertising displays in the local papers. There 
was an interesting spread addressed to the 
general public by the Kentucky Retail Lumber 
Dealers’ Association inviting them to come 
and see the exhibits of the Southern Pine As- 
sociation, the West Coast Lumber Trade Ex- 


tension Bureau, and of flooring and other 
interesting materials on display. 

The big, striking thing, however, in which 
Lexington and the “Colonels” set a shining 
example for others, was in the form of a full 
page ad in the morning paper announcing 
that the Kentucky Retail Lumber Dealers’ 
Association was in convention at the Phoenix 
Hotel, Feb. 2 and 3, with the headline “Wel- 
come Lumbermen” and this greeting was 
signed by the following group of Lexington 
firms: Smith-Haggard Lumber Co., Curran- 
Smith Lumber Co., George Hoskins Lumber 
Co., Savage Lumber & Manufacturing Co, 
Combs Lumber Co., Lexington Lumber & 
Building Supply Co., McCormick Lumber Co,, 
Hendricks-Moore Co., Perry Lumber Co., Con- 
gleton Lumber Co., Phoenix Hotel Co. 


Michigan Retail Dealers Alert to Progress 


Are Keen for Uptodate Methods of Merchandising, Cost Accounting and 
Yard Operation—District Work Is Important Factor 


Granp Raps, Micu., Feb. 6—With a reg- 
istration of nearly one thousand, all told, the 
thirty-ninth annual convention of the Mich- 
igan Retail Lumber Dealers’ Association, which 
opened at the Pantlind Hotel, here, Wednes- 
day, Feb. 1, came to a close last Friday noon. 

[The Wednesday and Thursday morning 
sessions of this convention were fully reported 
in last week’s issue of the AmerIcAN LuM- 
BERMAN, pages 64-66.—Eb1Tor.] 

This was the most heavily attended and 
from every standpoint is believed to have been 
the most successful convention in the asso- 
ciation’s long and active career. It gave proof 
of the substantial progress the organization 
is showing in making itself a power in the 
association field, and unstinting praise of the 
officers and workers who have been instru- 
mental in this progress was heard on every 
hand. 

Plans for an even more progressive future 
were laid at this convention, these including 
intensified district work, which has proved 
so essential to the development of better mer- 
chandising in the retail] lumber business. 

The Thursday afternoon session was pre- 
sided over by Fred A. McCaul, of the McCaul 
Lumber & Coal Co., Royal Oak, a director of 
the association. He introduced as the first 
speaker Harry Strong, of the Trim-Pak Corp., 
New York City, who handled his subject, 
“Increasing the Dealers’ Non-competitive Busi- 
ness,” in an admirable and understanding way. 
He emphasized particularly the opportunities 
to sell window trim. He suggested among 
other things that the retailer employ some 
bright young man to call on the householders 
of his community and attempt to get a look 
into each home to note if new floors, new 
woodwork, window frames, an attic or base- 
ment room or any interior improvement of 
any kind would be needed. The results of 
such a canvass, declared the speaker, would 
furnish the dealer with a most valuable and 
almost endless list of prospects. 


Analyzing Departmental Profits 


“How to determine retail lumber yard mer- 
chandising policies by analyzing the business 
according to departmental profit” was interest- 
ingly discussed by Fred A. Wehrenberg, of 
the Standard Lumber & Supply Co. Ft. 
Wayne, Ind., this year’s retiring president of 
the Retail Lumber Dealers’ Association of 
Indiana. “To a great many retail lumber- 
men, a cost accounting system appears as a 
nuisance. To me, it is most interesting, and 
I am sure it will prove equally interesting to 
anyone who takes the trouble to familiarize 
himself with it. It is a business necessity, 
which our concern would positively not do 
without. A uniform cost accounting system not 
only gives you facts and figures which will 





definitely show you where your business stands 
at all times, but it also gives you an accurate 
basis for making comparisons with fellow 
lumbermen, enabling you to exchange infor- 
mation that will be of great benefit to both of 
you. Where each one has a different system, 
such information is difficult or impossible to 
exchange. The greatest benefit of the cost 
accounting system is that it permits you to 














F. A. McCAUL, 
Royal Oak, Mich; 
Prominent Participant 
in Discussions 


Cc. W. SCOTT, 
Detroit, Mich.; 
President Salesmen’s 
Association 


departmentalize your business, enabling you to 
make adjustments where adjustments are 
needed before it is too late. This is a valu- 
able feature in times of chance such as these, 
and like those ahead are apt to be. We have 
divided our business into five departments— 
fence and post, lumber, mill, millwork, and 
other materials. We know positively what 
each one of these departments is doing, its 
operating cost, how much profit it earns or 
how much money it loses. The savings caused 
by possessing this information created most 
of our profits last year. Don’t think that 
cost accounting is a cure for all business ills, 
but if kept up right it will positively make 
you money. In exchanging information with 
your competitor, you don’t have to tell him 
how much money you make, only what it costs 
you to do business. It represents the only 
legal method of controlling prices—to know 
costs and operate accordingly.” 

The same subject was discussed exhaustively 
by Harry Colman, of Chicago, business analyst, 
who by means of charts and figures visualized 


the advantages of a uniform cost accounting 
system. 


Safeguarding Credit an Important Duty 

Harry J. Rothballer, credit manager of 
the Sibley Lumber Co., Detroit, Mich., told 
of the organization of building material deal- 
ers in that city for the purpose of reducing 
losses by higher standards of credit. The deal- 
ers found that sacrificing safety to volume 
resulted in the piling up of vast amounts of 
frozen assets, which often had disastrous con- 
sequences. As a matter of self-protection, 450 
credit managers of local building material 
firms organized against the “gyp” contractor. 
This organization meets monthly to discuss 
current problems. A list of buyers of build- 
ing materials, containing 16,000 names, has 
been compiled, giving complete data in each 
case. Mr. Rothballer then gave a number of 
examples of how satisfactorily this method of 
combating credit losses works. He continued: 

One result of the activities of this organiza- 
tion is that a man cannot buy in Detroit unless 
he is on the square. Character is essential and 
of greater importance than means, although of 
course both must be taken into consideration. 
J. P. Morgan once testified that he gave a cer- 
tain man a check for $1,000,000 when he knew 
he didn’t have a cent, because he knew he had 
character. In successful credit work, two things 
are necessary—ability to make a decision, and 
courage to stand by the decision. Too often 
dealers have not the courage to refuse credit 
when they know that they ought to do so, or 
to take steps to make their terms effective. I 
am decidedly against doing business for volume, 
without regard to profit and credit safety. Our 
own firm last year did 40 percent less business 
than in the previous year, and still by business- 
like methods earned $100,000 more in profit. 


The grade- and trade-marking of lumber 
was next discussed by L. R. Putman, merchan- 
dising counsellor of the Southern Pine Asso- 
ciation, Chicago, Ill, who in his forceful 
manner explained the benefits to retailer and 
consumer alike of the introduction of this 
movement. 


Public Demands Color 


The public demand today is for color and 
beauty in the home, declared G. A. La Vallee, 
vice president of the Marietta Paint & Color 
Co., Marietta, Ohio, originator of the stains 
for maple floors and woodwork which have 
attracted much attention lately. The retailer, 
he said, should capitalize on this trend—in 
fact, must do so to keep abreast with the 
times. “We are living in the color age,” Mr. 
La Vallee declared, “when warmth, beauty 
and color are the things wanted in automo- 
biles, in clothes, in house furnishings, in every- 
thing. Lumber is one of the most beautiful 
things in the world, and color applied to lum- 
ber becomes unrivaled.” 

To make the most of present-day oppor- 








ins 
anc 
ret: 
que 


cha 
Rag 
tice. 
the 
bus! 
yarc 
give 
frie 
bod: 
we | 
are 

" cuse 
give 








827TH “FS ew 


wes 5 


> 


ing 


y 

of 
told 
eal- 
cing 
eal- 
ume 
; of 
con- 
450 
erial 
ctor. 
cuss 
uild- 
has 
each 
r of 
d of 
ued : 
niza- 
inless 
1 and 
gh of 
ation. 
2 cer- 
knew 
e had 
things 
1, and 
often 
credit 
so, or 
ive. I 
olume, 
r, Our 
usiness 
siness- 
ofit. 
umber 
-rchan- 
Asso- 
orceful 
er and 
yf this 


lor and 
Vallee, 
x Color 
> stains 
+h have 
retailer, 
rend—in 
vith the 
se,” Mr. 

beauty 
automo- 
In every- 
heautifu 
to lum- 


oppor- 






Fepruary 11, 1928 





AMERICAN LUMBERMAN » 59 





tunities, Mr. La Vallee said old ideas and 
policies must be abandoned and replaced by 
real merchandising methods. The progressive 
retailer will dress up his lumber yard, make 
it colorful and attractive to promote contact 
with the public, especially the women. He 
should open a store—mainly a display room— 
in the heart of his town. It should be an art 
store, gorgeous with color and replete with 
materials to create color. 

“The woods he sells should be dressed up 
and exhibited to public view,” he continued. 
“His store should, through advertising and 
personal solicitation, be developed into a studio 
for the beauty lovers of his town. There 
should be comfortable chairs painted in bright 
colors, a beautiful floor finished according to 
the most modern ideas, with a few small but 
good rugs, and on this floor should be dis- 
played good-sized easel type panels of all the 
native American woods finished to accentuate 
all their natural beauty. This is all that will 
be necessary to show in the lumber store, and 
such a place will become a headquarters in 
any town for men and women who love 
beautiful homes.” 

The lumber merchant should also carry in his 
store the proper materials to use in beautify- 
ing woods, always keeping in mind that beauty 
and color are synonymous and uppermost in 
the customer’s mind. 

But this new age in lumber merchandising 
demands “shirt-sleeve retailing,” when every 
opportunity is uncovered, seized and turned to 
advantage. Surveys for prospective paint 
jobs, flooring jobs, opportunities to remodel, 
install new rooms, etc., should be conducted, 
and, in doing this, Mr. La Valle declared, the 
retailer should forget the technical side of the 
question and sell it from the standpoint of 
beauty. 


Denounces Discount to Contractors 


A discussion followed on discounts on pur- 
chases to contractors. John Ferdon, of Grand 
Rapids, took a definite stand against the prac- 
tice. “The 5 percent discount to contractors is 
the most damnable thing in the retail lumber 
business,” he declared. “The Grand Rapids 
yards allow only 2 percent for cash. If we 
give discounts to contractors, pretty soon our 
friends will want them, too, and then every- 
body. who buys $50 or $100 of material. If 
we decline to extend to them this privilege we 
are immediately branded as crooks and ac- 


‘cused of playing favorites, and the public is 


given a bad impression.” 


THE ANNUAL BANQUET 


The annual banquet, held Thursday evening 
at the Pantlind Hotel, was so heavily attended 
that the huge banquet hall was filled to capac- 
ity, and a large overflow had to be assigned 
to one of the dining rooms. The banquet was 
accompanied with an enjoyable entertainment 
and was followed by the annual ball, which 
was one of the year’s notable social events in 


this city. 
FRIDAY MORNING 


The progress and plans of the lumber trade 
extension campaign of the National Lumber 
Manufacturers’ Association were outlined by 
W. F. Shaw, of Chicago, manager of the cen- 
tral division, at the opening of the Friday 
morning session, during which Vice President 
North was chairman. Mr. Shaw emphasized 
particularly the relation of the campaign to 
the retailers, how it served their interests and 
how they could codoperate to secure from it 
the maximum benefits. The campaign com- 
mittee, he said, among other things is working 
in close codperation with the various State 
colleges of agriculture. It keeps informed 
in advance as to the itineraries and subjects 
of lecturers sent out to address farmer gath- 
erings, and is prepared to help retailers in the 
various towns visited by these lecturers to 
take advantage of the opportunities opened 
through these visits. For instance, if the lec- 
turer is scheduled to speak on hog raising, 
the committee will furnish the retailers in the 
towns along the itinerary with blue prints, 
bills of materials and other helps on the con- 











struction of -hog houses in ample time so that 
they can advertise the service they are ready 
to render simultaneously with the holding of 
the lectures. “Dealers should take advantage 
of ‘this service, and be ready for opportunities 
as they arise,” Mr. Shaw declared. “Par- 
ticular attention should be given to remodeling. 
It has been estimated that nine remodeling 
jobs can be sold to one new house bill. This 
business is worth going after, with practically 
every house owner a prospect.” 

Methods which have proved helpful to 
maximum dealer distribution furnished the 
subject of the address of Adolph Pfund, of 
Chicago, who discussed a number of retail 
problems in an enlightening way. Many deal- 
ers, he said, are so busy watching their 
competitors that they overlook a great many 
opportunities to develop absolutely non-com- 
petitive business. Most people, when they talk 
about home building, talk to the banker, the 
contractor and the architect, but not to the 
retailer. They think of the lumber yard only 
as a storage yard for materials, but not as a 
source for the most advanced information on 
how to use these materials. The public must 
be educated to the fact that a retail estab- 
lishment is more than a lumber yard, that it 
is the clearing house for information con- 
cerning home building, remodeling and all the 
various uses of all the building materials, and 





WILLIAM H. BARNEY, ALBION, MICH.; 
Chairman of Nominating Committee 


that it is the central depot for everything 
that enters into home construction. He then 
proceeded to outline the “Build Now With 
Safety” campaign, shortly to be launched by 
the National Retail Lumber Dealers’ Asso- 
ciation, 

Roy Hall suggested that the directorate of 
the Michigan association be organized along 
the lines of that of the Ohio association, to 
be composed of the president of each district 
group, and thus give all sections of the State 
proper representation. This suggestion was 
endorsed by other speakers. Secretary Roy 
B. Walborn in this connection announced 
plans to redistrict the State to facilitate the 
holding of district meetings and give them 
a more local character. The present districts 
number twelve and take in such large territory 
that some members have to travel a hundred 
miles to attend a meeting and then find that 
the problems discussed are not their prob- 
lems. The present plan is to organize eighteen 
districts. Secretary Walborn will also attempt 
immediately to have the officers of the variots 
districts call monthly meetings for each dis- 
trict, with specified dates. 


Attractive Business Places Essential 


The value of neat and attractive yards and 
offices was emphasized in an address by C. 
C. Westcott, of Ypsilanti, which contained a 





good many valuable suggestions. One of these 
was that off-grades, instead of being dumped 
carelessly most anywhere at all, be neatly 
piled near the regular pile, where they may 
readily be seen by customers. For a little 
consideration, some customer may decide that 
he can use them instead of the better stuff, 
and thus the off-grade problem iis solved. 

The resolutions committee, headed by Rob- 
ert Corwin, of Jackson, next brought in its 
report, which was unanimously adopted as 
follows: Memorializing Mrs. Charles L. 
Weeks, of Detroit, wife of the president of 
the association; the mother of Earl Love, 
ex-president; A. M. Brown, of Muskegon; 
William H. Judd, of Dowagiac, and Mr. 
Schott, of Mt. Clemens, all of whom have 
passed beyond since the last convention; ex- 
re sympathies to A. C. Benson, of Mans- 
field, Ohio, an old “war horse’ who through 
illness was forced to be absent from the 
Michigan convention for the first time in many 
years; urging the membership to attend and 
support the district meetings; emphasizing 
the benefits of installing the National cost 
accounting system; thanking M. H. Blanken- 
hagen, of Lansing, and directors of the 
Retail Lumber Dealers’ Mutual Insurance 
Association of Michigan, for the excellent 
results they have obtained for that organiza- 
tion; urging the members seriously to defend 
the lien laws as most important safeguards of 
the retail lumber business; declaring against 
misleading advertising of mail order and 
ready-cut houses in farm journals and other 
publications of general circulation; thanking 
William Verhey and Mrs. Leroy M. Spears, of 
Grand Rapids, for the excellent entertainment 
arrangements, and also thanking the officers 
for their services during the last year, and 
the management of Pantlind Hotel for its 
codperation during the convention. 

The report of the auditing committee, 
headed by Archie Williams, of Halfway, ap- 
proved the statement of Treasurer Norman 
B. Cove, of Lansing, Mich. 


Election of Officers 


William Barney, of Albion, chairman of the 
nominating committee, brought in its report, 
which was unanimously adopted, as follows: 


President—Hubert L. North, of the North 
Lumber & Manufacturing Co., Kalamazoo. 
me president—William Verhey, of Grand 
apids. 


Directors—Norman Cove, of Lansing: Charles 
L. Weeks, of Detroit; Fred Westover, Bay City, 


- all for three years; and John Ferdon, of Grand 


Rapids, for two years. 


Insurance directors—Charles Pollock, of Cold- 
water, and Carl Wright, of Harbor Springs, each 
for three years. 


President-elect North thanked the members 
for the honors of the office and thereupon de- 
clared the convention adjourned. 


SALESMEN’S ASSOCIATION MEETS 


The annual meeting of the Michigan Asso- 
ciation of Traveling Lumber & Sash & Door 
Salesmen was held Thursday evening at the 
Pantlind Hotel, with a representative attend- 
ance. It was announced that fifty-one new 
members had been gained during the last year, 
making a present total well over three hun- 
dred—the largest ever. 


The following officers were elected: 


President—Carl W. Scott, Detroit, represent- 
ing the Huttig Manufacturing Co., Muscatine, 
Iowa. 


Vice president—R. A. McGrath, of the H. W. 
Kanouse Lumber Co., Detroit. 


Secretary-treasurer—E. S. Pendergast, of the 
P. A. Gordon Lumber Co., Detroit. 


Directors—Walter H. Jobe, Detroit; C. A. 
Maniex, Bay City; J. V. Sharkey, Detroit, and 
Herbert C. Schneider, Grand Rapids. 


The display of this association in connec- 
tion with the convention exhibits was one of 
the finest and most interesting on the floor, 
consisting of samples of all the woods and 
specialty items handled by members of the 
organization, the running from southern pine 
to African mahogany and other tropical woods. 
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“Three great days” 
was the promise of the 
Illinois Lumber & Ma- 
terial Dealers’ Associa- 
tion in announcing the 
program for its thirty- 





J. W. MACKEMER, 
Peoria, II1.; 
Retiring President 





eighth annual conven- 
tion, which opened at 
the Edgewater Beach 
Hotel in Chicago on Wednesday of this week 
—and three great days they were. The Illinois 
association always has had a reputation for 
snappy programs of supreme interest to its mem- 
bers, diversified so as to cover practically every 
department of their business, and this year was 
no exception, due to the enthusiastic labors of 
the program committee composed of R. C. 
Songer, of Danville, chairman; E. P. Krum, 
Bloomington, and D. J. Mitchell, Lincoln, work- 
ing in close codperation with the association 
officers. 

As usual, the attendance was heavy, every 
part of the State being liberally represented, 
and there was also a sprinkling of retailers 
from nearby States and States not so near, 
some of them coming as program headliners 
but many of them only to “listen in,” to learn 
what is being done in one of the most progres- 
sive lumber merchandising States in the Union. 


Though the program stated that the first 
session was to begin Wednesday afternoon, giv- 
ing over the morning to registration, viewing 
the numerous exhibits and getting acquainted, 
in reality the convention began at 10 o’clock in 
the forenoon, when A. W. Holt, of Automatic 
Building Costs Co., Chicago, held a “school” 
of building cost estimating in the convention 
hall, which was largely attended by interested 
retailers. Mr. Holt was on the program for the 
afternoon, but being compelled to leave the city 
adopted this method of delivering his message. 
Mr. Holt during this meeting demonstrated the 
use of the Automatic Building Costs actuary 
compiled by him after many years of research 
work, providing a simplified means of quickly 
and accurately figuring the cost of building any 
type of house anywhere, in a manner explained 
in detail in an article published in the Amert- 
CAN LUMBERMAN of Nov. 19, 1927, page 51. 
Mr. Holt promised through the help of the 
actuary to figure the cost of any house de- 
scribed by his audience in two minutes’ time, 
and he kept his promise. Great interest was 
shown by the audience, 
and many questions 
were asked and an- 
swered and much dis- 
cussion took place. 

“People should come 
direct to the lumber 
yard when they first 
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think of building,” de- 
clared Mr. Holt, “and 
the retailer should be 
prepared to answer 
fully any question the 
moment they are asked. 
This is impossible un- 
less he has at his fing- 





ers’ tips an accurate guide to everything per- 
taining to building costs, such as is contained 
in this actuary.” 

This actuary, he explained, is a compilation 
of carefully arranged and easily understood 
tables based on comparative costs, based on the 
user’s own compilation of figures for one basic 
house according to the material and labor 
prices and other circumstances prevailing in his 
own community. 

In the forenoon there was also held a recep- 
tion for State and district officers. This was 
merely a get-acquainted affair, but was well at- 
tended and much enjoyed. 

The convention proper started at 1 o’clock 
Wednesday afternoon with a program of or- 


our board of directors consider the associa- 
tion’s progress about all that could be ex- 
pected during the period ef one year. It is 
the belief of your State officers that the IIli- 
nois association ranks well with other like 
organizations in our industry and that with 
the continuation of the excellent codperation 
that has brought good results in the past, 
we can make still further progress and develop 
our activities to an extent that will maintain 
the Illinois organization among the first.” Mr, 
Bryan continued: 


Our relations with manufacturers are in 
the main pleasant and agreeable. We find a 
large majority of that branch of the industry 
coéperating with local retailers and their va- 





What Is Protit?— 


By J. W. Mackemer, President Illinois 


The subject of the annual address of the president to the association was 
“What is Profit,’ and in the beginning he asked, “Who Sets the Price?” On 
this subject Mr. Mackemer said in part: 


The common belief that “our business is different” is one of the most 
prolific reasons for lack of profits and general stagnation in our merchandis- 
ing methods. I have been in the lumber business over 30 years and as far as I 
can see the method of merchandising lumber, by both manufacturer and retailer, 
has not changed one iota. Take the instance of price of lumber. Who sets the 
price, and why is it always the other fellow? Why can’t you make your own 
price? Do you know what isa fair price? If so, why haven't you the vision to 
get it? No one can be a success who has not decided what he wants, when he 
wants it and how. If you are not in business to make money, what are you 
blocking the traffic for? If you are just in business to see how tough you can 
make things, why don’t you run a roadhouse? It will be tougher. 


To be ultimately successful, the retail lumberman must have an average of 
50 percent gross profit. But, you ask, what good is in my spending money 
and time finding out that I must add 50 percent to the first cost of goods to 
arrive at a selling price that will net a reasonable profit, when my competitor 
works on a 10 percent gross margin? You are not the first merchant that has 
had that kind of a “dumb” competitor. John D. Rockefeller had thousands of 
these dumb competitors. They ruined the oil business, no profits at all. But 
John was a real merchant; he knew what his oil cost him; he knew what 
a profit should be; he knew that the profit was necessary, and he determined 


to get a profit. He worked day and night to get that profit, and it is history 
that he got and is still getting a profit. 








chestral music, followed by the call to order 
half an hour later by President J. W. Mack- 
emer, of the J. W. Mackemer Lumber Co., 
Peoria, Ill., and invocation by Rev. Peter Simp- 
kin, chaplain of the Concatenated Order of 
Hoo-Hoo, St. Louis, Mo. Fifteen minutes of 
song with orchestral music, and then President 
Mackemer introduced, with a fitting and merited 
tribute, Secretary-treasurer J. F. Bryan, of 
Chicago, calling for his annual report. 


Report of Secretary-Treasurer 


The growth and development of the Illinois 
Lumber & Materia] Dealers’ Association since 
its last annual convention has been very grati- 
fying, declared Secretary-treasurer J. F. om 
of Chicago in his report. “In view of busi- 
ness conditions in some parts of the State 


rious organizations. A good deal of progress 
has been made toward the goal of 100 percent 
dealer distribution. We believe that with the 
continuation of good merchandising. methods 
on the part of retailers the codperation of 
manufacturers and wholesalers will grow, 
and that there will be more teamwork on the 
part of all branches of our industry. We 
are under obligation to a large number of 
traveling salesmen. They have been very 
helpful and we find them generally favorable 
to coédperative effort and willing to have 4 
part in amicable adjustment of problems and 
differences. 


Mr. Bryan commented on the success of the 
“President’s Week” held late last fall, which 
resulted in adding fifty-three to the membership 
roll. Sixty-eight new names in all were added 
during the year and thirty-three stricken off, 
putting the membership at present at 785, rep- 








Illinois Dealers in Annual Gathering | E 
Reports of Officers Show Gratifying Interest in All 
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g | Endorse “Own a Home First” Slogan 
Activities— Hear Vigorous Talk on ‘‘What Is Profit?”’ 
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resenting about 80 percent of the dealers eligi- 
ble for membership in the association. It is 
planned to sign up the majority of these before 
the next annual, 

During the last year eighteen district meet- 
ings have been held, all of them well attended, 
with considerable interest manifested and pro- 
ducing tangible results. There have also been 
thirty-five or forty local meetings, with the 
result that members have become better ac- 
quainted, their confidence increased, and their 
relations much improved. 

“We now have an association slogan, ‘Own 
a Home First,’” continued Mr. Bryan. “This 
slogan has been adopted by the board of direc- 
tors after a lot of study given the subject by 


i 


greater extent. The financial affairs of the 
association are in very good condition, he 
told the members. 


Report of Field Secretary 


Available information indicates that the vol- 
ume of business secured during the last year, 
taking the State as a whole, decreased but 
slightly, compared with the year previous, ac- 
cording to Field Secretary W. G. Joyce, who 
presented his report under the title “Pertinent 
Suggestions and Timely Advice.” As was 
true of the preceding year, he said, business 
was spotted. Several towns in the State show 
an increase over 1926. The total volume was 
very satisfactory when it is considered that 





Who Sets the Price? 


Lumber & Material Dealers’ Association 


The manufacturer of lumber is a bigger ass than the retailer. He never pays 
any attention to costs in arriving at his selling price. 
under any and all circumstances to the highest bidder, regardless of whether 
that bid is 25 percent above or 25 percent below cost. I have often wondered 
why he did not arrive at his cost, add a decent profit, and if the public wanted 
it at that price, they could have it or go without. If the public wants it, it will 
pay his price. In fact, you never could convince the public that anything was 
ever sold, by anybody, at less than cost. The public expects everybody to make 
a profit and if anybody fails to make a profit, it is because he did not ask for it. 

i don’t know what you are to do with that 10 percent gross margin competitor 
of yours. Do you know enough about cost of doing business to teach him? Did 
you ever invite him to go fishing or play golf or come over to listen to your radio? 
Perhaps you invite his contractor. This does not tend to educate your com- 
petitor on costs. All the contractors in town would be worth more to you if 
you knew and were chummy with your competitor. I have a good many con- 
tractors who are my friends, but I have never yet been able to come so close to 
them that they would pay me 10 percent more than my competitor asks. Really, 
the best help in your town for making money is that “dumb-bell” competitor. 
You really can afford to spend considerable time and money on cultivating his 
cordial acquaintance. Did you ever try helping him sell a bill at a white man’s 
profit? Try it out. It pays large dividends. 

You may have noticed that there is of late a tendency for rival concerns to 
merge. It has been suggested that merging might help the lack of profit. What 
about the country town with two yards and not enough volume in the last five 
years to support one? They might merge and by so doing permit one of the 
proprietors to go out and get a job and earn a real income. 


He sells his lumber 








a committee headed by Art Risser of Paris. 
We recommend that all members use this 
slogan in their advertising, that they do every- 
thing possible to sell it to other interested 
lines of merchandising and that we go for- 
ward as a unit with the idea and the thought 
of increasing home-owned homes. No better 
service can be performed, not only to our- 
selves but to our country.” 


Mr. Bryan reviewed activities in connection 
with the installation of a cost accounting sys- 
tem adopted by the board of directors for 
those dealers who desire such service; with 
the legal department, which has handled 112 
cases within the year and has saved members 
thousands of dollars; with the traffic depart- 
ment, which has grown apace with other as- 
sociation activities, and with the plan service, 
Which members are using to greater and 





the building peak has been reached and the 
country is gradually returning to a steady nor- 
mal business. Mr. Joyce continued : 

During a period such as confronts us at 
present there is too great a tendency on the 
part of many dealers to strive for a like or 
greater volume of business than was secured 


‘ during abnormal periods. The results of such 


endeavors are invariably an increased cost of 
doing business, decreased profit, with slight 
if any increase in volume. The small cost of 
materials used as compared to the total cost 
of a completed project plus the small gross 
margin of profit on which building material is 
retailed prohibits any possibility of the dealer 
reducing his retail price of commodities suf- 
ficiently to create enough new business to 
materially increase the normal volume of 
business in any community. The abnormal 
business of the last few years has resulted in 
increased stock and equipment. A compari- 


son of your profit and 
loss sheet of today 
and six or seven years 
ago will prove this 
statement. As a con- 
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sequence the average 
dealer now has greater 
stock and too much 
equipment to take care 
of the present needs 
of his community. The remedy for this condi- 
tion does not lie in an attempt to keep up 
volume; rather in a sincere effort to reduce 
overhead expenses to conform with existing 
conditions. Too much stress can not be laid 
on the fact that for the next few years the 
successful dealer will be the one who watches 
his stock, equipment and overhead expenses, 
equalizing these items with his daily volume 
of sales. 

Accounts receivable and collection accounts 
have shown no improvement during the last 
year. Frankly, this very important factor 
of the business has retrogressed. No doubt 
this condition can be traced in a great many 
instances to an attempt to keep up volume. 
It is only natural to become lax in extending 
credit and collecting overdue accounts when 
trying to increase sales. The fallacy of this 
practice is best reflected in the increased 
amount of collection accounts on our books 
and the increased amount of bad debts charged 
to profit and loss at the end of a year. The 
amount of all uncollected accounts has in- 
creased until it has become a serious matter. 
In order to overcome this objectionable con- 
dition, we must sacrifice some of the time 
spent on sales and make a concerted effort 
to reduce our outstanding accounts. It is 
true that the nature of our business demands 
extended credit at times but if we insist upon 
a definite date of payment when the sale is 
made, with the understanding that interest 
will be charged after that date, no doubt we 
could eliminate a large percentage of our over- 
due accounts. } ; 

Referring to itinerant roofing application 
companies, Mr. Joyce said these have been 
active in various parts of the State, but at 
no time has the situation become serious, as 
compared to their activities in other States. 
Dealers have learned that it is a comparatively 
simple matter to eliminate this type of com- 
petition with the result that these concerns 
do not look upon Illinois as a fertile field of 
operation. a 

Mr. Joyce further spoke on the district or- 
ganization idea. “It is conceded that the most 
pleasant relations exist among those dealers 
who have been holding and attending their 
own meetings,” he said. 
“No other activity of 
the association brings 
you closer to your 
neighbor dealer. It is 
at the meetings that the 
highest aims of the as- 
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sociation find expres- 
sion and are reflected in 
good fellowship created 
among those present.” 
President Mackemer’s 
address touched a vital 
spot, and aroused more 
than ordinary interest. 
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It was the subject of many references and much 
comment during the following convention re- 
cesses and was frequently alluded to by subse- 
quent speakers. 

The president introduced Frank G. Wisner, 
of Eastman, Gardiner & Co., Laurel, Miss., 
who, after emphasizing Mr. Mackemer’s points 
by reiterating the vital necessity of profit in all 
business operations, launched into a discussion 
of Federal corporation taxation. The newly 
revised revenue bill, he said, contained a pro- 
vision for reducing the corporation tax from 
13% to 11% percent, but this is still too high. 

er forms of business are paying but 5 per- 
cent, and corporations should not tire in the 
battle for more just taxation. He also dis- 
cussed certain proposed changes in the revenue 
bill, which he advised his hearers to study 
carefully, for some of them are likely to cause 
future trouble. 

Mr. Wisner was followed by L. P. Lewin, of 
the A. M. Lewin Lumber Co., Cincinnati, Ohio, 
president of the National Retail Lumber Deal- 
ers’ Association, who spoke on the subject of 
the “Duties of the National association to re- 
tailers, and the retailers’ duty to the National.” 
We are living in an advanced age, he said, in a 
progressive age, in a highly competitive age, 
and lumber retailers must awake to the needs 
of advanced, progressive merchandising meth- 
ods to meet increasing competition, or they will 
fall by the wayside. “The outlook,” he said, 
“is good, and there is no need of any of us 
running into red ink during the coming year if 
we will only follow your President Mackemer’s 
advice on the score of profit.”. Mr. Lewin con- 
tinued by condemning the transit car and asking 
all retailers to unite in fighting this evil, which 
he declared to be “the tool instrumental in 
breaking up the lumber business today.” 


Tells of Wisconsin Activities 


This brilliant address was followed by an 
equally interesting one by Hawley W. Wilbur, 
of the Wilbur Lumber Co., Waukesha, Wis., 
president of the Wisconsin Retail Lumbermen’s 
Association and one of the country’s lead- 
ing retailers, operating yards in Wisconsin, 
Indiana and Illinois. Mr. Wilbur began by out- 
lining the work of the Wisconsin association. 
“Our association now takes in 92 percent of all 
the retail lumber dealers in the State, and most 
of the remaining 8 percent we wouldn’t have 
in our ranks if they wanted to join,” he said. 
“This army of retailers did not, according to 
their common report, transact the volume of 
business last year that they did in some pre- 
ceding years, but they made more money. 
Why? Because they are on a basis of fellow- 
ship and common understanding, which makes 
it possible for them to work in harmony for 
the betterment of conditions in their business.” 

The retailer, Mr. Wilbur continued, is never 
going to make a success through building vol- 
ume by sacrificing profit, but if he can build 
volume and at the same time make more money 
on,each sale, he is reaching an ideal condition. 
This will be made possible, he declared, through 
the nation-wide “Build Now With Safety” 
campaign shortly to be launched. He outlined 
the major details of this campaign, which he 
said will get under way in about four months’ 
time with an initial fund of $2,000,000 for the 
first year. He declared that this campaign will 
be the biggest thing that has ever happened 
within the lumber industry, with unlimited pos- 
sibilities, and urged every retailer to study the 
plan carefully and to give the movement his full 
support. Mr. Wilbur concluded: 

One of the things this campaign will do is 
to sell folks homes, not only homes, but com- 
fortable homes. It is going to make people 
ashamed of the homes they now live in and 
create the desire to remodel them and fix them 
all up. Of course the subscribers to the cam- 
paign will be expected to lead by example. So 
go home right after this convention all set to 
clean up your own house, so that when the 
campaign is started you can show the public 
that you are one of those fellows who practice 
what they preach. The first result of this 
campaign will be that each retailer will sell 
himself about $2,000 worth of building mate- 


Nore: A report of the Thursday after- 
noon and Friday sessions of the annual 
convention of the Illinois Lumber & Ma- 
terial Dealers’ Association will appear in 
the Feb. 18 issue of the American LuM- 
BERMAN.—EDITOoR. 








rials in improving his own properties. We 
must show the public that it is easy and safe 
to build, and that the lumber yard is the first 
and only place to go to when it concerns build- 
ing or modernizing a home. I don’t approve 
of this idea of constantly attacking the auto- 
mobile and radio, saying they are taking 
money out of people’s pockets so that they 
have nothing left for building or improving 
the home. That is only an excuse for lack of 
merchandising methods. There is plenty of 
money left for the lumber retailer if he will 
only make up his mind to go after it. There 
is in fact an unlimited amount of business at 
a profit waiting for us to go out and get it. 

A forceful plea for unity between all 
branches of the lumber industry “for the good 
of wood” was made by Rev. Peter Simpkin, 
Chaplain of the Concatenated Order of Hoo- 
Hoo, who was the last speaker on the after- 
noon’s program. 

The appointment of the following committee 
was announced: ' 

Nominations—Charles Hanan, of Macomb, 
chairman; G. C. Betts, Vernon; A. C. Harris, 
Alton; Henry Krumm, Elgin, and C. A. Baum- 
gart, Bloomington. 

Resolutions—Fred C. Wenthe, of Effingham, 
chairman; W. A. Grandy, Mason City; Guy S. 
Parke, Decatur, and Leo Sackman, Waukegan. 

Secretary-treasurer Bryan announced that P. 
T. Langan, of Cairo, Ill., one of the associa- 
tion’s oldest and most honored members, who 
despite his blindness has rarely missed a con- 
vention, was unable to be present on this oc- 
casion on account of illness, from which, how- 
ever, he is convalescing. 

New Officers Elected 

At the Thursday afternoon session the nomi- 
nating committee made its report, which was 
adopted, officers being elected as follows: 

President—Ray Durham, Harrisburg. 

Vice president—George F. Colton, Rock- 
ford. 

Director at large—Fred M. Faber, Peoria. 

Director second district—Frederick G. 
Smith, Freeport. 

Director fourth district—F. B. Elliott, La 
Salle. 

Director sixth district—A. J. Mitchell, Lin- 
coln. 


BANQUET EXHIBITORS AND 
HONOR MEN 

The Illinois Lumber & Building Material 
Dealers’ Association Thursday noon gave a 
complimentary banquet in the Marine Room of 
the Edgewater Beach Hotel to exhibitors at 
the convention, and to honor roll members ; that 
is, members who during the last year had se- 
cured for the association at least one new mem- 
ber. There were forty-five names on the honor 
roll, and most of those represented were at the 
banquet. 

President J. W. Mackemer introduced Ray 
Durham, of Harrisburg, as the next president 
of the Illinois association. Mr. Durham spoke 
briefly, expressing his gratitude for the honor 


about to be bestowed upon him, and he solicited ~ 


the hearty codperation of all members. 
Secretary-treasurer Bryan, in introducing the 
honor roll members, named Charles Harbaugh, 
sr., of the Charles Harbaugh Lumber Co., 
Highland Park, as top man on the roll, he hav- 
ing secured four new members during the 
year. Percy Krum, of Krum & Krum, Bloom- 
ington, was the second man. Secretary Bryan 
said of him that he was the champion go-getter 
of the association, “having secured several new 
members every year that I have been secretary 
of this association.” Joseph Springman, Alton, 
was third on the honor roll. The champion 
member soliciting team of the year was com- 
posed of Charles L. Schwartz, Naperville; 
George Gill, C. B. Moore & Co., Aurora, and 
Rufus Sanborn, C. B. Moore & Co., Naperville, 
this team having secured several new members. 
The only speaker at this function was Secre- 
tary-treasurer Bryan, who said in part: “I 


want to thank every one of our honor roll mem- 
bers, as well as exhibitors, for the codperation 
given the association during the last year. We 
must all play together in this era of keen com- 
petition, for if the house is divided—as it has 
sometimes been in the past—it will be disastrous 
for all of us, retailers and manufacturers alike, 
We must build business together, and must 
especially codoperate to spread the Own Your 
Home idea. I hope that within a few years, 
if we codperate as we should, more than fifty 
percent of the American people will live in their 
own homes.” 


HOO-HOO CONCATENATION 


The Concatenated Order of Hoo-Hoo staged 
a well attended concatenation Wednesday even- 
ing, preceded by a dinner at which several 
prominent Black Cats from various parts of 
the country were speakers. They included 
Frank G. Wisner, of Eastman, Gardiner & Co., 
Laurel, Miss., who had taxation for his sub- 
ject; L. P. Lewin, of Cincinnati Ohio, president 
of the National Retail Lumber Dealers’ As- 
sociation, who spoke on the transit car as a 
market demoralizer; Adolph Pfund, Chicago, 
discussing codperation between retail lumber as- 
sociations, and Rev. Peter Simpkin, of Santa 
Monica, Calif., Chaplain of the Order, who 
forcefully drove home the necessity for unity 
within the lumber industry “for the good of 
wood.” J. W. Mackemer, of Peoria, president 
of the Illinois Lumber & Material Dealers’ As- 
sociation, and J. F. Bryan, of Chicago, secre- 
tary of the same organization, also delivered 
brief messages. 

Ernest Ehlert, of Milwaukee, Wis., told of 
the wonderful work the Milwaukee Hoo-Hoo 
Club is accomplishing in bringing about a better 
understanding between the various branches of 
the lumber industry in that city. Hoo-Hoo, he 
declared, is successfully accomplishing a great 
task and is decidedly worth while, meriting the 
whole-hearted support of all in any way identi- 
fied with the industry. 

Charles L. Schwartz, of Naperville, Ill, 
Counselor of Hoo-Hoo for northern Illinois, 
was chairman and toastmaster. He had the 
pleasure on this occasion to see his son Eugene 
Schwartz inducted into the order, he being one 
of the six kittens who had their eyes opened 
to the mysteries of Hoo-Hoodom. 

The officiating team was composed of the 


following: 

Snark—W. F. Biederman, Chicago. 
Senior Hoo-Hoo—A. J. Hager, Lansing, 
Mich. 


Junior Hoo-Hoo—Roscoe C. Clark, Chicago. 
Scrivenoter—R. E. L. Rainey, Chicago. 
Gurdon—L. C. Cook, Chicago. 
wi abberwock— Harry Koerble, 
s. 
Custocatian—J. W. Cisar, Chicago. 
Bojum—Ernest Ehlert, Milwaukee, Wis. 
Arcanoper—Louis Arterburn, Champaign, 


THE LADIES’ PROGRAM 


There was a large attendance of lumber- 
men’s ladies at the convention, and an excellent 
program for their entertainment had been pre- 
pared to keep them busy during the entire 
three days. Wednesday morning was spent in 
registration at the Ladies’ Auxiliary headquart- 
ers in the Berwyn Room and in “getting ac- 
quainted.” In the afternoon they attended “The 
Desert Song” at the Great Northern Theater, 
and in the evening they gathered for an in- 
formal bridge party at the Edgewater Beach 
Hotel. 

Thursday forenoon, the auxiliary held its 
annual business session in the Black Cat Room 
of the hotel. 

In the afternoon, the ladies participated in 
a surprise party, and in the evening joined with 
their menfolks in enjoying the annual banquet 
of the association, followed by a dance. 

The following officers of the ladies’ organ- 
ization were elected: 


President—Mrs. W. W. Tilden, Bloomington 
(reélected). 

Vice president—Mrs. O. B. Archibald, Cairo. 

Recording secretary—Mrs. George Booth, On- 
arga (reélected). 

Corresponding secretary—Miss G. V. Svoboda, 
Chicago (reélected). 

Treasurer—Mrs. C. L. Schwartz, Naperville. 
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Southwestern lowans Exchange Business Ideas 


Advertising Plans and Methods Engage Attention of Dealers Gathered in Annual 
Convention—Benefits of Inland Waterways Told 


Councit Biurrs, Iowa, Feb. 8.—The twen- 
ty-second annual meeting of the Southwestern 
Iowa Retail Lumbermen’s Association opened 
this morning in the ballroom of the Chieftain 
Hotel with convention singing led by J. B. 
Mayor Sam Greene welcomed the 
visitors. He assured them that the general 
public does not appreciate the magnitude and 
importance of the lumber industry or the fact 
that it is chiefly responsible for the great fac- 
tor of home building. He spoke with pride 
of the city and its parks, and he made spe- 
cial mention of the hotel as one of the recent 
additions to civic equipment. 

President J. D. McCarthy, of Missouri Val- 
ley, after thanking the mayor mentioned briefly 
the development of association work from 
pioneer conditions until now there is a net- 
work of interlocking associations that are prov- 
ing of great value in maintaining the stand- 
ards of the industry. He stated that while 
the program included much opportunity for 
the discussion of business problems it also 
brought to the visitors a broad message of 
better citizenship. 


Committee Appointments 


The president then appointed the following 
committees : 

Auditing—Tom H. Potter, Harlan; E. E. 
Clune, Greenfield; H. E. Matthews, Bedford. 

Resolutions—Ed. F. Rose, Shenandoah; C. A. 
Craig, Clinton; I. J. Dalbey, Mt. Ayr. 

Nominations—Ed. Evans, Council Bluffs; 


Warren Richardson, Clarinda; Cole Berry, 
Shenandoah. 


Secretary R. O. Treichler, of Grant City, 
then read a digest of the 1927 convention and 
presented a financial report. 


Inland Waterways Aid to Farmer 


At the afternoon session, following the con- 
vention singing, Emmet Tinley, a local at- 
torney, introduced former Gov. W. L. Hard- 
ing, of Iowa, who spoke on “Inland water- 
ways.” The former governor, who has made 
himself an authority on this subject, confined 
his discussion and explanation to the St. 
Lawrence project. He outlined the coming 
of settlers to the upper Mississippi valley and 
mentioned especially the grant of public lands 
to the soldiers of the wars of 1812 and Mexico 
and the Civil War. He told of the inven- 
tion of farm machinery and the sale of this 
machinery abroad, bringing foreign competi- 
tion in the markets of the world to the Mis- 
Sissippi valley farmer. He then described the 
waterways project as a means of aiding the 
American farmer in putting his products into 
these world markets. After describing the 
project and indicating that the route down 
the St. Lawrence is the direct route to north- 
ern Europe, where 87 percent of American 
exports go, he emphasized the importance to 
mid-western farmers of “bringing the Atlantic 
to the middle west.” He explained that the 
price of wheat in Iowa is the Liverpool price, 
minus the freight charge to Liverpool. This 
freight charge can be cut 10 cents a bushel 
by the waterway project; and if this saving 
brings an additional $3 an acre to the value 
of the yield, it has added $50 capital value 
to the land. In conclusion the former gov- 
ernor said that never before in history had 
a civilization been established so far from 
salt water. It must still be considered an ex- 
periment; and the success of the experiment 
will depend: upon the success of the effort to 
emancipate the upper Mississippi valley from 
high freight rates. 


Round-table Discussions 


At this point the round-table discussions 
were opened by Louis M. Latta, of Indianola, 
on the subject of advertising and publicity. 
This, he said, is a huge subject about which 
no one knows very much. It is as old as 
the human race. One of the most valuable 
forms of advertising for the local dealer is 
personal advertising. Most people know the 
dealer but do not know precisely what he 
sells. He needs to hook up his publicity 
with national advertising. He needs, also, to 
find out and list the roofs that need renewing 
and the garages that should be built. 


One of the forms employed by Mr. Latta is 
stunt advertising. For a number of years he 
put on a circus with local talent for the benefit 
of the fair association. This involved several 
hundred people as performers and was splen- 
did publicity but finally got to be too heavy 
a burden. He puts a float into each local 
parade and helps local groups in various un- 
dertakings, such as high school and college 
plays. He also uses newspapers, and he con- 





G. M. LIVENGOOD, 
Omaha, Nebr.; 
Elected a Director 


R. O. TREICHLER, 
Grant City, Iowa; 
Retiring Secretary 


siders a clean and attractive yard among the 
best forms of advertising. He is careful to 
train the personnel of the yard in courtesy. 
Billboards are excellent for keeping the yard 
name before the local public. ‘ 

Tom Potter, of Harlan, said he spent con- 
siderable money for advertising and believed 
in it, though he could not tell precisely what 
results came from it. He told of trying with- 
out result to sell sash from army camps, until 
he put an ad in the local paper; after which 
he could have sold many more than he had. 
National advertisers tell the prices of their 
articles in their advertisements, and Mr. Pot- 
ter thinks lumbermen should print the prices 
of their specialties. 

Ed. F. Rose, of Shenandoah, said he didn’t 
know much about advertising and felt that 
some of the mail advertising sent out by manu- 
facturers and wholesalers was valueless. He 
thought it would be impossible to advertise 
prices on houses, since nearly every house is 
changed from stock plans. 

Mr. Latta said he thought it would be diffi- 
cult and perhaps inadvisable to advertise prices 
on houses. Customers don’t want their in- 
vestments in their homes broadcast. But it is 
possible to send out folders containing pic- 
tures of houses furnished by the yard during 
the year, giving the owners’ names but not 


the prices paid. He has recently sent out a 
picture of a new hog house to all the hog 
raisers on his lists. 

C. K. Hutchins, of Des Moines, protested 
against one form of radio advertising prac- 
ticed in Iowa. He did not object to the ad- 
vertising itself, although this form of pub- 
licity is not within the reach of local mer- 
chants, but he did object to the broadcasting 
of net prices. These prices must vary from 
point to point, depending upon freight rates 
and cost of doing business, and this broad- 
casting of prices seemed to him unfair. 

Some exception was taken to this. Several 
men, including James Sorenson, said that radio 
advertising had actually uncovered business 
and had created demand in which local deal- 
ers share. 

This evening the visitors are to be guests 
of the Sunset Club at a theater party at the 
Broadway Theater. 

The Ladies’ Auxiliary has an extensive en- 
tertainment program. Last night there were 
games and dancing in the Chieftain Hotel. 
This morning there was a Short Course Ex- 
change of household hints. This afternoon the 
ladies were guests of the Sunset Club at the 
Riviera. Tomorrow noon the Sunset Club will 
entertain the ladies at luncheon. 


THURSDAY MORNING 
[Special telegram to AMERICAN LUMBERMAN] 


Councit Buiurrs, Iowa, Feb. 9.—The Thurs- 
day morning session of the Southwestern Iowa 
Retail Lumbermen’s Association continued with 
a round-table discussion. M. E. Britton, of At- 
lantic, opened with the subject of country 
deliveries by calling it a personal problem 
that may be either good or bad. One way of 
solving it is by having no equipment and hir- 
ing a transfer company to do hauling. Mr. 
Britton owns equipment and charges as much 
for country delivery as the transfer company 
would do. It is wise to stay friends with 
transfer men. Good roads are bringing a new 
era which will affect lumber retailing. The 
time may be near when materials will be 
hauled by general transfer companies from 
large cities to country points. 

I. J. Dalbey, of Mt. Ayr, told of starting 
delivery to the country. Now all his competi- 
tors are doing it and one delivers to any place 
free of charge. 

President McCarthy of Missouri Valley, said 
business is coming to the point where dealers 
must deliver or devise a uniform system of 
independent delivery. This has already come 
to pass in the East. This is the time to work 
out methods that can be operated at a mini- 
mum and uniform cost. 

Mr. Britton said he favored country de- 
livery if it can be handled without loss. It 
gives the dealer more control over his own 
business and over the community’s building 
trade. The farmer prefers that the dealer 
deliver instead of hiring an independent com- 
pany. Unless some delivery plan is worked 
out, the farmer will haul his grain or hogs 
to the neighboring cities and bring back lum- 
ber or cement and the local yard will lose the 
business. 


Discusses Partial Payment Plan 


Frank Olson, of Onawa, discussed partial 
payments. He does not like the idea, but 
thinks it must be adopted, at least in part. 
The footage volume of sales is falling off and 
perhaps lack of financing is a reason. Partial 
payments are applied to all other fields. The 
automobile men say they have just begun to 
scratch the sales surface. Sixty-five percent 
of the automobiles are sold on payments. Real 
estate has long been sold on payments and 
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every other line is adopting it. To sell lumber 
this way, the dealer must sell the complete 
house. He has been unwilling to do this and 
has let business go, hoping that other lines 
using the payment plan would quit it. 


W. T. Anderson, of Clarinda, stated that 
the plan was profitable to finance companies, 
but not to retail distributers. 


Mr. Olson said the roofing men had sug- 
gested a financing plan to dealers, but none 
had accepted it. He thought lumbermen were 
some years behind the times in this field. Some 
discussion on roofing sales on installments 
followed. 

Lyle M. Cassett, of Clarinda, opened a dis- 
cussion on cinching settlement at the time of 
sale. Collections, he said, are not pleasant 
to talk about. No sale is complete until paid 
for. Other people like to pay bills, but the 
dealer is afraid he will queer the sale if he 
talks settlement before the deal is closed. 
It is a delicate matter and there can be no 
hard and fast rule, but the customer will 
usually be reasonable if the dealer is tactful. 
Understanding about payment makes it much 
more prompt and certain. 

W. T. Anderson asked how many figured 
percentage of outstanding to total sales. A 
show of hands indicated that the average runs 
between. 15 and 25 percent. 


Mr. Cassett mentioned partial payments in 
this connection and definite terms upon which 
they are made. The building and loan is an 
outstanding partial payment system. He takes 
a second mortgage behind the building and 
loan and never has lost a dollar that way. 

C. K. Hutchins urged the usefulness of sell- 
ing the complete house as a means to prompt 
collections and additional profit. 

W. T. Anderson stressed collections and 
urged the use of suit methods. 


THURSDAY AFTERNOON 


At the final session on Thursday afternoon, 
following several readings and solos, Henry 
Peterson, a local attorney, introduced President 
Carl Frederick’ Whetstone, of the University 
of Omaha, who gave an eloquent address on 
the subject, “Present Day Thinking.” 

C. D. Morris, who is a specialist in railroad 
public relations, then analyzed American freight 
rates and showed that they could not be lowered 
on present earning basis. He protested against 
making rate regulation a political matter. 

President McCarthy announced the retirement 
of Secretary R. O. Treichler, and the audience 
gave the retiring secretary a great ovation of 
appreciation for the work he has done for the 
association during his term of office. 

The Ladies Auxiliary then presented a pag- 
eant entitled “The Builders.” 


Gist of Resolutions Adopted 


The resolutions committee approved the pro- 
posed reduction in the Federal corporation in- 
come tax; protested against mail order adver- 
tising in a service men’s magazine; offered its 
co-operation to all organizations seeking to aid 
agriculture in a sound way; reaffirmed its belief 
in retail distribution; approved development of 
inland waterways; expressed thanks to the offi- 
cers and others who assisted in making the 
association work and convention a success, in- 
cluding the hotel management, Council Bluffs 
commercial organizations, press, Sunset Club 
and the Ladies Auxiliary. The committee also 
presented memorial of deceased members. 


Report of Nominating Committee 


The nominating committee presented the 
names of the following nominees, who were 
elected : 

President—Ed. E. Evans, 
Iowa. 

Vice president—J. R. Hall, Winterset, Iowa, 

Secretary—Charles Glatty, Creston, Iowa. 

Directors—J. D. McCarthy, Missouri Val- 
ley, Iowa; L. R. Treichler, Kellerton, Iowa; 
Frank Olson, Onawa, Iowa, and G. M. Liven- 
good, Omaha, Neb. 

The convention closed tonight with a banquet 
at the Chieftain Hotel. 


Council Bluffs, 


Western Pennsylvanians Generally Optimistic 


V otce Conviction That 1928 Will Be Good Business Year, Though 
Keen Competition and Higher Prices Are Expected 


Pirrspurcu, Pa., Feb. 7.—Retail lumbermen 
in attendance at the annual convention of the 
Retail Lumber Dealers’ Association of Pennsyl- 
vania, held here last week, were generally opti- 
niistic over the business outlook for the ensuing 
year. Views on business conditions during the 
last year in the main voiced satisfaction with 
the results, some dealers reporting a fair in- 
crease over the preceding year, while at the 
other extreme the worst year in the last fifteen 
was reported. 

Competition is becoming a serious factor in 
Pittsburgh and immediate vicinity, according to 
expressions by dealers in general conversation. 
Its increasing keenness, resulting in price cut- 
ting, is said to have become general and to 
be having a ruinous effect. Some dealers voiced 
the wisdom of giving more attention to the per- 
centage of profit than the volume of business, 
which has lured some of the yard men into 
what might be termed a price war. Competi- 
tion is more friendly outside the city. All in 
all, the city is believed to be facing a fair vol- 
ume of house building during the year, al- 
though its pressing demands in that line have 
been largely supplied. There will be no abate- 
ment in the volume of big construction projects 
in the city. 

Four States are partly in the territory of the 
association which held its convention here last 
week, the territory including in addition to 
Pennsylvania, the eastern counties of Ohio and 
northern West Virginia and Maryland. Dealers 
representing all parts of the territory were 
interviewed as to business conditions and pros- 
pects as follows: 

A. M. Harnes, Connellsville Construction Co., 
Connellsville, Pa.—In checking over our retail] 
business for 1927, we find that we will have to 
call the last year a surprise year. We find 
that business for the year increased 20 percent 
over 1926. We did not think in the first six 
months such a thing would be possible, but a 
steady volume of business in the last half of 
the year made this so. We are very well satis- 
fied with 1927, and believe there will be a 
larger volume of business in 1928 than there 
was in 1927. 


W. R. Corse. People’s Planing Mill, Punxsu- 
tawney, Pa.—Personally, I view the situation at 
this time rather optimistically for the coming 


spring and summer business. I do not mean 
that we are going to have a boom, or anything 
like it, but it seems to me that the coal situation 
is getting down to a bearing, and if it continues 
to stabilize, other lines will be better settled, and 
better off, also. I believe we will see some 
business when the spring weather opens. 


W. F. Copp, Blair Building Materials Co., 
Altoona, Pa.—The outlook for business in the 
building line in Altoona does not present any- 
thing at present to indicate that conditions dur- 
ing 1928 will differ to any appreciable extent 
from the business of the last year. Altoona 
and Blair County dealers enjoyed a fair volume 
of business in 1927. 


W. W. CAMPBELL, Campbell Lumber Co., New 
Wilmington, Pa.—Business conditions and pros- 
pects for 1928 carry both favorable and unfavor- 
able aspects. The favorable are that more men 
will have employment in the mills and factories 
of the country for at least the first half of the 
year, and I believe the major portion of the 
year. This means more money passing through 
business channels. I do not believe big business 
building will surpass 1927, but small building 
and repairs should equal 1925. The unfavorable 
aspect is the lumber market. It looks as though 
it will be a little stiffer than 1927. To offset 
this rise in lumber costs will be the decrease 
in costs of synthetic lumber and building mate- 
rials, which have already shown a weakening. 
Many of the materials that go into construction 
of even the smaller homes will show a marked 
decline in price, which will more than offset any 
small advance in lumber. Barring the cost of 
labor, building construction will be less expen- 
sive than in 1927 or any previous year since 
1921. 


Cc. P. Bitter, George C. Anderson & Sons 
(Inc.), Latrobe, Pa.—The over-production of 
coal and coke has had its effect among the 
mines, and these companies are large users of 
lumber and other building materials. There has 
been a notable improvement among our steel 
and manufacturing plants and they are looking 
forward to a good business year. We are carry- 
ing a normal stock and are expecting a fair 
business in 1928. 


F. A. Mogsta, Heilman Lumber Co., Ford 
City, Pa.—Business conditions have been at a 
low ebb, with collections very slow. For the 
coming spring I look forward to some substan- 
tial improvement on a smaller volume and re- 


duced profits. Coal mines are operating more 
fully. The glass and brick industries look for- 
ward to an improvement over the last six 
months. Housing conditions are up to the maxi- 
mum. The slack-watering of the Allegheny 
River, which is under way, may temporarily 
help conditions in this district, and give employ- 
ment to the many laborers and mechanics who 
are now out of work. 


D. A. Rutrer, Rutter Bros. Lumber Co., 
Turtle Creek, Pa.—Business is fair in our dis- 
trict and was better in 1927 than it was in 
1926. The bulk of our business in both years 
was in supplying material for new homes. The 
prospects for the present year are good, but 
depend largely on conditions in connection with 
the Westinghouse company’s electric plant. 


GEORGE N. GLAss, president Keystone Lumber 
Co., Pittsburgh—Our volume of business in 1927, 
although fair and satisfactory, was not quite 
as large as that of 1926. We expect that the 
volume for 1928 will average well with the last 
two years, but the increasing keenness-of com- 
petition indicates that the profits of lumber 
dealers in the Pittsburgh district are going to 
be pared considerably. 


J. O. ‘YeaGcer, secretary-treasurer Mifflin 
County Lumber Dealers’ Credit Association, 
Yeagertown, Pa.—If there is any virtue in psy- 
chology, prosperity is a foregone conclusion. 
Large business interests are a unit in their dec- 
larations along this line, and if their frank 
expressions and predictions are the results of 
honest convictions, there is no doubt about a 
very prosperous 1928. In the next few years 
hundreds of millions of dollars will be spent by 
the United States Government in buildings and 
other construction work. Let us hope that Con- 
gress will enact laws making it compulsory to 
use materials produced and manufactured in the 
United States, and not foreign products, in all 
Government construction, regardless of competi- 
tive foreign prices. 


G. P. Textor, Textor Lumber Co., Wilkins- 
burg, Pa.—The outlook for the lumber trade in 
our vicinity in 1928 seems slightly brighter than 
in the latter part of 1927. More figuring is 
being done than in the last three months of 
1927, but prices are lower and the margin of 
profit much less than it should be. 


W. K. Boruanp, Borland Lumber Co., Oil 
City, Pa.—Business was good with us in 1927, 
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and we expect 1928 to be better than last year, 
as 1927 was better than 1926. Home building 
material constitutes the bulk of our business. 
Competition has not increased in keenness in 
our territory, and if the wholesalers and manu- 
facturers keep out of the local field, business 
will be good with us, 


W. J. GLANTZ, W. J. Glantz Sales Co., Youngs- 
town, Ohio.—Business is fair, and we expect it 
to be a lot better this year than it was last 
year on account of the steel industry picking up. 


G. F. Hoce, Canonsburg Lumber Co., Canons- 
burg, Pa.—The last year has disclosed such a 
variation in conditions that it is very hard to 
say what the coming year will bring forth. 
However, I am of the opinion that the lumber 
and building material business, as well as build- 
ing in general, will continue through 1928 in a 
fair comparison with 1927, which witnessed a 
fair volume of business. ‘ 


A. M. F. STITLER, Beaver Falls Planing Mill 
Co., Beaver Falls, Pa.—We feel that the build- 
ing business will be fair during 1928. We think 
construction will be largely school houses, 
churches and small dwellings. 


M. Louts WALLACE, Curry Lumber Co., New 
Castle, Pa.—Business is very poor with us just 
now, although 1927 was a good year until 
Dec. 1. But we are optimistic over the outlook 
and expect a good volume of home building. 
There is a large amount of big building in prog- 
ress now. We have a healthy competition in 
New Castle, with conditions much better than 
they used to be when there were fifteen lumber 
firms compared with five now. 


R. B. CAMPBELL, R. B. Campbell Lumber Co., 
West Newton, Pa.—Business is not extra good 
just now, although we do not expect much this 
time of year. Last year was not bad. We are 
in the mine strike area, the mines in our dis- 
trict having closed May 1, 1925. If they resume, 
I believe we shall see a good run of business, 
chiefly in home building. Competition is pretty 
keen in our territory. 


Ebensburg Lumber Co., 
Ebensburg, Pa.—Business was fair in 1927 and 
the outlook is fair for 1928. Although we are 
in the bituminous mine strike region, there is 
some home building in progress and a new 
high school will be built this year. 


W. L. LiIpHart, 


GrorGeE C. Hoppren, Patton, Pa.—Business is 
not very brisk just now, although we had a 
good volume in 1927 and the prospects for 1928 
are fair. We expect a pretty good year if the 
mines get in operation again. 


Dick STEPHENS, Homer City Lumber & Sup- 
ply Co., Homer City, Pa.—Business with us is 
only fair, being dependent on the coal mining 
situation. If the mines get into operation right, 
we expect a fairly good business. Competition 
is a little keen in our territory. 


H. F. Vocert, Donora Lumber Co., Donora, 
Pa.—Business was very quiet in 1927, having 
been 50 percent less than in 1926. We are in 
a steel center and the mills are running fairly 
well and increasing their activity. Home build- 
ing makes the greater part of our volume of 
business, and if the industrial situation con- 
tinues to improve, we should have a fair year. 
Competition is fairly keen and is making some 
inroads on profits. 


E. A. WIGMAN, Wigman-Wiester Lumber Co., 
Washington, Pa.—Business is a little better 
with us than it was last year at this time. We 
are optimistic, although the mine trouble re- 
mains unsettled. But the mines in our vicinity 
are operating to some extent and the operators 
are doing some buying, which helps business. 
Last year was better with us than 1926, and 
we believe the ensuing year will be better still. 
Competition is keen, but not ruinous, as it is 
said to be in Pittsburgh. 





V. R. Mowry, George Mowry & Co., Derry, 
Pa.—Business is fair and prospects are good for 
1928. We had a fair year in 1927, better than 
in 1926, and the first part of 1928 is bound to 
be as good as the corresponding period in 1927. 
The mining trouble affects our territory. 





H. C. Wurrmore, Whitmore Lumber Co., Wil- 
kinsburg, Pa.—Business would be good, but 
Pittsburgh and its suburbs are passing through 
a period of dissatisfaction, marked by extremely 
keen competition in prices, which will mean a 








survival of the fittest in the next year unless 
conditions change. The outlook for 1928 is for 
as good a year as was 1926, which was good 
from April to September, and 1927 was pretty 
much the same. The prospects for this year 
indicate about the same condition, but there will 
not be as much speculative building, making it 
a safer year. There would be more money made 
if dealers were not over-anxious in figuring on 
business and would consider volume less and 
percentage of profits more. This is the situation 
in Pittsburgh and its suburbs in general. 


W. J. MECKLEN, Mecklen Lumber Co., Roches- 
ter and Monaca, Pa.—Last year was the poor- 
est we have experienced in 15 years and busi- 
ness continues slow. There may be some home 
building, but prospects are not encouraging. 
Competition is keen. 


C. W. Iams, Hill Top Lumber Co., Mt. Oliver, 
Pittsburgh—Business continues just fair, as it 
was in 1927, which was not as good a year as 
1926. The outlook is uncertain, although a rea- 
sonable amount of home building appears to be 
in prospects for 1928. 


A. J. Werser, South Cumberland Planing Mill 
Co., Cumberland, Md.—Business with us is a 
little above normal at present, with good pros- 
pects for the year. Home building and the 
industrial business in 1927 was good, although 
competition cut profits and the volume was a 
little below normal. 


R. R. Stuser, Hunter & Stuber, Beaver Falls, 
Pa.—Business was fair in 1927, which was a 
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better year with us than was 1926. Prospects 
are good, as we are figuring more business now 
than we were at this time last year. Our chief 
business is in home building material. 


R. A. BRAGONIER, Center Lumber Co., Philips- 
burg, Pa.—Business has been very poor the last 
three years on account of the coal situation, 
which controls business in our territory. Pros- 
pects depend on the mine situation, freight rates 
and the like, 


J. A. StrutrzmMan, Conemaugh Lumber Co., 
Johnstown, Pa.—While there is a good deal of 
figuring for this time of year, business has been 
poor on account of the bituminous coal mining 
industry being at a standstill and the steel in- 
dustry rather dull in our territory. Competi- 
tion is keen, especially on account of the activi- 
ties of outside concerns. 


GreorGE D. WALLACE, Wallace Lumber Co., 
Apollo, Pa.—Business is getting better and the 
outlook is for a better year than 1927. We 
depend on the sheet steel industry for our pros- 
perity, and that branch of the steel business 
has been somewhat slow. The mining business, 
too, has been slow, but is doing better. 


W. J. Canvert, Morgantown, W. Va.—Mor- 
gantown has been passing through a phenom- 
enal building program for the last five years, 
and being now built up practically to its. needs, 
the four retail yards there are back to what 
would be considered a normal business. In 1927, 


’ business was unsettled part of the year, along 


with the coal business, but with improvement 
in that industry in the last half of the year, 
business was much better than during the first 
half. The outlook for 1928 is for a better year 
than 1927. 


G. E. MALLoy, Malloy Lumber Co., Erie, Pa.— 
While business is not rushing at this time of 
year, there is a.lot of estimating, which indi- 
cates good business to come. The prospects are 
— for dealers in building material during 
1928. 


J. C. NortH, North & Son, Mifflin, Pa.—Last 
year was a banner year with us, and business 
continues to hold up, with prospects good for 
even more the coming spring. 


J. F. DuBors, Bellaire, Ohio—Business in the 
Bellaire and Wheeling (W. Va.) district of the 
Ohio Valley and through Ohio and West Vir- 
ginia in the union mine belt is not very good 
on account of mining troubles. ; 


C. A. Boyts, Davidsville, Pa.—Business in our 
territory has been dull for the last year, owing 
to the paralysis of the coal industry and the 
depression in the steel industry. We are hop- 
ing for a boom, however, as the Somerset 
County mines are now operating about 75 per- 
cent. 


H. C. Knepr, Lewistown, Pa.—Last year was 
a good one in Lewistown in home and factory 
building, and all the industries are in operation. 
Prosperity has been uninterrupted for the last 


- two or three years. 


THoMAS L. HaINnes, Wayne Lumber Co., Ell- 


‘wood City, Pa.—Business has not been very 


good, but the prospects appear much better. 
Yard stocks are low all over our district, and 
the yards are still buying cautiously. We ex- 
pect a better year than 1927, which was about 
like 1926. 


O. C. CLiuss, O. C. Cluss Lumber Co., Union- 
town, Pa.—We operate three yards in Fayette 
County and find that there is still a profit in 
the retail lumber business for dealers who prac- 
tice the right kind of economy and give the mat- 
ter of selling and creating new business her- 
culean effort. In Fayette County, we are over- 
lumber-yarded, but in spite of this there is a 
good feeling among competitors. We look for 
a fair volume of business in 1928, especially if 
there is an improvement in the bituminous coal 
mining situation. We had a fair year in 1927 
and a fair return on our investment. 


M. L. BarpEN, Madden Lumber Co., Bast Pal- 
estine, Ohio, and Darlington, Pa.—Business is 
pretty good with us. Last year was a good 
year, better than 1926, and prospects are good 
for 1928. 


Noauw Harris, Harris Construction Co., Cali- 
fornia, Pa.—We had a poor year in 1927 in 
our territory on account of the mines being idle. 
There was no building at all last year in our 
vicinity. , 

J. W. Pirer, G. W. Pifer’s Sons, Dubois, Pa., 
and J. F. Minzig, J. E. Dubois Lumber Co., 
Dubois, Pa.—Last year was not as good in a 
business way with Dubois lumber dealers as 
was 1926, largely on account of the mines hav- 
ing been closed since last April 1. We hope for 
better things in 1928. 


J. M. SmitH, Builders’ & Manufacturers’ Sup- 
ply Co., St. Marys, Pa.—Business is only fair. 
Last year was better than 1926. The prospects 
for 1928 are for a normal volume of business. 


L. H. Barcer, E. M. Long & Sons, Cadiz, 
Ohio—The volume of business with us in 1927 
was very good, having been 40 percent above 
that of 1926. We are in an agricultural region. 
Prospects are bright for continued good busi- 
ness, despite the mine strike, which does not 
affect our immediate vicinity in Ohio. 





Cc. G. RayMmonp, Mt. Jewett, Pa.—Business 
has been fair right along on both sides of the 
line separating northern Pennsylvania and 
southern New York, and dealers are optimistic 
over the outlook in 1928. 





G. F. Smock, Smock & Duwall, Belle Vernon, 
Pa.—wWe are in the coal region and business 
has been rather poor, although we had a fair 
year in 1927, but not as good as 1926. While 
prospects are not encouraging for the ensuing 
year, it is early yet, and there may be a change 
during the year. Competition is healthy in our 
territory. 
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Canadians Study Product and Its Markets 


W hite Pine Men Confident of Product But Say It Needs Merchandising— 
Groups Discuss Specific Problems in Pine, Spruce, Hardwood 


Quesec, P. Q., Feb. 7.—The twentieth an- 
nual convention of the Canadian Lumber- 
men’s Association got under way at the 
Chateau Frontenac here today with a record 
attendance and great enthusiasm among 
those present, who came from all parts of 
Canada and from many parts of the United 
States. The capacity of the hotel, usually 
ample for almost any requirements, was 
taxed to the limit to accommodate the visi- 
tors, and the citizens of Quebec with their 
well known hospitality entertained many of 
the lumbermen privately. 

Today’s sessions were entirely devoted to 
group meetings. The white pine, spruce and 
hardwood groups held good meetings. 

The discussion at the white pine group 
meeting indicated that white pine has not 
taken a back seat, as many would believe, 
but by intensive merchandising and perhaps 
manufacturing of thinner stock the old posi- 
tion white pine formerly enjoyed could be 
again secured. Among those participating 
in the discussions and their remarks were: 


A. G. MANBERT, Toronto—“A changed position 
has come in the relative values of white pine 
and its competitors. Our problem is to try to 
find its place. Spruce has become, if not more 
valuable, at least. as valuable as pine. The 
economic trend can not be ignored. Have we 
not then to direct our thought to the fortifying 
of wood in general rather than of any class of 
wood? We suffer because of retrenchment of 
our markets. That brings us to the question 
whether we should not devote ourselves seri- 
ously to assisting the trade extension movement 
in the United States in order to get back some- 
thing of the market that we once enjoyed. 


A. E. Ecxarpt, Toronto—The conditions out- 
lined by Mr. Manbert must be faced. The use 
of white pine has been dwindling for years. 
What the outcome will be I can not say. We 
may have to meet the methods of the Pondosa 
pine mills by making thinner lumber. 


J. L. CrRaNnzE, Bridgeburg—wWhite pine does not 
need to take a back seat. We are going to find 
the job perhaps easier than a few years ago. 
The people who want to know about the lasting 
qualities of wood are today far more numerous 
than they used to be. I don’t see any marked 
disadvantage in reducing the thickness of white 
pine, so far as its lasting quality is concerned. 


Tom WILuIAMs, Ottawa—We should advertise 
white pine to the architects and in the univer- 
sities. 

W. M. Ross, Ottawa—The use of spruce 
for pulp will reduce its competition with white 
pine. 

J. S. Gruurres, Braeside, Ont.—We are going 
after the architects and the builders and we 
are going after the farmers through the retail- 
ers. Mr. Manbert’s remarks were unduly pessi- 
mistic. White pine still sells at a better price 
than spruce. We should back up the T. E. cam- 
paign in the U. S. A. and in Canada, too. We 
have to meet greater sales resistance, but should 
not be pessimistic. We should get out more 
vigorously after the business. 


Mr. Russett—The consumer is setting the 
price of lumber today instead of the manufac- 
turers. 


F. B. Van Dusen, Brockville (a retailer)—I 
want to add a little cheer. Ninety percent of 
the farmers at my yard ask for pine. You have 
made the greatest rise in your lumber in the 
last few years that you ever made by stand- 
ardizing your grades and your advertising. If 
you continue, you'll succeed. I want to congrat- 
ulate you. 


ALBERT Gorpon, Toronto—We have made cer- 
tain marked advances but have a long way to 
go yet. 

N. H. MorGan, Minneapolis—The manufactur- 
ers of white pine should not be pessimistic as 
they are blessed with the one kind of wood that 
they do not have to make an excuse for. I do 
think they will have to ship lumber in finished 


form for immediate use rather than in the 
rough. I don’t think the time will ever come 
when white pine will have to be sold on a price 
basis. The question is as to grades and remanu- 
facture. 


A. RAHN, Minneapolis—You have the only 
gold that is left in lumber today. Grading is 
bringing white pine back. White pine is the 
real lumber yet. There is no reason why you 
can’t find a market for every foot of it that’s 
made in Canada. 

J. L. CRange—lIt is encouraging to compare 
our situation with two years ago when we had 
no uniformity of grades. We evolved a fairly 
satisfactory set of rules. We are now discussing 
the matter of having the bureau establish the 
office of official inspector and grader, a man to 
grade, arbitrate and educate. A committee is 
now working on that. 


White Pine Bureau Annual 


The White Pine Bureau held its annual 
meeting this morning, with a large attend- 
ance, and gave convincing evidence of its 
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determination to go ahead to much greater 
achievement than ever before during the 
present year. Officers and committees for 
the new year were elected as follows: 

General committee—J. L. Crane of the Hope 
Lumber Co., Bridgeburg, Ont. (chairman): 
J. S. Gillies, Braeside, Ont.; W. J. Bell, Sud- 
bury, Ont.; William Milne, North Bay, Ont.; 
E. R. Bremner, Ottawa, Ont.; L. E. Carpenter, 
Blind River, Ont.; D. C. Johnston, Toronto, 
Ont.; A. C. Manbert, Toronto, Ont.; W. M. 
Ross, Ottawa, Ont.; J. W. Smith; Brig. Gen. 
J. B. White, Montreal, P. Q.; Dan McLachlin, 
Arnprior, Ont., and Senator George Gordon, 
North Bay, Ont. 

Executive committee—J. L. Crane, chairman, 
J. S. Gillies, D. C. Johnston, M. T. Raymond, 
Spanish River, and W. M. Ross. 

Grading committee—D. A. Gillies, chairman, 
E. R. Bremner, D. C. Johnston, W. M. Ross and 
J. L. Crane. 


At the afternoon session of the White Pine 
Bureau, J. S. Gillies presided. George Wil- 
son, manager of the bureau, presented a 
paper on “The History and Activities of the 
White Pine Bureau.” Mr. Wilson took his 
hearers back to the early history of Canada, 
declaring that the white pine industry has 
come down from the days of the early 
French regime to the advent of the British 
rule in 1763 and continued for over a century 
thereafter. He told of the early recognition 


given to the superior qualities of white pine- 
of the early licensing by the British pov 
ernment permitting contractors to cut timber 
from Crown lands. When a preferential 
tariff on _Canada timber was established in 
1820, white pine secured a strong foothold 
in the British Isles with Quebec as the pre- 
eminent port from which most of the ship- 
ments were made. 

Mr. Wilson referred to the white Pine 
operations in the Ottawa Valley and 
Georgian Bay districts and mentioned some 
of the pioneers in lumbering that had made 


history. 
A Step in Defense 


_ During the World War Canadian exports 
in white pine dwindled to insignificant totals 
but it was thought that after the close of the 
war this trade would again reach its former 
standing. Instead, however, the formation 
of the trade extension campaigns by com- 
petitive softwood manufacturers and exten- 
sive advertising propaganda by the manu- 
facturers of substitutes brought lean years 
~ the white pine Sneneeenate, There- 
ore, as a measure of self-defense, the 
Canadian White Pine Bureau was organized, 
The bureau immediately got to work to place 
white pine in its former position and the first 
activity was the formation and adoption of 
official grading rules. This step was offi- 
cially recognized by the retail lumber trade 
of Canada as one of the most forward ever 
taken and of great benefit to retail business. 
_Mr. Wilson then told about various ex- 
hibits that had been made at different ex- 
positions throughout Ontario and Quebec 
with the idea of bringing to the public mind 
the great advantages of white pine. In addi- 
tion a campaign of advertising and general 
publicity has been put on, limited only by 
the funds available, and wherever oppor- 
tunity is given to stress the favorable quali- 
ties of white pine, the bureau actively par- 
ticipates and intends to continue the work 
as the means permit. 

In closing his address, Mr. Wilson de- 
clared that “the main objective of the bureau 
therefore may be summarized as an organ- 
ized effort to enlist the codperation of archi- 
tects, builders and wholesale and retail lum- 
ber dealers and to educate the public with 
respect to the superior qualities of Canadian 
white pine and its manifold uses and adapta- 
bilitv in the home, on the farm and in struc- 
tural work generally. 


Speaks of Trade Situation 


A. C. Manbert spoke on the white pine 
trade situation, giving, as he said, a pur- 
posely pessimistic review, in which he in- 
vited the others to pick holes, which they 
did with a will. 

The gist of all the talks on this subject 
was that white pine (Pinus strobus) is the 
greatest wood the world has ever known, 
or, as one speaker put it,—“The only gold 
now left in the world’s lumber supply.” The 
problem of white pine trade extension was 
forcibly discussed, courageouslv faced and 
analyzed by the various speakers, and a 
determination voiced to work out a solution 
along every available avenue of grading, edu- 
cation, research, advertising and manufactur- 
ing improvement. 

WEDNESDAY MORNING 
[Special telegram to Amertcan LumBERMAN] 

Quesec, P. Q., Feb. 8—Following a few 
preliminaries, the Wednesday morning ses- 
sion began with the address of President 


Walter M. Ross, of Ottawa, Ont., who re- 
ferred particularly to the discussion that was 
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to follow, on “Good Merchandising and 
Trade Ethics,” and urged the delegates to 
ive this their most careful attention. All 
branches of the trade are interested in this 
subject, he said, and unethical conduct has 
not been confined to any one section or 
branch. 

I believe, he said, that there is now a very 
decided trend toward-a better understanding 
between us and manufacturers, wholesalers or 
retailers. While nobody will assert, he con- 
tinued, that the millenium has arrived either 
within the lumber industry or outside of it, the 
sentiment in behalf of codperation and concilia- 
tion is so general and so sincere that the fellow 
who proposes to grind the ax of one branch at 
the expense of another is likely to get little 
encouragement. 


President Ross declared that the industry 
has become convinced that the wiser policy 
and the more modern attitude is that of con- 
ciliation and concession, and in the establish- 
ment of this policy is seen the industry’s best 
hope of progress and prosperity. 

He declared that there is a better tone to 
general business, which is bound to affect 
the lumber industry, and that despite the 
effect on business of the presidential elec- 
tion in the United States, there is a strong 
feeling of optimism and with sufficient 
boosters the lumber trade is bound to 
benefit. 

Mr. Ross referred to the pernicious prac- 
tice of price cutting, which had been one of 
the potent factors in making lean years 
leaner, and hoped that those who are selling 
jumber would realize that cutting the price 
does not increase consumption but only re- 
duce profits. He urged the dealers to put 
their energies rather into good salesmanship 
and merchandising. 


Report of Secretary 


Secretary R. L. Sargant, of Ottawa, Ont., 
in his report, urged the delegates to bring 
in additional members, for if the association 
is to function properly it must have an 
augmented membership. 

The secretary told of receiving in the last 
few days figures covering the preliminary 
census of the Canadian lumber industry for 
1926. These figures showed that the total 
quantity of lumber produced in Canada in 
1926 was 4,185,140,000 feet, the total valu- 
ation of which was $101,071,260, which was 
a slight increase over production and value 
in 1925. The total production of lath in 
1926 was 1,378,366,000, valued at $6,527,060, 
which was also an increase over the 1925 fig- 
ures. The production of shingles in 1926 
was 3,299,397,000, valued at $10,521,723, also 
a slight increase over 1925. The figures 
showed that British Columbia led in the pro- 
duction of sawn lumber, with Ontario next. 
Ranking next came Quebec, New Bruns- 
wick, Nova Scotia, Manitoba, the Provinces 
of Alberta, Saskatchewan and Prince Ed- 
ward Island. New Brunswick leads in the 
production of lath, and Quebec in the prepa- 
ration of pulpwood. These figures, Secre- 
tary Sargant stated, are of course subject to 
revision. 

The report of the technical committee ap- 
pointed by the Dominion Fire Prevention 
Association on the combustibilitv of roofing 
materials, was described by William Mc- 
Neill, managing director of the Timber In- 
dustries Council of British Columbia. J. 
Grove Smith, Dominion fire prevention com- 
missioner, assured the lumbermen that they 
need have no fear that anything would be 
done to injure the wood shingle industry 
when the subject would be considered by 
the fire prevention association. 

The report of the transportation depart- 
ment was then heard, particularly on the 
proposal to eliminate alternative routings 
via St. John, N. B.. and St. Rosalie Tunction, 
Que.. on west bound traffic from Maritime 
Province points. A. D. Huff, traffic manaver 
of the Canadian International Paper Co.. 
Montreal, discussed this proposal. A. E. 
Clark, of Edward Clark & Sons (Ltd.), Tor- 
onto, discussed rates on lumber to points in 


Central Freight Association territory of the 
United States. 


WEDNESDAY AFTERNOON 


The Wednesday afternoon session opened 
with a discussion on good merchandising 
and trade topics, which was introduced by 
representatives of various wholesale and re- 
tail associations of eastern Canada including 
L. G. Gravel, president Montreal Whole- 
sale Lumber Dealers’ Association; J. M. 
Dessureault and L. W. Halliday, respectively 
president and vice president of the Province 
of Quebec Retail Lumber Dealers’ Associa- 
tion; Arthur McLaurin and J. R. Bonhomme, 
president and vice president, respectively, of 
the Montreal Retail Lumber Dealers’ Asso- 
ciation: F. B. Van Dusen and Horace 
Boultbee, respectively president and_ secre- 
tary-manager of the Ontario Retail Lumber 
Dealers’ Association; and by representatives 
of the Wholesale Lumber Dealers’ Associa- 
tion of Toronto. After the members of the 
Canadian associations had spoken, the meet- 
ing was thrown open for general discussion, 
and several manufacturers and United States 
wholesalers and manufacturers, including A. 
C. Dutton, Spencer Kellogg, and W. 
Schupner, and C. A. Goodman, of the Na- 
tional-American Wholesale Lumber Associa- 
tion, took part. 

A resolution was formulated which was to 
be referred to the committee on resolutions, 
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declaring it the sense of the meeting that 
there was complete unanimity as to the car- 
rying out of trade ethics, defining the posi- 
tion of the manufacturer, wholesaler and re- 
tailer, and approving that all lumber used in 
building construction and repairs be sold by 
the retailers exclusively provided the latter 
buy from recognized wholesalers exclusively. 


THURSDAY SESSIONS 
[Special telegram to AMERICAN LUMBERMAN] 

Quesec, P. Q., Feb. 9.—J. S. Gillies, chair- 
man of the ‘White Pine Bureau, reported on the 
bureau’s work. The bureau has now under 
consideration the appointment of a grading in- 
spector, and expected to find a capable man 
for this purpose at an early date. The white 
pine industry apparently was working into a 
situation requiring further finishing processes 
at the mill. 

A. E. Clark reported for the hardwood group. 
With the exception of one-inch lumber, he 
reported a pronounced shortage of stocks. One- 
inch stock was, unfortunately, overproduced. 
A hardwood committee had been appointed 
which would endeavor to work out a plan for 
gathering statistics of production and con- 
sumption of hardwoods in Canada. The com- 
mittee would be composed of A. E. Clark, 
chairman; H. E. Gill and B. Gilday. The 
Canadian Lumbermen’s Association endorsed the 
appointment of this committee. Another reso- 


lution endorsed, asked for a reduction in local 
short haul rates on all Canadian lumber. 

A. C. Dutton reported for the spruce section 
that it had adopted the following definition of 
merchantable spruce: 


Eastern Canadian Rough Merchantable 
Spruce Lumber 


Merchantable spruce shall comprise the 
forest run of spruce and balsam, properly 
and evenly sawn, correctly square edged to 
size, double end trimmed, 3 inches or wider, 
8 inches and longer, containing the product 
of the log, with such exceptions as are here- 
inafter specified. All pieces shall be elimi- 
nated which contain the following defects: 
Soft and hard rot, blue stain, loose or rot- 
ten knots, knot holes, gum seams, heart 
shakes, season checks exceeding 8 inches in 
length and worm holes. All pieces that con- 
tain knots of such size or number as mater- 
ially to impair their strength shall also be 
rejected. Pencil-knotted and clear may be 
reserved at the option of the seller. 


Wane in Merchantable Spruce 


At the general meeting, keen discussion de- 
veloped as to wane in merchantable spruce. A 
definition was endorsed with an amendment per- 
mitting one-half inch of wane, either edge and 
surface seams that’ do not impair the strength 
of the piece, as follows: 

Nothing in the above shall prevent the 
shipping as correctly square-edged lumber 
pieces 5 inches wider that contain not to 
exceed one-half inch of wane on either edge 
of the piece at any place thereon, and the 


. corresponding wane allowable on sizes. nar- 


rower than 5 inches shall be not to exceed 
one-quarter inch on either side of the piece 
at any place thereon, but at least 85 percent 
of the total number of pieces in any ship- 
ment shall be free from any wane whatever. 
Pencil-knotted and clear lumber in any size 
or thickness may be reserved at the option 
of the seller. 

A trade ethics resolution presented by A. C. 
Manbert, of Toronto, was carried by the con- 
vention. The resolution endorsed better trade 
relations within the various branches of the 
lumber industry, the convention expressing its 
desire to make these principles effective, urging 
that individual associations support the propo- 
sition by the appointment of representatives 
from each branch of the industry and trade 
who will gather in joint conferefice to consider 
ways and means to put it into effect. 


Election of Officers 


The seven directors elected to serve on the 
executive committee for the next three years 
were: Ontario—J. S. Gillies, Braeside; A. E. 
Clark, Toronto; A. C. Manbert, Toronto. Que- 
bec—W. Gerard Power, Quebec City. New 
Brunswick—G. P. Burchill, South Nelson. 
United States—R. E. Stocking, New York; 
John E. Booth, Burlington, Vt. 

At a subsequent meeting of the directors, the 
following officers were elected for the coming 
year: 

President—Brig. Gen. J. B. White, Canadi- 
an International Paper Co., Montreal. 

¥Wirst vice president—E. R. Bremner, W. C. 
Edwards & Co., Ottawa. 


Second vice president—G. P. Burchill 
Smith, Nelson, N. B. 


Secretary—R. L. Sargant, Ottawa. 
Honorable treasurer—R. G. 
Ottawa. 


The selection of the place of the meeting for 
1929 was left in the hands of the new executive 
committee. 

The matter of a trade extension and pub- 
licity campaign, outlined by Arthur Thomas and 
S. P. Westaway, of the Canadian Forest Prod- 
uct Publicity Association, Hamilton, Ont., for 
a greater use and wider appreciation of Canadi- 
an woods, was referred to the incoming 


Cameron, 


‘directorate for the appointment of members 


to their council. A. D. Rahn, of the Shevlin, 
Carpenter & Clarke Co., Minneapolis, Minn., 
spoke on what was being carried out in the line 
of trade extension in the United States. 

John I. Shafer, of South Bend, Ind., second 
vice president of the National Hardwood Lum- 
ber Association, conveyed greetings to the 
Canadian Lumbermen’s Association. 
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Western Piners Close Constructive Annual 


Unpleasant Facts Are Frankly Faced and Remedy Sought — Best Merchandising Brains 
Needed, Says Executive—Trade-Marking Machine Acquired 


[Special telegram to AMERICAN LUMBERMAN] 


SPoKANE, WasH., Feb. 8.—The last session 
of the twenty-second annual meeting of the 
Western Pine Manufacturers’ Association 
closed late this afternoon. This annual meet- 
ing has been marked by a large attendance 
at all sessions. The length of time devoted 
to technical discussions of research work and 
the immense amount of interest displayed by 
the members is a decided change from pro- 
grams of former years. 

As officers for the coming’ year the associa- 
tion has unanimously chosen: 

President — Walter Leuthold, 
Lumber €o., Deer Park, Wash. 

Vice president—Walter Neils, J. Neils Lum- 
ber Co., Libby, Mont. 

Treasurer—H. K. Brooks, 
Lumber Co., Bend, Ore. 

Director for the Spokane district—E. H. Van 
Ostrand, Coeur d’Alene, Idaho. 

Director for the eastern Oregon district— 
David Stoddard, Baker, Ore. 


The directors for the Montana district will 
be chosen at a future date. 

In passing through the busy sessions, the 
western piners were not unmindful of their 
former members who had passed on and 
adopted suitable resolutions of condolence for 
the’ survivors of the three deceased members, 
B. F. Pierce, Spokane; C. H. Richardson, Mill- 
town, Mont., and R. J. Knott, Portland, Ore. _ 

Even of more importance than research 
work was that of advertising and the latest 
important step in this direction, as reported 
at the meeting, was the purchase of the Tan- 
ner lumber printing machine for printing the 
association’s trade-mark on the ends of all 
products of association members. 

An enjoyable part of the two days’ program 
was a complimentary dinner given to the visit- 
ing lumbermen by the Hoo-Hoo Club of Spo- 
kane, and although the program at the dinner 
was largely one of entertainment, it afforded 
an excellent opportunity for Snark of the 
Universe J. M. Brown to tell of the con- 
structive activities of many of the Hoo-Hoo 
clubs throughout the United States and the 
excellent work that these clubs are doing to 
assist in lumber and forest products trade 
promotion work. 

A Startling Suggestion 

The most startling statement of the meeting 
was the suggestion of the Secretary-manager, 
A. W. Cooper, in his annual report, that unless 
the members visualized the seriousness of the 
way in which they are now handling their 
sales he would recommend that they abandon 
their association and try for a while to see 
where they will get without any organization. 

Secretary Cooper in his annual report 
touched upon the work of the traffic depart- 
ment under the new traffic manager, H. A. 
Gillis, who succeeded R. J. Knott last fall. 
He pointed out the growing dissatisfaction 
with rates as partly due to demoralized condi- 
tions of the market. He said the organiza- 
tion is more than ever disposed to work out 
its problems in a codperative way with the 
carriers. He briefly reviewed the advertising 
of the association. The statistical work and 
research department’s activities were described 
to the members. The latter named department 
is rapidly growing in importance. 


Reviews Trade Extension Campaign 
Mr. Cooper then gave a comprehensive and 
constructive review and criticism of the Na- 
tional Lumber Manufacturers’ trade extension 
work which by natural steps led into a straight- 
from-the-shoulder condemnation of the present 


Deer Park 


Brooks-Scanlon 


methods of western pine manufacturers in 
which this courageous secretary-manager sug- 
gested the scrapping of the association if re- 


forms can not be put into effect. He said 
in part: 
During the year that has just closed we 


have seen a new departure in the embarkation 
into the field of trade extension of the Na- 
tional Lumber Manufacturers’ Association. 
The launching of this work has been in the 
hands of a committee representing all the re- 
gionals. As was naturally to be expected, the 
National in entering this field found itself 
more or less in a state of chaos. The lumber 
industry has never ventured far into the 
realms of modern merchandising. It has very 
few men who are at all trained along the lines 
of advertising, trade promotion, research or 
any of the kindred fields, nor have the man- 
agements of most of our companies anything 
but a very superficial knowledge of those 
fields of modern merchandising. As a result 


of all this, it is only natural that the trade 
extension work should be slow in getting 
undér way. It still remains to be seen 














A. W. COOPER, 
Portland Ore.; 
Secretary-manager 


W. LEUTHOLD, 
Deer Park, Wash.; 
Elected President 


whether the industry can develop a sound sys- 
tem nationally. In the eagerness to plunge 
into this field there has been a tendency at 
times to overlook basic principles, and at 
other times to copy slavishly the methods of 
commodities which are naturally uniform in 
character. With inexperienced men, with some 
eighty commercial woods, and an industry 
unused to the field on which it has embarked, 
it is easy to fall into both of these errors. 
Personally, I feel that some of the most diffi- 
cult problems that are raised by such an 
undertaking still remain to be solved. I am 
inclined to think that the idea of space adver- 
tising has already encountered some serious 
snags, and I confess that in the realm of 
exhibiting and of trade promotion there are 
elements of danger. 

It is a natural tendency of a national trade 
extension staff to simplify its problem by 
assuming a uniformity in the products of 
trees which does not and can not exist, and 
this has already led to confusion in the minds 
of some consumers as to the problem of grad- 
ing lumber. Grades, to be effective, must be 
made with an eye to the peculiarities of the 
species graded, in the first place, and in the 
second place to the inherent physical charac- 
acteristics of that species, and to its conse- 
quent uses; must, and should, differ between 
species in different regions; nothing but a 
superficial comparison of grades between re- 


gions is possible. The more we refine and per- 
fect the production of lumber, the further 
must we go in this direction. We have seen 
grades increase from one or two in number 
to many. Unquestionably it would be simpler 
to stick to two or three grades, but the adap- 
tation of our product to its best use, and the 
best conservation of it, has inevitably com- 
pelled us to increasingly differentiate into 
more and more grades. This movement natur- 
ally develops striking and wide differences in 
grades as made in different woods. The wood 
that is primarily structural in character must 
inevitably be graded from a different point of 
view than one which is primarily a finishing 
wood. This differentiation also is enhanced 
and complicated by the methods of sawing, 
which are inevitably different in different 
woods. 

The National organization has tended to 
create in the past, through its standardization 
movement, the impression that by adopting a 
common nomenclature we had rendered grades 
interchangeable, and it has been necessary 
during this year for our own organization to 
combat this notion vigorously among certain 
classes of consumers, notably the Govern- 
ment departments, State highway commis- 
sions, and purchasing agents for industrial 
and railroad corporations. 

This will give you one angle of some of the 
pitfalls into which National trade extension 
may fall if not carefully guided. There is one 
other angle to this trade extension movement 
that I think has been very seriously over- 
looked. I am afraid there is a tendency among 
some manufacturers to feel that it is in a way 
replacing regional effort in the field of trade 
promotion, and that the expenditure of money 
nationally can be compensated for by a reduc- 
tion of expenditure locally. There is no more 
dangerous fallacy to our industry than this. 
The. mere fact that the industry is nationally 
promoting wood, makes it all the more im- 
perative that we, as the producers of specific 
woods, redouble our efforts in behalf of our 
own woods. 


Should Spend More for Advertising 


Members and potential members have ex- 
pressed to me surprise at the very large 
amount per thousand of our present dues. 
That would be funny if it were not pathetic. 
We ought to spend more than our entire dues 
amount to in the field of advertising and trade 
promotion alone, and we would not then be 
coing a quarter of what most modern indus- 
tries find it imperative to do. This leads me 
to the saddest part of all, the sad story of 
1927, which I think can be summed up in one 
phrase—the complete breakdown of our mar- 
keting machinery. I confess to a feeling of 
real discouragement when I look upon the 
methods that have been employed. Mr. Bar- 
ton, a year ago, pointed out in forceful lan- 
guage the excellence of our timber, the high 
character of our producing plants, the great 
efficiency of our grading system and the 
efforts being made to protect the interests of 
the members in every department of their in- 
dustry through their associated efforts. He 
then pointed out that having reached that 
point, we turn around and throw it away. It 
is the most lamentable condition from a busi- 
ness standpoint that I can well imagine. 

I have come to the inevitable conclusion 
that our industry must go back to the begin- 
ning of things and develop, or acquire from 
outside somewhere, merchandising brains. 
You have been accustomed for many years, 
not only yourselves, but your predecessors, to 
ignore the importance of the marketing end 
of your industry. When confronted with a 
merchandising problem you have pursued what 
I have heard business men in other lines char- 
acterize as an extraordinary peculiarity of our 
own industry, and that is, failed to appreciate 
the need for expert and trained brains in this 
field. It is laughable to talk about and argue 
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about spending 14 cents a thousand on the 
only concerted effort being made to maintain 
your product as a standard product, and to 
ereate and maintain for it a market, when 
you are engaged in slashing it, not a dollar 
or fifty cents, but $5 at a clip. If this is 


’ selling a product, then I know nothing what- 


soever about selling. Unless you can visualize 
the seriousness of this situation and of this 
problem, my recommendation to you would be 
to abandon your association and try for a 
while to see where you will get without any. 
If your association is to be worth anything, 
if those of us who work for you in it are to 
feel that we are doing anything but waste our 
time, we want to see results. Results mean a 
prosperous industry, an industry that sells its 
product with a margin of profit, that can 
maintain wages to its employees without going 
proke, that will command the respect of the 
communities in which it is located. If you 
can not convert or make use of the efforts of 
your association to this end, then are they not 
totally wasted, and for what have we labored? 

The solution of your problem, gentlemen, is 
very deep seated. It is not a form that is 
going to save you; it is more far reaching. 
You have got to give selling your full and 
undivided attention yourselves, provided you 
feel you are best qualified for it, or you have 
got to employ brains that will do this. There 
is no use in discussing details until the brains 
that can concentrate on details and work out 


- from them and make effective a real sales 


policy are at the helm. 


Expresses Need for Codperation 


Following roll call and the usual routine, 
President C. A. Barton read his annual mes- 
sage, which, as usual, was very brief, leaving 
details to be covered by the secretary-man- 
ager’s report. President Barton said he had 
no recommendations to make but some ob- 
servations. He called attention to the im- 
mense amount of work being done in other 
industries to bring about appropriate coopera- 
tion between their units and expressed his 
belief that many of the ills of the lumber 
industry are due to a lack of codperation and 
that members are prone to blame the other 
fellow for what they hear about him and 
without first hand information. He asked, 
“Wouldn’t it be a good idea to turn the 
searchlight upon ourselves? You would be 
surprised at what you would see.” In closing 
he again stated that the keynote of his mes- 
sage was that our difficulties flow from our 
failure to appreciate what full codperation 
will do for us, and he expressed his pleasure 
in the service of the Western Pine Manufac- 
turers’ Association for two years as president. 

R. E. Irwin, chairman of the grading com- 
mittee, in his report, made several pertinent 
statements. He said that taken as a whole 
there has been no improvement and he took to 
task those mills where grading of the product 
receives too little attention, although he ad- 
mitted the association has set a high stand- 
ard and has made a record of which it can 
be proud. He paid a glowing tribute to the 
striking improvements in grading shown by 
the eastern Oregon mills affiliated with the 
Pondosa Sales Co. As a whole, the associa- 
tion product showed 9334 percent on grade. 
He particularly called attention to the neces- 
sity of keeping up grades if the per capita 
consumption of lumber is not to continue to 
decline. 

W. C. Geddes, of the Craig Mountain Lum- 
ber Co., Winchester, Idaho, who has been 
chairman of the advertising committee for the 
last three years, reported on the last year’s 
work in advertising. The campaign was not 
as large as it was hoped it would be because 
of lack of revenue, but with the exception of 
their ability to inaugurate a larch campaign 
the essential features were perserved, including 
in addition to the ‘Pondosa advertising an en- 
larged campaign for Idaho white pine. The 
latter was directed to home owners through 
the magazines House and Garden, and Better 
Homes and Gardens, and to architects, build- 
ing contractors and lumber dealers through 
the outstanding publications of those fields. 
Also in the Idaho white pine campaign a plan 


book for boys and packages of Idaho white 
pine lumber were placed in the hands of 


many of the boys of the country. The report | 


covered other details of the campaign but 
stressed as the most important steps the fact 
that the committee has purchased the patent 
rights of the Tanner lumber printing machine 
to be used in printing the association’s trade- 
mark on the ends of lumber. These machines 
are offered to the association members on a 
leased basis so that the organization will have 
control and may take the machines away from 
any company not maintaining the proper stand- 
ard of grades. 


Plans for the coming year involve an ex- . 


penditure of about $85,000 for space and prep- 
aration covering Pondosa pine, Idaho white 
pine, and a small campaign for larch. In 
addition to this, there will be other expenses 
amounting to $6,000 or $8,000 and a total of 
$97,000 has been approved by both the com- 
mittee and the board of directors. 

In concluding, the report said: “Advertis- 
ing will not distribute your lumber. All that 
it can possibly do is to create a desire for 
the use of wood, and until you learn to re- 
spect your product, have faith in it and in- 
telligently market it you will continue to have 
years of unsatisfactory business.” 


Association Advertising Explained 


The Tuesday afternoon session began with 
a detailed explanation of the association ad- 
vertising by Carl J. Eastman, San Francisco, 
of N. W. Ayer & Son, advertising -agents. 





Cc. A. BARTON, 
Boise, Idaho; 
Retiring President 


Mr. Eastman’s talk was illustrated by a dis- 
play of copy that has been used in the vari- 
ous publications and of pamphlets and by 
layouts for copy to be used during 1928. 
There were also exhibits of signs, books for 
boys and dealer helps. Mr. Eastman stated 
that three very important steps had been taken 
by the association. First, the decision to ad- 
vertise; second, choosing the name Pondosa 
pine, and, third, purchasing the trademarking 
machine. 

Mr. Eastman was followed by N. L. Cary, 
the association’s advertising manager, who fur- 
ther carried on the discussion of this impor- 
tant branch of association work. He told 


more of the results that have been obtained . 


by space advertising. He particularly dwelt 
on the inquiries that have come in from the 
small amount of space used in advertising the 
packages of white pine which were shipped 


to boys for a price of 60 cents delivered. Al- ° 


ready 2,200 of these packages have been de- 
livered and many more orders are coming in. 

One of the features of the session was an 
address by George Pearson, sawyer in the 
Brooks-Scanlon Lumber Co.’s plant at Bend, 
Ore. Mr. Pearson’s subject was “Selling the 


Industry to Its Employees.” About two years 
ago Mr. Pearson was instrumental in ‘organ- 
izing the mill employees at Bend on a drive 
to increase the use of lumber products and 
thereby to make their jobs more steady and 
remunerative. No white collar employees were 
to be part of this organization, These em- 
ployees thought manufacturers were wrong 
in thinking they suffered from overproduction 
and tried to cure it with curtailment which 
meant a smaller pay check for each employee. 
The employees thought the answer was under- 
consumption. They first tackled the box prob- 
lem and taught the families to make purchases 
of goods packed in wooden boxes, and they 
brought influence to’ bear on the merchant to 
demand such packing. As a result of the suc- 
cess of this movement, Mr. Pearson was 
granted three months’ leave of absence re- 
cently and has started his work outside of 
Bend with a series of meetings, addressing 
employees and service clubs at such points 
as Longview, Wash., where a permanent com- 
mittee for wood promotion was organized, 
These employees have also sponsored essay 
contests in the schools on the subject of the 
uses of wood, with gratifying results.. Mr. 
Pearson says he wants to change lumbermen 
from wooden headed to wooden minded. He 
paid a tribute to the Bend Hoo-Hoo Club. 

Traffic problems of concern to members of 
the Western Pine association are many, and 
H. A. Gillis, traffic manager, went into this 
subject exhaustively. They are interested in 
securing lower rail rates into Central Freight 
Association territory, particularly because of 
inequalities that have arisen from percentage 
increases when there were no through rates. 
Mr. Gillis described the various phases of 
the present status of milling-in-transit rating. 
He also called attention to the recent re- 
duction in cedar rates from Northwest points, 
which will make them the same as pine and 
fir rates. ; 

Following discussion of this subject, a mo- 
tion to oppose the proposal of fir door manu- 
facturers to amend the milling-in-transit priv- 
ilege prevailed. 

Statistics and Research Discussed 


On Wednesday morning, S. J. Sharp, statis- 
tician, told of the work of this department 
which is growing and should be more valu- 
able each year, especially from a comparative 
basis. The discouraging feature, however, is 
the seeming lack of use by the members. Sell- 
ing is apparently not influenced by statistical 
conditions in the industry. Mr. Sharp ex- 
hibited a group of charts showing produc- 
tion and shipments on comparative basis for 
1926-1927 and cut indicated for 1928. He also 
showed graphs from mill stock sheets, show- 
ing decrease in stocks of Pondosa pine and 
larch and fir, with an increase in Idaho white 
pine. So far in 1928 the cut is considerably 
less than for a like period in 1927. 

A. Hermann, head of the kiln drying and 
research departments, discussed kilns in use 
by members. He said there had been no new 
departures in kiln development during the last 
year. Mr. Hermann unqualifiedly endorsed the 
forced circulation type of kiln and advised 
all operators to use kilns of that kind. Mr. 
Hermann predicted that guaranteed moisture 
content is eventually inevitable, but the time 
is not yet here. No practical way of guaran- 
teeing moisture content can be used until it 
= ee to test each piece coming from the 

iln. 

Turning to the research department, Mr. 
Hermann told of tests of the thermal conduc- 
tivity in relation to density. Twelve careful 
tests were made on seven species for measure- 
ment of heat transmission, starting with rela- 
tively light woods like cedar and gradually 
increasing in density through Pondosa pine, 
Douglas fir, oak etc. The analysis shows that 
other characteristics than density affect the 
heat transmission. Practically this all means 
that the house builder, for purposes where 
insulating value is considered, should, gen- 
erally speaking, use the lighter, less dense 

(Concluded on Page 76) 









ee Se Ce 


— 


AMERICAN LUMBERMAN 


FEBRUARY 11, 1923 








Feb. 14—Eastern Iowa Retail Lumbermen’s Asso- 
atethen, Lafayette Hotel, Clinton, Iowa. An- 


nual. 

Feb. 14-15—Southern Forestry Congress. Louis- 
ville, Ky. Annual. 

Feb. 14-16—Tennessee Retail Lumber & Millwork 
Dealers’ Association, Hotel Patten, Chatta- 
nooga, Tenn. Annual. 

Feb. 15-17—Nebraska Lumber Merchants Associa- 
tion, Hotel Rome, Omaha, Neb. Annual. 

Feb. 16-17—New Jersey Lumbermen’s Association, 
Hotel Traymore, Atlantic City, N. J. Annual. 

Feb. 17—Eastern Millwork Bureau, Hotel Pennsyl- 
vania, New York City. Annual. 

Feb. 17—West Coast Lumbermen’s Association, 
Seattle, Wash. Annual. 

Feb. 18—San Joaquin Valley Lumbermen’s Club, 
Hotel Californian, Fresno, Calif. Annual. 

Feb. 18—East Texas Mill Managers’ Association, 
Jasper, Tex. Monthly. 

Feb. 17-18—American Forestry Association and Mis- 
souri Forestry Association, Statler Hotel, St. 
Louis, Mo. Joint annual. 

Feb. 20—Northern Wholesale Hardwood Lumber 
Association, Milwaukee Athletic Club, Milwau- 
kee, Wis. Annual. 

Feb. 20-22—Western Forestry & Conservation As- 
sociation, Winthrop Hotel, Tacoma, Wash. An- 
nual. 


Feb. 21—Northern Hemlock & Hardwood Manu- 
facturers’ Association, Pfister Hotel, Milwau- 
kee, Wis. Annual. 

Feb, 21-23—Wisconsin Retail Lumbermen’s Asso- 
ciation. Milwaukee Auditorium, Milwaukee. 
Annual. 

Feb. 22—Northern Indiana & Southerm Michigan 
Retail Lumber Dealers’ Association, Oliver Ho- 
tel, South Bend, Ind. Annual. 

Feb. 23-25—Western Retail Lumbermen’s Associa- 
tion (U, S.), Hotel Utah, Salt Lake City, Utah. 
Annual. 

Feb. 29-March 1—North Dakota Retail Lumber- 
men’s Association, Fargo, N. D. Annual. 

March 1—Southwestern Ontario Retail Lumber 
Dealers’ Association, Prince Edward Hotel, 
Windsor, Ont. General meeting. 


March 1—Lumbermen’s Exchange of the City of 
Philadelphia, Bellevue-Stratford Hetel, Phila- 
delphia, Pa. Annual banquet. 

March 7-8—South Dakota Retail Lumber Deal- 
ers’ Association, Sioux Falls, 8. D. Annual. 
March 8-10—Province of Quebec Retail Lumber 
Dealers’ Association, Windsor Hotel, Montreal, 

Que, Annual. 

March 13—Roofer Manufacturers’ Club, Ralston 

Hotel, Columbus, Ga. 


March 14-15—Central & Northeastern Iowa Lum- 
bermen’s Association and Northwest Iowa Lum- 


—_. 


Associations Plans and Activities 


bermen’s Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Joint annual meeting. 

March 16-18—Lumbermen’s Club of Arizona, Phog. 
nix, Ariz. Annual. 

March 21-22—Southeast Missouri Retail Lumber 
Dealers’ Association, Idan-Ha Hotel, Cape 
Girardeau, Mo. Annual. 

March 26—Louisiana Retail Lumber Dealers’ As. 
sociation, New Orleans, La. Annual 

March 26-28—Southern Pine Association, Roosevelt 
Hotel, New Orleans, La. Annual. 

April 10-12—Lumbermen’s Association of Texas, 
Rice Hotel, Houston, Tex. Annual. 

April 11-12—National-American Wholesale Lumber 
Association, Atlantic City, N. J. Annual, 
April 19-20—Hardwood Manufacturers’ Institute, 

Congress Hotel, Chicago. Annual, 

April 19-20—Millwork Cost Bureau, Congress Ho- 
tel, Chicago. Annual. 

April 24-26—National Association of Railroad Tie 
Producers, Arlington Hotel, Hot Springs, Ark. 
Annual. 

May 1-2—National Lumber Manufacturers’ Asgo- 
ciation, Congress Hotel, Chicago. Annual. 
May 3-4—General Standardization Conference, 

Washington, D. C. 

May 7—Southwestern Ontario Retail Lumber Deal. 
ers’ Association. Annual meeting and cruise, 
Sarnia to Windsor and return, via Steamer 
“Hamonic.” 





Wisconsin Entertainrzent Program 


Mr.waukee, Wis., Feb. 6—A varied pro- 
gram of entertainment for members, guests, 
and their ladies, has been arranged by Don S. 
Montgomery, secretary, during the thirty-eighth 
annual convention of the Wisconsin Retail 
Lumbermen’s Association here, Feb. 21 to 23. 

The different functions which have come to 
be a tradition of the conventions will be on a 
far more splendid scale this year than in pre- 
vious years, due to the setting. The principal 
features of the entertainment will be held at 
the new Hotel Schroeder which recently opened. 

The high spot on the entertainment program 
will be reached Wednesday night when the 
annual dinner-dance will be held in the ball- 
room of the Hotel Schroeder. During the din- 
ner, the Milwaukee lyric male chorus of eighty 
voices, which made such an impression at the 
banquet last year, will sing, and they will also 

ive a half-hour concert following the dinner. 
Sincien and other entertainment will follow. 

On Tuesday noon, President Hawley W. 
Wilbur will hold a president’s luncheon at the 
Milwaukee auditorium for the officers and di- 
rectors of the association. That evening, the 
Milwaukee Hoo-Hoo Club has scheduled its 
annual convention dinner and concat. All lum- 
bermen are invited whether they belong to Hoo- 
Hoo or not. The annual theater party will also 
be held on Tuesday night, at the Palace- 
Orpheum vaudeville theater. 

The luncheon Wednesday noon will be com- 
plimentary, given by the association to the ex- 
hibitors at the convention. It will be held at 
the Milwaukee auditorium. Another luncheon 
will be served at the auditorium the following 
day, which however, will not be complimentary. 

Dastendsteve of the Ladies’ Auxiliary to the 
association will be at the Hotel Schroeder in 
the lounge on the second floor. 

Announcements regarding other phases of 
the convention have been mailed out by Mr. 
Montgomery to the members as has the annual 
year book of the association. Articles of in- 
terest to the dealers, reports, and a directory 
of the members are the principal features of 
the book. 

Attention has been called to the new location 
of the convention. All exhibits and convention 
sessions are to be held at the Milwaukee Audi- 
torium, which is located at Cedar Street be- 
tween Fifth and Sixth streets. Business ses- 
sions will be held in Kilbourn hall while the 
exhibits will be in the main arena. The dining 
room is located in Juneau Hall. All exhibits 
will be closed during the business meetings. 

Identification certificates which permit pur- 
chase of round-trip tickets on the railroads at 
fare and one-half from all points in Wisconsin, 
Upper Michigan, and Minnesota and Illinois, 
have been mailed to members. 


Members of the Milwaukee Hoo-Hoo Club 
will act as ushers at the Wisconsin association 
convention here, it was decided at a meeting 
of the directors last week. This will expedite 
the seating of the large number of dealers who 
will be here for the convention. 


Southwestern Ontario Activities 


CuatHam, Onrt., Feb. 8.—Announcement is 
made by M. R. Bogart, secretary-treasurer of 
the Southwestern Ontario Retail Lumber Deal- 
ers’ Association, this city, that the organiza- 
tion will hold a general meeting on March 1 
at the Prince Edward Hotel in Windsor. Sec- 
retary Bogart also announces that the annual 
meeting and cruise to be made aboard the 
steamer Hamonic from Sarnia to Windsor and 
return will be held on May 7. 


Date for National Manufacturers 


Wasuincton, D. C., Feb. 7.— The annual 
meeting of the National Lumber Manufacturers’ 
Association will be held in Chicago on May 1 
and 2 at the Congress Hotel. The directors 
will hold their annual meeting at the same time. 
Consideration had been given tentatively to the 
advisability of holding these meetings the pre- 
ceding week. ; 


South Dakota Convention Committees 


Sioux Fatts, S. D., Feb. 6—Following its 
annual custom the Tri-State Association of 
Building Material Salesmen is making prepara- 
tions to entertain delegates to the annual con- 
vention of the South Dakota Retail Lumber- 
men’s Association to be held here, March 7 and 
8, at the Coliseum. Secretary-treasurer George 
A. Carroll, of the salesmen’s association, an- 
nounces that the following committees have 
been appointed to carry out the entertainment 
features: 

Entertainment—H. M. James, American 
Steel & Wire Co.; J. L. Hildreth, Northwestern 
States Portland Cement Co.; J. E. E. Johnson, 
United Clay Products Co.; Eugene Re Qua, 
Builders Supply Co. 

Banquet—Clark A. Stone, Jordan Stone Co.; 
E. A. Ryan, Chicago, Wilmington & Franklin 
Coal Co.; Frank Buchanan, Sioux Falls Paper 
Co.; C. C. Kinsley, Sioux Falls Metal Culvert 
Co. 

Finance—George A. Carroll, John W. Tut- 
hill Lumber Co.; George Johnson, Farley- 
Loetscher Co.; D. L. Hood, Milwaukee Corru- 
gating Co.; C. W. Jones, McGoldrick Lumber 
Co. 


Karl J. Benz, lumber association secretary, 
with the Loonan Lumber Co., and James W. 
Horner, of the Big Sioux Lumber Co., are 
assisting salesmen in arranging the banquets 
and entertainment. 


Philadelphia Wholesalers’ Committees 


PHILADELPHIA, Pa., Feb. 6.—President Mel- 
ville G. Wright, of the Philadelphia Whole- 
sale Lumber Dealers’ Association, announces 
the appointment of the following committees 
for the current year: 

Membership—J. Elmer Troth, chairman, 
George Butz, A. E. O’Connor, Ben T. Hazard 
and William F. McLean. By-laws and rules— 
Charles C. Cross, chairman, Horace Hazard 
and Charles Atherton. Railroad and transpor- 
tation—F. A. Dudley, chairman, George Kes- 
sler, jr.. and David Kay. Inland waterways 
and Panama Canal—Maurice W. Wiley, chair- 
man, John T. Green and George E. Lippincott. 
Entertainment—Harry P. Preston, chairman, 
John M. Coin, J. Craig Huff, Mark H. Finley 
and Walton R. Johnston. Trades relations— 
S. S. Rutherford, chairman, John I. Coulbourn 
and A. K. Borda. Publicity—Charles F. 
Kreamer, chairman, Harry G. Parker and R. 
Wyatt Wistar. Forestry—Owen M. Bruner, 
chairman, A. E. Stitzinger and Ralph Souder, 
jr. 

Robert G. Kay was appointed historian. 


Tells Builders of Responsibilities 


MILWAUKEE, Wis., Feb. 6.—Master builders 
have a responsibility equal to that of the retail 
lumber and material dealers in giving a home 
builder the best possible home for his money, 
Hawley W. Wilbur, president of the Wisconsin 
Retail Lumbermen’s Association, told 1,500 
master builders of Wisconsin at the annual con- 
vention of the Master Builders’ Association of 
Wisconsin here last week. Mr. Wilbur said 
that the builders should give the home builder 
a better house than he expects and should ad- 
vise and counsel~him as to just what type of 
house to build. If careful consideration and 
advice is given, the home builder will cherish it 
throughout the years he lives in the home, Mr. 
Wilbur declared. He told the builders that 
when they are building homes they should for- 
get about the immediate future and_ look for- 
ward through all the years to come. 

Ben F. Springer, secretary of the John 
Schroeder Lumber Co., Milwaukee, and presi- 
dent of the Milwaukee Retail Lumbermen’s 
Club and the Retail Lumbermen’s Credit Bu- 
reau (Inc.), spoke on credits and collections. 
He stressed the point that willingness to pay 
should be one of, the outstanding characteristics 
of the contractors as well as ability to pay. 

John H. Moss, vice president of the Rockwell 
Manufacturing Co., sash and door manufac- 
turing concern at Milwaukee, gave an inspira- 
tional talk to the builders in which he declared 
his confidence in the world and its idealism, 
and told of the part the home plays in keeping 
the social and moral standards on a high plane. 

Contractors get what they pay for in lumber 
as well as in any other product, Harry S. 
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Stronach, of the West Coast Lumber Bureau, 
reminded the builders, and he urged them to 
study the classifications and qualities of various 
kinds of lumber and then use it intelligently. 

John W. Jungbluth, Milwaukee, who was re- 
elected president of the association, in com- 
menting on the building program for 1928, said 
that the leading builders of the city and State 
are preparing for increased activity this year, 
and they look for an upward movement in the 
price of building materials. 


Plans Now for 1929 Convention 


Kansas City, Mo., Feb. 7—Somewhat dif- 
ferent plans may be made in the coming months 
for the next convention of the Southwestern 
Lumbermen’s Association as a result of a con- 
ference last week by members of the local com- 
mittees. Too many outsiders have been “spoil- 
ing the party” at recent conventions and it is 
the desire of the members of the committees 
to correct the abuses and make the favors avail- 
able to those entitled to them. 

Among the tentative proposals are to use 
Convention Hall solely for the exhibits and the 
social affairs and to hold the business meet- 
ings in the Missouri Theater, just a block north 
of Convention Hall. The hall would be closed 
in the mornings, open to the pubic from noon 
until 6 o’clock and after that hour open only to 
exhibitors and members of the association and 
their families. 

It also is proposed that the past presidents’ 
and directors’ banquet and the banquet for the 
women be abandoned, and instead a “Dutch 
treat” banquet be given at Ararat Temple, two 
blocks north of Convention Hall, for the men 
and women. One thousand persons can be ac- 
commodated there. 

The changes proposed would result in a 
much more orderly arrangement of events and 
would make some financial saving. Before any 
action is taken, the opinions of the directors 
will be heard. 

The association has appointed Cliff Scruggs, 
of Jefferson City, president; Fred Robinson, of 
the E. C. Robinson Lumber Co., of St. Louis; 
and E. E. Woods, secretary-manager, as dele- 
gates to the meeting of the American Forestry 
Association in St. Louis. 


To Exchange Credit Information 


MonTREAL, Que., Feb. 6.— The. Montreal 
Wholesale Lumber Dealers’ Association held 
its regular monthly meeting recently, at which 
J. L. Campbell, secretary of the Toronto Whole- 
sale Lumber Dealers’ Association, was present 
and outlined a scheme by which the two as- 
sociations could exchange credit information. 
The plan was approved by the meeting, and 
Mr. Campbell was authorized to report to his 
association that the Montreal wholesalers were 
willing to exchange this information, the details 
to be settled later. 





LUMBER CLUBS | 











Told of Reforestation Work 


CoLtuMsBus, Ouro, Feb. 6.—The principal fea- 
ture of the semi-monthly meeting of the Whole- 
sale Lumbermen’s Club of Columbus, held at 
the Neil House, Feb. 4, was the address by 
E. T. McCarthy, director of the United States 
forestry experiment station, located on the Ohio 
State University campus. This station has 
been looking after reforestation work in IIli- 
nois, Indiana, Ohio, lowa, Kentucky and a por- 
tion of Tennessee and has been accomplishing a 
great deal since its establishment about eight 
months ago. Mr. McCarthy explained the work 
as it affected the lumber industry. 

The matter of holding a State-wide golf 
tournament among lumbermen of the State was 
taken up and this suggestion met with instant 
response. R. C. Brokaw was named chairman 
of the committee to arrange for the tournament 
which will be participated in by lumbermen 
from the principal cities of the State. 


President E. C. Callanan named the perma- 
nent entertainment committee consisting of 
Lynn Bradner, chairman, Phil C. Rond and 
E. G. Dillow. 


The next meeting of the club will be held 
Feb. 18. 


(SREB LEaE2s 


Endorses McSweeney-McNary Bill 


Mempuis, TENN., Feb. 8—At the regular 
meeting of the Lumbermen’s Club of Memphis 
held last Thursday at the Hotel Gayoso en- 
dorsement was givent to the McSweeney-Mc- 
Nary bill, now before both the House and 
Senate, which provides for ample appropria- 


tions for conservation of timber, and for the: 


Forest Products Laboratory, and other organ- 
izations in connection with the preservation 
of the nation’s natural resources. On motion 
of J. D. Allen, jr., and seconded by J. H. 
Townshend, the club endorsed this bill and 
instructed the resolutions committee to pre- 
pare a proper resolution and forward copies to 
all senators and representatives from this dis- 
trict, and all members of interested committees. 
R. G. Brown, local attorney, who is consid- 
ered an expert on excise tax matters, addressed 
the club, as a result of which there was con- 
siderable discussion on the subject. 


San Joaquin Valley Club Annual 


Fresno, Cauir., Feb. 4.—Announcement is 
made by Frank F. Minard, secretary of the 
San Joaquin Valley Lumbermen’s Club, that 
the date has just been set for its annual 
meeting. This will be Feb. 18 at the Hotel 
Californian in Fresno. The directors of the 
California Retail Lumbermen’s Association will 
also meet here on the morning of the same 
day, while the San Joaquin club will have 
lunch and a business session in the afternoon. 
In the evening a dinner and dance will be 
held, to which will be invited local Hoo-Hoo 
and their ladies. 


Ask Ideas on Absorption 


Mempuis, TENN., Feb. 8.—At a meeting of 
the Dry Kiln Engineers Club of Memphis, 
which was held at the headquarters of the 
Lumbermen’s Club last night, considerable dis- 
cussion as to the absorption of moisture was 
heard from various members. It was decided 
that each member should prepare a statement 
of his ideas on absorption to be presented at 
the next regular meeting on Feb. 21. E. S. 
Swartzbaugh, president, presided at the meet- 
ing. 


Distribution of Florida Products 


TAmpa, Fra., Feb. 6.—Prior to taking the 
matter up as a Statewide proposition, the Lake- 
land, Tampa and St. Petersburg districts of the 
Florida Lumber & Millwork Association, at a 
meeting in Plant City last Thursday evening, 
approved a plan for retailers to buy stocks of 
Florida manufacturers exclusively through 
wholesalers. It was presented by Courtney 
Knowles, of the Southern Lumber & Supply. 
Co., Tampa, and supported by Harvey Dickson, 
for the St. Petersburg district; Earl Harper, 
of Plant City, and W. F. Sneed, of Lakeland, 
for the Tampa and Lakeland districts. The 
matter will be set up as a major topic at the 
quarterly meeting of the Florida Lumber & 
Millwork Association at Jacksonville this week. 

Mr. Knowles said that he was thinking of 
the manufacturers, the wholesalers and the re- 
tailers together, and his idea is that manufac- 
turers pledge themselves to distribute Florida 
products exclusively through wholesalers, and 
to exact a like pledge from the retailers to 
make purchases only from the wholesalers. He 
feels that it will bé much easier to manage a 
few wholesalers than to undertake to handle in 
any satisfactory way “a bunch of millmen.” Mr. 
Knowles did not believe that such an agreement 
would violate any good business principle and 
so far as his business firm is concerned he stood 
ready to sign a pledge not to buy any Florida 
mill product other than through the whole- 
salers., 

Mr. Dickson said that as the yards had been 
heavy losers he was for the plan, believing 
that it would be practical. He had no fears of 
it being a violation of any antitrust regulation. 

Earl Harper, Tampa district director, was 
ready to endorse the idea and hoped that it 
would be worked out. He had found it very 
hard to get the mills to establish and stick to 
any set of prices. He had not been pleased with 
the results in his experience in dealing with 
the mills. ; 

Expressing the view of the wholesalers, 
Harold Horton, of the Ansley Lumber Co., 
Tampa, said that if this plan were adopted and 
lived up to it would in six months swing the 
business back to legitimate yards with estab- 
lished trade. He cited the ability of the whole- 
salers in the selection of credit risks and the 
elimination of the yards that can not or will 
not pay their bills. F.C. Polk, of the Dantzler 
Co., Tampa, and Joe Wingate, of the Deal Saw- 
mill Co., Tuscaloosa, Ala., also of the whole- 
saler group, were confident that the plan would 
eliminate the poor yards. With the restrictive 
methods of sale it is generally agreed that it 


will be possible for the wholesalers to put the 
products in yards that can and will pay their 
bills and thus eliminate most of the yards 
that get their stuff direct and often at ruinous 
prices. 

Director Sneed, of the Lakeland district, who 
was in the chair, was sure that this would be a 
move in the right direction. He called for a 
report of the retailers present as to the amounts 
of their Florida stocks they bought direct from 
the mills. The average was about 40 percent. 
Taking fourteen of those who gave figures the 
following was indicated: Percentage bought 
through wholesalers—90, 30, 75, 50, 98, 90, 90, 
60, 50, 90, 85, 40, 90, 30. Chairman Sneed sug- 
gested that as much information as possible be 
gathered for the State convention, which, after 
the plan was unanimously endorsed, was agreed 
to, and the directors present named a com- 
mittee to get the data in hand. 

J. P. Williams, State secretary, said that this 
was another form of supporting the associate 
members. He recited the fact that many of the 
small coffee pot mills lived off the credulity of 
the retailers. They cut more than the territory 
will consume. They go to the retailer and say 
that they must have money to meet payrolls 
and if they can not sell the yards they must 
go to the contractors and consumers direct. 
The yard man falls for the talk and loads up on 
stuff he can not sell. “Let these little fellows 
alone,” he said. “They can’t sell this output 
if there ig no demand for it, and if they go on 
and cut they will soon be out of the way.” 

Trade is governed yet by supply and demand. 
In the opinion of Mr. Williams, business can 
be had if there is an exercise of selling ability, 
of which he thinks there is a small percentage 
among Florida yards now. Next in his mind is 
grade-marking. If mills can be tied up to use 
grade-marks the public will be sold to demand 
it and this will put the little mill out of the 
way, for it can not make a product that comes 
up to standards. The idea that lumber is lum- 
ber is fixed in the minds of many, foolish as it 
is. The public must be told that the grade- 
mark is a token of safety, and the name of 
most of the things the people use is part of the 
selling package. 

“The people can be educated,” said Chairman 
Sneed. “This is shown by the dense pine cam- 
paign. A few days ago an architect I know 
was importuned by a contractor to allow him to 
put in a good article of shortleaf where the 
plans said Florida dense pine. ‘Not on your 


life,’ said the architect, ‘you fellows started this 
and you have to keep it up. 
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News of the West Coast Lumber Industry 


Makes Successful Membership Drive 


SeatrLe, Wasu., Feb. 4.—To Miss Irene 
Jones, of the Red Cedar Shingle Bureau, goes 
the credit for having conducted a remarkably 
successful drive for membership since the re- 
cent Red Cedar Shingle Congress. Through 
the efforts of Miss Jones in a personal canvass 








a total of 120 machines has been added to the 
organization, represented by the following- 
named concerns: Jamison Lumber & Shingle 
Co., Everett ; Corbett Mill Co., Anacortes; Mer- 
rill & Ring, Ballard; Doty Lumber & Shingle 
Co., Doty, Wash.; Schafer Bros. Shingle Co., 
Montesano; Robert Gray Shingle Co., Ho- 
quiam; Edison Shingle Co., Edison; Mackie 
Mill Co., Markham; North Western Lumber Co., 
Hoquiam; Bratlie Bros. Mill Co., Ridgefield. 
A total of only fifty-four additional machines 
is now needed to insure the financing of the 
trade extension campaign outlined for the in- 
dustry at the Red Cedar Shingle Congress. 


American Hemlock for Jap Palace 


SeaTr_e, WasH., Feb. 4.—An order positively 
unique has been placed this week with the 
Douglas Fir Exploitation & Export Co. It calls 
for a parcel of No. 2 clear and better hemlock, 
which represents the cream of hemlock manu- 
facture, and will be filled by some Pacific coast 
mill for March delivery at Kyoto, Japan. The 
peculiarity of this order lies in the fact that 
the lumber will be used in the construction of 
the royal palace in which the coronation of the 
emperor of Japan will take place next Septem- 
ber. All previous edifices for that purpose have 
included only native timbers in their construc- 
tion. 


Takes Over Six Retail Yards 


SPoKANE, WASH., Feb. 4.—The six retail lum- 
ber yards of the Columbia Valley Lumber Co. 
at Wenatchee, Cashmere, Mansfield, Dryden 
and Monitor have been purchased by the Co- 
lumbia Lumber Co. for a reported consideration 
of $500,000, according to announcement at 
Wenatchee Thursday by President C. W. 
Miller, of the Columbia Lumber Co. Fourteen 
yards are now operated by that company. Its 
capital stock is owned largely by the yard man- 
agers, employees and their friends. 

Notwithstanding the similarity of names 
there is no connection between the two com- 
panies. The Columbia Lumber Co. was organ- 
ized and incorporated in 1925 by W. C. Miller, 
R. A. Thompson, C. W. Miller and J. P. Mc- 
Evoy. It took over the yards of the Columbia 
Valley Lumber Co. at Kirkland, Lynden, Fern- 
dale and Everson. The following year, two 
additional, one at Redmond and one at Belle- 
vue, were acquired and in 1927, one at Seattle 
and one at Stanwood. 

The officers of the company are W. C. Miller, 
Seattle, president; C. W. Miller, Skykomish, 
vice president; R. A. Thompson, Lynden, sec- 
retary; H. E. Halberg, Seattle, treasurer ; J. H. 


Bloedel, C. R. Farr, Lester Turner, jr., Joseph 
Barto, all of Seattle, and J. P. McEvoy, Kirk- 
land, trustees. 


Long Flat Cars for.Long Poles 


SACRAMENTO, CALIF., Feb. 4.— The accom- 
paying photo shows a new 50-foot flat car re- 
cently built at the Sac- 
ramento shops of the 
Southern Pacific Co. 
These new “flats” are 
seven feet longer than 
the largest cars in pre- 
vious use, and greatly 
facilitate the loading of 
long poles, permitting 
“swing” loading and 
doing away with the 
necessity for trailer 
cars to take care of the 
hang-over when extra 
long poles are shipped. 
The photo shows the 
extra long car being 
loaded with piles at 

-_ Oakland Pier wharf, 

the handling of lumber 
and its products, both for export and import, 
being the principal activity at this wharf. 


Join Arizona White Pine Staff 


McNary, Ariz., Feb. 6—Andrew Erstab, who 
has been assistant superintendent of the Boise- 
Payette mill at Barber, Idaho, and W. C. Pitt- 
man, formerly with the Central Coal & Coke 
Co., at Vernonia, Ore., and for the last year at 
the White Pine Lumber Co.’s mill at Bernalillo, 
have joined the staff of the Cady Lumber Cor- 
poration at the McNary operations, both in an 
executive capacity. 


Wood Adds Charm to Noted Hotel 


Sawn Francisco, Carir., Feb. 4.—Standing on 
Market Street and facing the Civic Center, in 
the heart of San Francisco’s newer business dis- 
trict, is the Whitcomb Hotel, one of the city’s 
largest and best hostelries. 

What would interest the lumberman most 
about this hotel is its use of wood for finish and 
furniture. The beautiful grain effects and 
warmth of natural hardwood are primarily re- 
sponsible for the charm of this hostelry. Orig- 
inally the pillars in the main dining room were 
covered with imported marble, but during the 
last year, after realizing the at- 
tractiveness of the wood finish 
in the balance of the building, 


the marble was stripped from 1) sah 


these pillars and they have been i 


covered with panels of a beau- | 
tiful Venezuelan hardwood i | 
known as jenizero or genizero. F the 
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The Gentle Art of “Fudging” 


SEATTLE, WaSH., Feb. 4.—In his North Coast 
Weekly Letter, Roy A. Dailey, Manager, North 
Coast district for the National-American 
Wholesale Lumber Association, takes the 
ancient game of marbles as a text for driving 
home some of the “fudging” practices that are 
in vogue in the lumber business. In his letter, 
Mr. Dailey says: 


This morning when I dropped my boy off 
at his school, I happened to stop near a group 
of kids playing marbles—sure sign of an early 
spring in this country. In the few moments 
I was tempted to linger, I discovered that 
“marble lingo” has not changed much in all 
these years. It was, “Hey Bill, knuckle down, 
now! NO FUDGING!” In a few weeks, as 
of yore, the “straight shooters” and the “fudg- 
ers” will be operating in separate rings and a 
lot of “commies” and “glassies’” will have 
changed hands. 


All of which reminded us of the “fudging” 
practices going on in the lumber business 
under present conditions, to the detriment of 
all and sundry. Here are a few samples of 
the common or garden varieties that come to 
our attention. 


Eastern commission salesman to coast 
shipper: “To meet this fierce competition, I 
had to cut your price $1 per M, but take care 
of the order and I'll be willing to let you cut 
my commission.” (This fudge is known as 
“T wo-timing.’’) 


One sales manager to another: “My sales- 
man reports you are selling. cedar. siding to 
the Pennsylvania retail corporation subject to 
5 percent commission. How come?” Answer: 
“Well, those people buy most of the cedar for 
their yards from us and I understand they 
sometimes do a little wholesaling on the side.” 


A Coast commission buyer — purchasing 
agent for eastern retail dealers—is talking to 
a manufacturer: “You see $30 is all my east- 
ern people will pay for this stock, so if I 
place the order with you, I’ll have to ask you 
to pay my commission of 50c per M.” (Some 
low fellows call this “Bologna!—Sliced two 
ways.’’) 

A shingle manufacturer telephoning a Coast 
wholesaler who protests he is loaded up with 
the particular grade under discussion: “The 
wholesale price today is $3.25, as you know, 
but the cars are loaded and if you will take 
them off my hands, I'll allow you 25 cents M 
‘storage’ but be sure to send in the orders 
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Whitcomb Hotel. This comes (ea 
to San Francisco in the rough |' eee Vit! 1 )(\( 
green state and is kiln dried and r 
milled in this city. Not only is  ,;/ 
the finish throughout the hotel 

of jenizero, but all the furni- ,|'jj!)| 
ture in the rooms is made of |\\j\'!'\'1 
this same wood, and it was even ..” —- 
used in the Coffee Tavern fe»). 
where it was stained to get the 
weathered effect. In the balance -* jip)))\ 


of the building the wood is fin- “=a 


ished in the natural color. 

Last year when a 150-room addition was built 
on to the hotel the order for the lumber was the 
first thing that was sent, as it took a long time 
to get this material shipped and ready. A large 
part of the comfort, as well as the attractive- 
ness of this hotel, is attributed to its intelligent 
use of this beautiful hardwood. 
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“Drury I Lane” 


priced at $3.25. We are not accepting any 
business for less.” (“O-Cedar-Oil”’.) 

Inquiry from eastern commission salesman 
to twenty western mills and wholesalers: “If 
in “position to accept orders for items listed 
below, please wire us quick.” Then follows 4 
list of twenty-five more or less desirable 
assortments. Twenty optimistic recipients of 
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Ce 
these glad tidings send TWENTY paid tele- 
grams to this enterprising young man reading 
about as follows: “Can handle items one to 
five your list DUPE. Wire shipping instruc- 
ns.” 

iicmes now TWENTY 
across the mountains: “Sorry items prior 
placed.” Result: ‘Telegraph companies cash 
in on their “Don’t wait to write—WIRE!” 
campaign to the extent of FORTY telegrams, 
paid by the West Coast lumber industry in 
cash money. The salesman, at little expense to 
himself has HOT information on where to 
find such items which he can then go out and 
TRY to sell. (We blush to state that this is 
popularly defined as “Sucker Bait.) 


“collect” replies 


Tells Lumber Outlook in Japan 


SEATTLE, WASH., Feb. 4.—R. D. Horning, 
manager for Japan of the Douglas Fir Exploi- 
tation & Export Co., with offices in Osaka, is here 
on vacation with Mrs. Horning and their four 
children. After reviewing conditions in that 
country, Mr. Horning expresses a conservative 
though optimistic view of prospects for the im- 
mediate future, saying: 

In all probability business in general in 
Japan will be better for 1928 than any year 
since the one prior to 
the great earthquake in 
1923, especially the last 
six months. Financial 
conditions have been 
very bad since the de- 
pression after the close 
of the great war in 
1918. This is due 





R. D. HORNING, 
Osaka, Japan, 


Douglas Fir Exploita- 
tion & Export Co. 





principally to the fact 
that the merchants and 
manufacturers did not 
take their losses at the 
time of the depression, 
but carried inflated 
values on their books 
at par value, with the 
hope that future busi- 
ness would revive and restore war values. 

But business in general went from bad to 
worse, and terminated in a most deplorable 
state after the earthquake of 1923, at which 
time there was destroyed approximately $5,- 
000,000,000 in physical assets. 

Even after this calamity, the Japanese busi- 
ness man had hopes that the general business 
world would improve, and so believed until 
the financial panic last April. At that time 
some twenty-seven banks failed, one of which 
had more than sixty branches throughout the 
empire. This panic was so far-reaching that 
it radiated to every corner of the country, 
and seemed at the time an insurmountable 
barrier to the future development of Japan’s 
industries. 

However, the government took a very firm 
hand in this matter and brought about a 
moratorium for three weeks in order to quiet 
the people, and set to work in solving this 
problem. With the assistance of the gov- 
ernment, it was agreed to form a new bank 
to take in banks which had closed their doors, 
provided they could show a sufficient reason 
for reopening. 

This was the state of affairs when I left 
Japan in November, and it looked at that 
time as if financial conditions were funda- 
mentally in better shape than they had been 
Since 1918. 

If this be true, the lumber market in Japan 
should materially improve, with the result 
that the volume for 1928 should be equal to 
1926 and 1927. 

The death of the emperor Dec. 25, 1926, also 


| 


‘had a depressing effect on business, as the 


new emperor was not coronated, and will 
not be until September of this year. 

In this connection it might be of interest 
to know that the building in which the cor- 
onation will take place will for the first time 
in the history of Japan utilize foreign lum- 
ber, and that a portion of the lumber will 
be supplied by the mills of the Douglas Fir 
Exploitation & Export Co., in our hemlock 
grade of No. 2 clear and better. 





Improvement in California Pines 

San Francisco, Cauir., Feb. 4—The new 
year, after a rather belated start, is showing a 
great improvement over the late months of 
1927; inquiries are in better volume, especially 
from the eastern States and orders have fol- 
lowed the upward trend of inquiries. Prices 
have advanced because of depleted conditions 
of many stocks and further betterment of prices 
is looked for by mill operators within the 
month. The general advance runs between 50 
cents to $2 a thousand feet, this increase being 
more marked in the upper grades. 

In white pine the average price on No. 1 
and 2 clear, 4/4, all widths, during the last 
week showed a $1.05 increase over the average 
price of January. Inch shop in white pine 
soared toward the $30 mark and No. 2 shop 6/4, 
all widths topped the $25 mark with an aver- 
age of $25.65. 

Sugar pines followed the upward trend, 
nearly all grades showing higher prices than 
during January. No. 1 shop 5/4, all widths, was 
75 cents better and No. 2 shop 6/4, all widths, 
was $28.60. 

Douglas fir and white fir followed the pace 
set by the pines, even cedar showing a slight 
strengthening. 

The market is in a much healthier condition, 
according to Leon Walker, of the Red River 
Lumber Co., and slight advances have been an- 
nounced by the company. These are on indi- 
vidual sizes but are spread throughout the dif- 
ferent grades. Inquiries from the East are 
much better and rail shipments show an upward 
trend. The outlook for the spring is exception- 
ally good as compared to the fall and winter 
of 1927. 

The California White & Sugar Pine Manu- 
facturers’ Association in its monthly statistical 
statement shows January, 1928, as having a 19 
percent increase over 1927 in unfilled orders, 
with an 11 percent decrease in stocks on hand 
on No. 3 shop and better grades. Mills of the 
association report business as improved, accord- 
ing to C. Stowell Smith, and there seems to 
be a feeling that conditions in 1928 will be 
better than last year. 


Important to ‘Caterpillar’ Users 


San LEANDRO, CALIF., Feb. 4.—Announcement 
has been made by the Caterpillar Tractor Co., 
through its local dealers, of price reductions 
ranging from 8 percent to over 11 percent, 
representing a cut of $400 in the price of the 
largest size of the “Caterpillar” tractor to a 
reduction of $175 in the price of the smallest 
model, the 2-ton. These reductions, states the 
company, in addition to those previously 
made, represent another evidence of the am- 
bition of the management to pass on to -pur- 
chasers the advantages of increased sales, 
increased production and consequent econo- 
mies in manufacturing and distribution. 

Bach year sees remarkable increases in the 
number of “Caterpillar” tractors that go out 
into active service in the building and main- 
taining of roads, moving earth, transporting 
logs, doing farm work, clearing snow, serv- 
ing industrial plants etc. Lower prices invite 
new users in new fields and old to cut the 
costs of “Caterpillar” perfdrmance. 


Hymeneal 


HRONEK-CONDERMAN—Milton L. Hronek, 
manager of A. Teachout & Co., wholesale sash 
and doors, at Buffalo, N. Y., was married on 
Feb. 4 to Miss Evelyn I. Conderman, daughter 
of Mrs. Frederick S. Conderman, of that city. 
The ceremony was performed in Richmond 
Avenue Church of Christ, Rev. Ernest H. 
Wray officiating. Mrs. Bradley Hurd attended 
the bride and Edward Y. Gemmil was best 
man, A dinner and reception followed at the 
Park Lane. Mr. Hronek and his bride have 
gone to Pinehurst, N. C., and Miami, Fla. 





ADVERTISING is one of the world’s greatest 
civilizing forces. 


Who Pays for Trimmings? 


Today the trade papers are filled with arti- 
cles on the need of conserving our forests. 
Much good has been accomplished along this 
line during the past few years, but there is 
still plenty of opportunity for further con- 
servation. ' 

Did you ever stop to think about how many 
thousands of feet of lumber are wasted, how 
much trouble and expense is caused by poorly 
manufactured lumber? Lumber that comes to 
you with badly split ends, imperfectly squared 
edges, etc., adds to your operating costs and 
furnishes a lot of expensive kindling wood. 
Who pays the freight, time and labor costs 
for the trimmings? We have always believed 
that the place to trim lumber is in the sawmill. 

Experience has taught many factory oper- 
ators that it is far more economical to pay a 
little bit more for good lumber than to buy 
poor lumber at a cheaper price. 

The ‘sole aim of our mills is to manufacture 
the finest quality Tennessee Red Cedar, Philip- 
pine Mahogany, Oak, Gum and other South- 
ern hardwood lumber. We are also headquar- 
ters for high quality, carefully manufactured 
Oak, Maple, Beech and Birch hardwood floor- 
ing. Whether you order L.C.L. or carloads, 
you'll always find our prices right. 






3403 WEST 48TH PLACE, CHICAGO 
2-11-28 











For Quick Sale 
Second Hand, 
200 two "wheel rear, 
Lumber Trucks 
In Good Condition. 


$10.°° Each 


White, Gratwick & 
Mitchell, Inc. 


NORTH TONAWANDA, N. Y. 




















Business Cards of Wood 


Sections of wood about 1/64 of an inch thick cut 
across the grain. Beautiful in finish and supris- 
ingly flexible and durable. A most interesting 
novelty for the lumber salesman. 

Write for samples. 


CARDS OF WOOD, Lowville, N. Y. 
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JAMES W. SEWALL 


Consulting Forester 
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Lemieux Brothers & Co. 
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WEEDS— 
mean FIRES!!! 


Remove this fire menace by removing weeds! Simply 
dilute Wilson’s Weed Killer (1 gallon to 40 gallons of 
water) and sprinkle around your yards and lumber 
piles. This solution kills the roots making one good 
application a year sufficient. 


Send in a trial order today! 
I Gallon, $2.00 10 Gallons, $15.00 
5 Gallons, 8.00 25 Gallons, 30.00 


50 Gallons, $50.00 


Freight Allowed East of Mississippi 
Booklet mailed on request. 


Cindreieitit 


: Department R 
SPRINGFIELD, 











SAVE 


Labor and Money 


Coupon Books 


Our facilities enable 
us to give exception. 
ally prompt service 


FOR SAMPLES AND PRICES 
WRITE T8 


SOUTHERN COUPON CO. SiRMINCHAM, ALL. 


P.O. BOX 346 











Hotel 
Empire 


Broadway at Sixty-Third Street 


NEW YORK CITY 
M. P. MURTHA, Gen. Manager 


‘ cas 
CR eee TE 
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A NEW fourteen-story fire-proof 
structure containing every mod- 
erh convenience and “Servidor” 


service. 
RATES: 
Room, private toilet, - - $2.50 
Single Room with bath, - - 3.50 
Double Room with bath, - - 5.00 


The location is unique: 
Subway, elevated, street cars, buses, all at door 
Finest parking space in the city 























Eastern News Notes of Interest 


Built for 7 Years; Lasts 110 Years 
Cocan Sration, Pa., Feb. 6—One hundred 


and ten years ago a wooden bridge was built 
over the Bald Eagle Creek in Clinton County. 
This creek then formed the boundary line be- 
tween Lycoming and Centre counties, and the 


bridge was built under an agreement between 


the commissioners of both these counties, who 


required the builder to give a strict guaranty 
that the bridge would be serviceable for seven 
years. This was in 1818, and now, after 


giving yeoman service for 110 years, the old 


wooden bridge is finally to be abandoned. 
This is one of the typical old covered bridges 
which in many parts of the eastern section of 
the United States have stood the stress of 
storm and weather for more than a century. 


Results of 28 Years of Planting 


ALBANY, N. Y., Feb. 7.—Proper care in plant- 
ing is the best insurance in tree growing, ac- 
cording to Harry Richards, of Johnsburg, 
Warren County, who has written Conservation 
Commissioner McDonald of experiments ex- 
tending over a period of twenty-eight> years. 
In 1900, Richards pianted 500 white pine and 
1,000 Scotch pine; in 1911, 1,000 white pine and 
500 Scotch pine; in 1912, 1,000 white pine and 
1,000 Scotch pine and in 1914, 1,000 white pine. 
In his report to the commission Mr. Richards 
says of these plantations: 

They have done fine and very few have 
died. They are from 25 to 30 feet tall and 
some are 7 inches at the butt. Many of them 
grow two feet in one year. You can not find 
any poorer piece of land than where my pines 
are set, but pine will grow anywhere in this 
part of the country, in the swamps, or in the 
hills or in the mountains. I think the reason 
that some people lose trees when first planted 
is because they do not take pains enough in 
setting them out. If a good job is done 
planting them, I do not believe many trees 


die. 
SHAAABBBAAAaAE: 


Fixes Market Value on Fir Doors 


Toronto, Ont., Feb. 6—The department of 
national revenue, customs division, Ottawa, has 
issued appraisers’ bulletin No. 3390, fixing the 
values on imported fir doors. Early in De- 
cember the manufacturers of doors in eastern 
Canada claimed to the Government at Ottawa 
that doors imported from the West Coast of 
the United States were being dumped at an un- 
fair price, lower than the fair market value in 
the country of origin. A strong deputation 
visited Ottawa for this purpose and evidently 
impressed the department, because the new 
order, which fixs “the fair market value” on 
these doors at a discount of 77% percent off 
the published list, will result on the average in 
an increase of about 12 percent in the cost of 
imported doors in Canada. 


Retires from Retail Business 


Burtincton, Vt., Feb. 7.—At the close of 
half a century of business in Burlington, the 
name of Booth has dropped out of the retail 
lumber trade here. John E. Booth has an- 
nounced, following his return from Boston, 
Mass., a week ago, that he completed there the 
sale of the retail department, the stock of lum- 
ber in this city, the other building materials and 
the goodwill of the retail business of the John 
E, Booth Lumber Corporation to the Shepard 
& Morse Lumber Co., of Boston. It is under- 
stood that the transaction involved approxi- 
mately $91,000. Mr. Booth states that he will 
continue his wholesale lumber business. 

John E. Booth comes of a famous family of 
lumbermen. His grandfather founded the for- 
tune in the woods, having extensive holdings in 
Canada, and the hale and hearty old gentleman 
was active with ax and saw almost up to the 
day of his death a few years ago, when he was 





close to the century mark. Mr. Booth’s sister, 


who was Miss Helen Booth, figured in a famous 


international romance a few years ago when she 
married Prince Eric of Sweden. 


Show Section of White House Gutter 


PittspurGH, Pa., Feb. 7—One of the most 
interesting and unique exhibits at the annual 
convention of the Retail Lumber Dealers’ As- 
sociation of Pennsylvania in the William Penn 
Hotel here last week was a section of the wood 
gutter which formed part of the roof drainage 
of the White House at Washington, until the 
work of remodeling was begun some time ago, 
The section of wood gutter, which is a 4-foot 
length, 8x12 inches is of longleaf Georgia pine, 
It was installed 110 years ago, when the White 
House was rebuilt following its destruction by 
the British during the second war with Eng- 
land. Although it bears evidence of usage, it 

















Section of White House gutter in hands of 

Miss Ray Linker, of Washington, D. C. The 

section exhibited by E. M. Long & Sons at the 

western Pennsylvania convention was similar, 
but four feet long 


shows no sign of decay, and apparently would 
have been good for another century at least. 

The exhibit was made by E. M. Long & Sons, 
of Cadiz, Ohio, who are in the O. G. fir gutter 
business. It was obtained only after great 
effort through their representative in Congress, 
Hon. Frank Murphy, of Steubenville, Ohio. 
When the relic was forwarded, it was accom- 
panied by a letter from U. S. Grant, III, direc- 
tor of public buildings and parks, in the District 
of Columbia. 


Acquires Old Eastern Ohio Firm 


PittspurGH, Pa., Feb. 7—Eastern Ohio lum- 
bermen at the convention of the Pennsylvania 
association here last week reported that one of 
the oldest lumber firms in that State is passing, 
having been purchased by another company. 
The DuBois & McCoy Lumber Co., established 
in Bellaire, Ohio, along the Ohio River below 
Wheeling, W. Va., in 1871, has been acquired 
by the Anderson-McGregor Co. of that city, 
which is merging the business with its own. 
The DuBois & McCoy firm was perhaps the 
oldest lumber company in Ohio operating from 
its formation under the same firm name. 


The Post Office Department reports that in 


2,000,000 miles of air mail flying, not a single 
piece of air mail or air express has been lost. 
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I Want Wealth 


I want jewels, gems and gold, 

I want wealth, and wealth untold. 
Give me gold, not golden dishes, 
But the gold a fellow wishes 
When the day 

Just slips away, 

Turning all the world to yellow, 
Golden all around a fellow. 


Give me jewels, jewels new, 

Made each morning by the dew. 

I want jewels on the grasses, 

On each bush a fellow passes 

On the way 

To work each day, 

Turning all the world to glitter, 
Making sweet whatever’s bitter. 


I want gems, gems flashing fire, 
But the gems that I desire 

Are the eyes with lovelight in them, 
Ruby lips, and time to win them, 
Day by day 

Along life’s way, 

Up the highway, down the ditches, 
Heaven, spread my path with riches ! 


We See b’ the Papers 


We assume that most of the bedtime stories 
are broadcast from Davenport. 

And the worst of it is, under the direct pri- 
mary we brought the senate on ourselves. 

A Chicago man got 16 years for murder, 
asked for a new trial, and got 20 years! 
Come again. ' 

Nothing succeeds like success. When Charlie 
Schwab tells another man’s story it immediately 
becomes his. 

One thing we would like to go to Europe 
for is to hear a railroad brakeman calling sta- 
tions in Lithuania. 

We have been reading about the Liberal 
party in England; but failed to find any men- 
tion of Scotland. 

Of course, many of our American brakemen 
sound as if that were what they were doing 
now right here in America. 


Lloyd George has returned from his South 
American holiday, the newspapers report. 
Whose holiday did you say? 

President Cosgrave says he found no 
snobs in America. We know a couple of 
women who must have been out of town. 


In order to get our prophecy in early, we 
wish to announce that it will be Smith against 
Hoover, Hoover winning in a close contest. 


Looks like the automobile manufacturers 
were going to sell a lot of cars but not make 
alot of money.. They must be in training for 
the lumber business. 


Not knowing anything about flood control, 
let this department suggest that the proper 
thing to do is to dig the channel deeper, not 
build the bank higher. 


As we have never seen a musical comedy 
that we enjoyed, or, to put it in another way, 
enjoyed a musical comedy we have seen, indi- 
cations seem to favor a senatorial investiga- 
tion. 


We don’t know about the waning of the Lib- 
eral party in England, but we observe, as the 
stuff gets dearer and dearer, the liberal party 
in America is getting scarcer and scarcer. 

Next week we are off to New York and 
Washington, and we don’t know which we are 
foine to enjoy more, the musical comedies in 

ew York or the unmusical comedies in 
Washington. 


John Steele. says Mike Faherty expressed 
elf as highly delighted with the effect of 
resident Cosgrave’s visit “in rightly orienting 








the Irish in America”: but we are willing to 
bet Mike didn’t use the word “orienting. a 


President Coolidge made a speech in Wash- 
ington telling what the press should do for the 
public. Nobody ever seems to make a speech 
telling what the public should do for the press. 

Our friend, Emil Ludwig, biographer of Na- 
poleon, Bismarck and others says there are 
only three great men in Europe and doesn’t 
mention Mussolini as one of them. This seems 
to ruin any prospects of a lecture tour in Italy. 


We and Ludwig found ourselves in the Wil- 
liam Penn Hotel at Pittsburgh the same day 
recently, and he ran up for a few minutes’ 
visit. A serious-minded man, with an at- 
tractive personality, who will make many 
friends in America. 


Between Trains 


ALLIANCE, Oun10.—There is a lot of Hoover 
talk in Alliance, but it has nothing to do with 
politics. This is the town where the Hoover 
vacuum cleaner is manufactured. Perhaps 
what Washington needs is both kinds of 
Hoover, one in the White House, and another 
in the Senate to clean up some of the vacuums. 
There are several states that are only half 
represented in the United States Senate, and 
don’t even know it. 

But our “vote-of-the-people” Senate was far 
enough away tonight not to be annoying, and 
the ladies of the Rotary Club were near enough 
to make a man forget even the Senate, and all 
his other troubles. The president of the local 
college presided, and what we said about each 
other! There were a large number of lumber- 
men present, and we wrote their names all down 
so we would not forget, and then lost the list. 


Canton, Oxn10.—The Canton Traffic Club, 
which takes in about all of Stark County and 
attracts to its meetings railroad representatives 
from all over the country, who can travel on 
passes, and even a few lumbermen, if the dis- 
tance isn’t too far and the fare too much, met 
in annual session tonight. The dinner was fine, 
and the speeches were fair. 


The Town’s Three Richest Men 


One rich man showed his estate, 
Around a mansion grand and great, 
And there were acres of green lawn, 
That tinkling fountains played upon, 
And there were gardens, pathways, all 
Surrounded by a great brick wall, 
And gates of iron, and piers of stone, 
And all this splendor was his own. 


Another showed me mines and mills 
That filled the valleys and the hills, 
Their smoke arising like a plume, 
Their red flames flashing in the gloom, 
Their chimneys, myriad and high, 
Pointing like fingers to the sky, 

Yes, showed me what such greatness is, 
And all of it he said was his. 


And then another took me down 

The little byways of the town, 

Where just the little homes are built, 
Afar from glitter and from gilt. 

“Of course,” he said, “I do not own, 
Myself, a single stick or stone, 

But I feel mighty proud to know 

I furnished all the lumber, though.” 


And then I wondered of the three 
Which was the richest? Was it he 
Whose castle lifted up so high, 
Or he whose: chimneys blot the sky? 

Or was it he who helped to build 
These cottages that love had filled 

With children who will laugh and sing— 
Although he did not own a thing? 





$90,000,000 FEET 


National Forest Timber 
FOR SALE 


LOCATION AND AMOUNT. All the merchantable 
dead timber standing or down and all the live tim- 
ber marked or designated for cutting on an area 
embracing about 67,400 acres in Township 15 S8., 
Ranges 29, 30 and 31 E.; Township 16 8., Ranges 
29, 30, 31 and 32 E., and Township 17 8., Ranges 
29, 30 and 31 E., W. M., Silvies River watershed, 
Malheur National Forest, Oregon, estimated to be 
770,000,000 feet B.M., more or less, of western 
yellow pine and 120, 000, 000 feet B.M., more or less, 
of Douglas fir, western larch, white fir, lodgepole 
pine and other species of timber, the cutting of 
other species than western yellow pine to be optional 
with the purchaser. The cutting of government tim- 
ber at an average rate of 60,000,000 feet annually 
will be permitted. 


STUMPAGE PRICES. Lowest rates considered $2.80 
per M for western yellow pine, $1.05 per M for 
Douglas fir and $.55 per M for other species. Rates 
to be readjusted on a date approximately three 
years from beginning of cutting and at three-year 
intervals thereafter. 


—— $25,000 must be deposited with each bid to 
be applied on the purchase price, refunded, or re- 
Sion eB liquidated damages, according to condi- 


CONDITIONS. Each bidder must submit with his bid 
a statement of his financial resources, including the 
funds available for = on this project, and, before 
final award, the pe or company submitting \~ 
most acceptable bid ‘will be required to show that he 
has immediately available or will have available as 
needed sufficient funds to provide the improvements, 
equipment and working capital necessary to enable 
him to meet the requirements of agreement. 
The manufacture of the timber in or near Burns, 
Oregon, will be required. The tions are given 
in full in the prospectus and sample contract. 


FINAL DATA FOR BIDS. Sealed bids will be re- 
ceived by the District Forester, Portland, Oregon, up 
to and not later than 2:00 p. m., ee cue 1, 1928, and 
will be opened immediately therea 
The right to reject any and all canes sitereel. 

Before bids are submitted full information concern- 
ing the character of timber, conditions of sale, — 
and the submission of bids should be obtained from 

District Forester, Portland, Oregon, or the Forest t 

, John Day, 














Babcock Lumber Co. 


PITTSBURGH, PA. 
Manufacturers and Wholesalers of 


“keare’” Hardwoods 


Kentucky and 
West Virginia 
White and Pondosa Pine 
West Coast Products 
N. C. Pine and Yellow Pine 
Spruce and Hemlock. 


BRANCH OFFICES 


New York City, 415 Lexington Ave. 
Chicago, IIL, 1518 Fisher Bldg. 
Providence, R. I., 115 Adelaide Ave. 
Philadelphia, Pa., 1629 Land Title Bldg. 
Detroit, Mich., 528 Maccabees Bldg. 
Johnstown, Pa., Title & Trust Bldg. 
Sea‘tle, Wash., 4432 White Bldg 
Cincinnati, Ohio, 324 First Nat'l Bank Bldg. 








Stowers Brand 


SOFT TEXTURED 
TENNESSEE MOUNTAIN 


Oak Flooring 


STOWERS LUMBER 


& Mrc. Co. 


HARRIMAN, TENN. 


Manufacturers Since 1912 
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Nation-Wide Study of Taxation 


The Chamber of Commerce of the United 
States on Monday launched a project for the 
nation-wide study of State and local taxation. 
A special committee under the chairmanship 
of Felix M. McWhirter, president of the 
Peoples State Bank of Indianapolis, will direct 
the study. The committee will include repre- 
sentatives of finance, industry and agriculture. 
Economists and tax and Federal experts will do 
the investigative work. 








Straight Cars— Mixed Cars or L.C. L. 

of the following woods: — 
ASH-BASSWOOD 

BIRCH SOFT ELM 

HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 

“Sure Fit” MAPLE AND 
BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


Foster- Latimer 


“yi~=6——)Ss Lumber Co. 


Try 
Us 


WIS. 
















A Brand to 
Tie to- 


Peerless 


ROCK MAPLE, BEECH 
AND BIRCH 


FLOORING 


manufactured according to standards guar- 
anteed to hold trade and shipped in straight 
cars and cargoes or mixed with Hemlock 
Lumber, Lath, Shingles and Posts. 


Manufacturers of and dealers in Staves, Hoops, Head- 
ing, Poles, Ties and Hemlock Tan Bark. Also leading 
manufacturers of Rotary Cat Northern Veneers. 


The Northwestern Cooperage P 
Gladstone, Mich. & Lumber Company 


Chicago Offiee: 1881 Monadnock Block. 
| Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Colting, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 


—_— 17 
VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 
of Northern Hardwoods 
1 17 


Members of 
Maple Flooring 















































In announcing the project, Lewis E. Pierson, 
president of the national chamber, said: 

The national chamber is committed to the 
principle of sane economy in public expendi- 
tures. Intelligent budgeting, simplification of 
tax procedure and an orderly program of pub- 
lic spending can not but ease in some measure 
the demands of government upon its citizens 
for money support. 


Mr. McWhirter said in part: 

Eternal vigilance and relentless insistence 
that the public get a dollar’s worth of value 
for every dollar spent is a cardinal need, The 
situation holds tremendous possibilities for 
immediate, effective work. State and munici- 
pal expenditures have reached totals in recent 
years which compel the consideration and 
constructive effort of the taxpayers them- 
selves. The effectiveness of this nation-wide 
program rests upon the local chambers of 
commerce and trade associations which are 
organization members of the national chamber. 


Public Hearings on Forestry Bill 


The House committee on agriculture on 
Feb. 29 and March 1, 2 and 3 will hold public 
hearings on the McSweeney-McNary forestry 
bill. The Senate committee will hold hearings 
Feb. 27 and 28. Prior to the hearings rep- 
resentatives of the various groups interested 
in forestry who will appear as witnesses will 
meet with President Coolidge and H. M. 
Lord, director of the budget, and outline the 
scope of the bill to them. 


Production Shows a Decline 


Production of raw materials in December 
was smaller than either in the preceding month 
or in December, 1926, but for the year as a 
whole the 1927 output of raw products was 
larger than in 1926, all major groups show- 
ing increases over the preceding year except 
forest products, according to the Department 
of Commerce. Manufacturing production in 
December also showed a decline from the pre- 
ceding month and from December, 1926. The 
greatest decline was in automobile production. 

Stocks of commodities at the end of De- 


a 
cember, after adjustments for seasonal con- 
ditions, were lower than at the end of No. 
vember, but showed no change from a yeg 
ago. But for a decline from a year ago in 
the stocks of raw foodstuffs, the general index 
of commodity stocks at the end of December 
would have shown an increase over December 
1926, all other groups in the index showing 
larger stocks than a year ago. 

Unfilled orders for manufactured commod. 
ities at the end of December were larger than 
at the end of November, but smaller than q 
year ago. Orders for lumber unfilled at the 
end of the year were lower than at the end 
of November or at the end of December, 1999 


Army Meusinn Pualects 


The Army appropriation bill now pending in 
Congress carries funds for completing per. 
manent housing projects heretofore author. 
ized. The aggregate for the fiscal years 1927, 
1928 and 1929 authorized by Congress is $20. 
000,000. Secretary of War Davis expects 
Congress to grant further authorizations dyr- 
ing the present session as the basis for addi- 
tional appropriations for the fiscal year hegin- 
ning July 1, 1929. Some time ago, at the 
request of Congress, a comprehensive building 
program was worked out by the War Depart- 
ment after a painstaking survey which calls for 
an ultimate outlay of approximately $100- 
000,000. 


Mill Value of Lumber Cut 


The value at the mill of the lumber cut in 
1926 was approximately $1,010,000,000, com- 
pared with $1,075,000,000 in 1925, according to 
the census bureau. These figures were $27.34 
a thousand feet in 1926 and $28.02 in 1925, 
The 1926 figure is the lowest since 1922, when 
the value was $26.15, and compares with 


Valuation of Lumber Inventory 


In Docket No. 8,123—Eatonville Lumber 
Co. vs. Commissioner of Internal Revenue— 
the Board of Tax Appeals has decided that 
the valuation of lumber inventory determined 
on average cost basis, which has been used 
both prior and subsequent to the tax year. 
should not be disturbed in the absence of 
definite proof that the income is not clearly 
reflected thereby. ; 


Western Piners Close Annual 


(Continued from Page 69) 


species. Mr. Hermann exhibited graphs of 
many tests, showing average shrinkage in 
process of drying Pondosa pine and Idaho 
white pine and comparisons of shrinkage as 
between all heartwood and all sapwood. Dur- 
ing the coming year experiments comparing 
kiln dried and air dried pine will be made. 

Mr. Hermann reported that the Forest Prod- 
ucts Laboratory at Madison, Wis., has ex- 
pressed an intention to make further strength 
tests on larch in view of Canadian tests show- 
ing larch of equal strength to longleaf south- 
ern pine. On modulus of rupture tests he 
also reported that a new report of the labora- 
tory puts Inland Empire fir of equal density 
on an equal strength basis with Douglas fir 
of the Coast. 


WEDNESDAY AFTERNOON 


At the Wednesday afternoon session, Dr. 
E, E. Hubert, of the University of Idaho, de- 
scribed his work in wood research. Dr. Hu- 
bert had many exhibits of tests being made 
to show the various forms of wood rot. He 
discussed the decay resistance tests on Pondosa 
pine, western larch, Douglas fir and western 
red cedar. He pointed out that the moisture 
relation was probably the most important fac- 
tor. He explained that tests are yet so ele- 
mentary that it is not possible to determine 
the rot resistance of various species. 

A chance visitor, Dr. C. A. Schenk, of 
Darmstadt, Germany, who has spent many 


years in this country and is a forester of in- 
ternational fame, was an interested listener 
and also briefly addressed the lumbermen. As 
a forester he pleaded guilty to one of the 
errors of most foresters in overlooking the 
practical and commercial needs of the indus- 
try as to reforestation. He said the answer 
is cheap money. “You cannot practice con- 
servative forestry with 6 percent timber bonds. 
In Europe, where forestry is practiced, they 
have cheap government money.” Dr. Schenk 
also expressed his opinion that forestry is not 
dependent on high priced stumpage. He said 
you must have cheap stumpage in order to 
compete with many substitutes. 

J. M. Brown, Long Lake Lumber Co., Spo- 
kane, told of the work of the box committee 
of the Spokane Hoo-Hoo Club and exhibited 
posters that are used in getting the mills and 
employees to buy goods that are packed in 
wooden boxes. 

Chief Inspector Tobin, of the bureau of 
grades, gave a history of the last year’s work 
of the bureau and passed on many construc- 
tive suggestions for improving practices im 
grading. His report is to be printed in pam- 
phlet form and distributed to the membership, 
as is also the report of the traffic manager. 

Before final adjournment, the lumbermen 
present, on learning of the death of the little 
daughter of Phil Weyerhaeuser, manager of 
the Clearwater Timber Co., Lewiston, sent a 
message of sympathy to Mr. and Mrs. Weyer- 
haeuser. 
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Start Lumber Lecture Course 


Boston, Feb. 7.—Education of lumbermen 
about the woods they are selling, looking to the 
fulfillment of the obligation which the lumber- 
man owes to his customer, is the purpose of 
the series of ten lectures which was started 
this evening in the rooms of the Lumber Credit 
& Research Bureau under the sponsorship of 
the Harry L. Folsom Hoo-Hoo Club of Boston, 
with U. M. Carlton, of the Dix Lumber Co., 
as chairman. 

This series of ten lectures was opened by the 
introduction of J. F. Carter, field representative 
of the Southern Pine Association as the first 
lecturer. “f 

The educational committee of the local Hoo- 
Hoo club has formulated this plan of education, 
and so thorough has been its work that ninety- 
three retail lumbermen, yardmen, wholesalers 
and salesmen registered for the first meeting, 
each paying $10 for the series of ten lectures. 
The committee is composed of U. M. Carlton, 
chairman, F. W. Whitty, J. L. Barney, P. A. 
Palmer, H. L. Folsom, and F. W. White. The 
enrollment of this number at the very be- 
ginning of the sessions was beyond the expecta- 
tions of the most optimistic and easily demon- 
strates the fact that lumbermen are really 
seeking for more solid information about the 
product they are selling, lumber. 

The committee has obtained the promise of 
most of the lumber manufacturing associations 
to furnish speakers at the monthly meetings, 
and at the close of the first meeting this even- 
ing the announcement was made that a speaker 
from the Southern Cypress Manufacturers’ As- 
sociation would lead the meeting iri March. 

In addressing the first of the series, Mr. 
Carter pointed out the recognition Boston lum- 
bermen were taking of the obligation which is 
owing to the customer, thus continuing to up- 
hold the high position the lumberman has 


Hoo-Hoo 


To Form Hoo-Hoo Club 


BurFao, N. Y., Feb. 7—A meeting of about 
thirty officials of lumber companies, held at 
the Buffalo Athletic Club last evening, voted 
to establish a local branch of the Concatenated 
Order of Hoo-Hoo. Peter A. Simpkin, Chap- 
plain of the order, addressed the meeting, which 
was called on invitation of Franklin A. Hof- 
heins, president of the Weatherbest Stained 
Shingle Co., North Tonawanda. Mr. Simpkin 
said that Hoo-Hoo is the most important or- 
ganization today that is making a study of the 
lumber market, and that if any market needed 
study it is that. He said that rate wars are 
unnecessary and that there is no need to sell 
lumber for less than cost, thereby driving out 
competitors and leaving many workmen out of 
jobs to become bolsheviks. 


Boston Club’s Outing 


Boston, Mass., Feb. 7—The annual winter 
outing of the Harry L. Folsom Hoo-Hoo Club 
No. 13 of Boston is reported a great success by 
the large delegation of members who with their 
wives, daughters and friends took part in the 
general good time. The Toy Town Tavern at 
Winchendon, Mass., was again the scene of the 
merry frolic, extending over the week-end from 
Friday to Monday. Skating and tobogganing 
Were popular morning events, and evenings were 
devoted to card parties and dancing. Saturday 
afternoon furnished a lot of fun and excitement 


when there was a “Treasure Hunt” along the. 


famous “White Trail,” concluding with a 
“wiener roast” at the Log Cabin. 

Motion pictures taken last summer along the 
route of the lumbermen’s special train between 
Chicago and Oregon were shown in the Toy 
Town Tavern play house by Paul S. Collier, 
secretary-manager of the Northeastern Retail 
Lumbermen’s Association, and there was an in- 


always enjoyed in his community. Instead of 
making “his talk a strictly species presentation, 
he launched into an educational discourse on 
lumber, the structure of wood, density and its 
meaning, the relationship of density to strength, 
stiffness, ability to resist shock and hardness, 
moisture content and the drying of lumber, 
decay hazards, and the merchandising of good 
lumber and good construction. Here and there 
were sprinkled explanations of the merits of 
southern pine in the particular places where it is 
thought best to use this lumber, without bring- 
ing forth any comparisons other than those 
brought out clearly in Forest Products Labora- 
tory Bulletin 556, which Mr. Carter indicated 
was accepted nowadays as the “bible of the 
lumber industry in so far as tests are con- 
cerned,” and that any future announcements 
from the laboratory would be accepted as a 
chapter on revelations. 

Grade-marking, its strong points and the 
probable chance of its improvement by mark- 
ing density on dense lumber, was also discussed 
clearly, as well as end-matched lumber as the 
first step of the lumber manufacturer toward 
the greater and better refinement of his product. 

It is a great stroke for the lumber industry, 
said Mr. Carter at the close of the meeting. 
This meeting’s attendance tonight proves 
quite conclusively that the retail lumberman 
wants all the information he can get. He is, 
after all, a lumberman at heart, he believes in 
wood, and the way is open now for a very 
broad extension of the educational work. It 
is gratifying to know that Mr. Carlton has 
received letters from every part of this coun- 
try and even from Canada and England about 
this class in Boston. This means far more to 
the retail industry than a mere get-together 
meeting. It will not be surprising if the 
movement spreads over all parts of the coun- 
try as retailers come to realize the great 
forward step taken by the Boston club. 


A ti iti 
teresting illustrated lecture by George H. Towne 
on “The Mission of the Pines.” 

The committee in charge of the affair was 
composed of George H. Towne, Boston; Wil- 
liam A. Prosser, jr., Fall River; Allen Carpen- 
ter, Boston; Carl B. Martin, Springfield; T. M. 
Ralston, New York City; Owen Johnson, Man- 
chester, N. H.; George Fuller, Brighton; 
Charles B.. Jordan, Hartford, Conn.; Frank 
a Pittsfield, and J. M. Cheney, Biddeford, 

e. 

An event of the outing was the receipt of a 
telegram from Donald B. Hyde of Newtonville, 
who was attending a meeting of the Hoo-Hoo 
Supreme Nine at Kansas City, announcing that 
Boston has been selected as the Hoo-Hoo con- 
vention city of 1928. 

The next important event in local Hoo-Hoo 
circles is to be the annual dinner dance, to be 
held on the evening of Feb. 21 at the Hotel 
Statler, Boston. 


Saeeeeeaee2aee 


News from Hoo-Hoo Headquarters 


St. Louts, Mo., Feb. 7.—It was announced 
at Hoo-Hoo International headquarters here 
today that Gaines D. Whitsitt, of. Amarillo, 
Tex., Supreme Arcanoper, was the first mem- 
ber of the Supreme Nine to keep a pledge made 
by all members of the Supreme Nine recently 
at Kansas City to run in at least one new life 
member before September 9, next. Mr. Whit- 
sitt sent in two life memberships ; that is, W. H. 
Madden, vice president of the West Side Lum- 
ber Co., Amarillo, and Gene A. Horne, publisher 
of the Amarillo Daily Globe-News. 

J. R. L. Kilgore, of Youngstown, has been ap- 
pointed Hoo-Hoo Counselor for’ Ohio, to suc- 
ceed William G. Smith of Akron. 

A concatenation will be held at Bridgeport, 
Conn., Feb. 29, under the direction of Frank H. 
Warr,. of the Seymour Commercial Co., Sey- 
mour, Vicegerent Snark for Connecticut. 


Supercedar 
Advertising 


sends customer to the 
lumber dealer 


Women want Supercedar clo- 
sets. Thousands have written 
us so. We refer them to retail 
lumber dealers, who in turn can 
peermnee a carpenter for the 
job. 

Good clean profit for you in 
this superior closet lining seal- 
ed at the mill in substantial 
cartons. 


Write for samples, 
circulars and prices. 


ROW, 
ocean & © 


WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR. 














A LANGE Glass Edger 
isa Sound Investment 


HEN you install a Lange Glass Edger you 
+ make a sound investment for it will prove 
a veritable profit-maker if used for general glass 
repair work. Lange Edgers grind, smooth and 
polish the edges and bevels of French door 
glass, furniture tops, show case plates, bath 
room shelves, auto sedan body and windshield 
glass, Easily operated even by inexperienced 
men—cost little to run—turn out high grade 
work. Mail coupon for our complete catalog 
and list of lumber companies using Lange Glass 
Edgers. 


Henry G. Lange Mach.Wks. 


166 North May Street, CHICAGO 
Dependable Since 1882 
"Henry G. Lange MachineWorks, == ———~S 
166 No. May Street, Chicago 


Send us your complete catalog of Lange Glass Edgers 
and full information about your ines, per your 
offer in American Lumberman. 


Name. 
Address. 














City. State. 
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Hardwoods 
Plain and Quartered 


O Uniform Color, Texture 


Poplar, Ash, Chestnut 
Hickory and Walnut 


TIMBERS — PLANKING 





MADE RIGHT 


OAK FLOORING 


The 


Mowbray GRobinson 


Lumber Company 
CINCINNATI, OHIO 
































Maple, Birch, Beech 


FLOORING 


Made fror. Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 
‘ail Perkins Building, 


Plant: 
Newberry, Mich. Grand Rapids, Mich. 





























Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 























FRANK PAYNE 


WHOLESALE 


LUMBER TIES TIMBERS PILING 
JACKSON, Miss. 























Manufacturers 


Short Leaf Pine and Hardwoods 


— 








. 
Incorporations 
ALABAMA. Birmingham—Dendy-Taylor Lum- 
ber Co., incorporated. 


Mobile—Stover Mfg. Co., incorporated; 
$150,000; ceilings and sidings. 


ARKANSAS, Fort Smith—Barton & Kellogg 
Lumber Co., recently organized by W. B. Barton, 
will be incorporated with a capital of $25,000, it 
is announced; construction of lumber sheds and 
office now under way. 


capital.,- 


CALIFORNIA. Mt. Shasta—Mt. Shasta Pine 
Mfg. Co., incorporated. 
San Diego—Southwest Sash & Door Co., incor- 


porated; capital, $10,000, 


COLORADO. Denver—Articles of incorporation 
have been filed for three yards belonging to the 
McPhee & McGinnity Co., of this city; Hayden 
Lumber Co., of Hayden, Colo., capital, $50,000; 
Lafayette Lumber Co., of Lafayette, Colo., capital, 
$35,000, and Steamboat Lumber Co., of Steamboat, 
Colo., capital, $50,000. Incorporators: C. W. Rich- 
ardson, J. Elmer McPhee and F, Charles Metz. 

ILLINOIS, Chicago—Chas. Darling & Co.. in- 
corporated; capital, $20,000; old concern. 

Chicago—Belmont Lumber Co.. increasing capi- 
tal from $30,000 to $50,000. 

Chicago—Mechanical Mfg. Co., 
tal from $750,000 to $1,250,000. 

Chicago—C. P. Burnett & Son succeeded by C. P. 
Burnett & Sons Co., incorporated; capital, $50,000. 

Chicago—Sator Bros. & Bacon, incorporated; 
4707 Montrose Blvd., millwork and lumber, 


increasing capi- 


INDIANA. Hammond—Grand Furniture Mfg. 
Co., incorporated; capital, $10,000. 
Jasper—Schaaf & Schnaus Mfg. Co., incorpo- 


7 ge name of Jasper Cabinet Co., capital, 
Indianapolis—-Marsh Lumber Co., of Michigan, 
filed to do business in Indiana; agent Clifford H. 
Marsh; offices, Helmsburg. 
KENTUCKY. Pikeville—Cedar Creek Lumber 
Co., decreasing capital from $60,000 to $30,000. 
Louisville—Liberty Lumber Co., increasing capi- 
tal from $15,000 to $20,000. 


MICHIGAN. Grand Rapids—Stalker-Shead Lum- 


ber Co., incorporated; capital, $25,000; wholesale 
and commission; Monument Square Bldg. 
Ypsilanti—H. R. Scoville Lumber Co., incorpo- 


rated; capital, $80,000. ‘ 


MINNESOTA. Fairfax—Hauser Lumber Co. in- 
creasing capital to $250,000. ‘ 

NEW JERSEY. Jersey City—Denson & Feder. 
incorporated; capital, $125,000. Address Harold 
Denson, 154 Wegman Pkway. 

Ocean City—C. H. Schoemaker Lumber Co., in- 
corporated; capital, $125,000. 

Wildwood—-Central Lumber & Bungalow Co., in- 


corporated; capital, $125,000. 

NEW YORK. Brooklyn—Bay Ridge House- 
wrecking & Lumber Corporation, incorporated; 
capital, $10,000. Abraham Goldstein, 2932 W. 
32nd St. 

Buffalo—Adelphia Housewrecking & Lumber 
Co., incorporated; capital, $10,000; Simeon H. 
Neal, 197 Lorering Ave. 


New York—Kalt Lumber Co. increasing capital 
from $250,000 to $1,000,000; Bryson F.. Kalt, secy., 
312 E. 64th St. 

Westfield—Wantshouse Lumber 
incorporated; capital, $60,000; 
house, Westfield. 


NORTH CAROLINA. Bolivia—Rourk, Cameron 
eee Lumber Co., incorporated; capital, 

Granite Falls—Hickory Fibre Co., incorporated; 
capital, $25,000; wood products. 

Randleman—Harper Chair Co., 
capital, $650,000. 

Rural Hall—Gem Chair Co., incorporated; capi- 
tal, $100,000. 

OHIO. Cincinnati—W. H. Hopkins Lumber Co., 
incorporated; capital, $25,000; to do general retail 
and wholesale lumber business. 

Kenton—Kenton Lumber & Supply Co., 
porated; capital, $10,000; old concern. 

Zanesville—MclIntire Coal & Builders Supply Co., 
increasing capital to $25,000; plans for expansion 
of business. 

OKLAHOMA. Waurika—Waurika Lumber & 
Building Co., incorporated; capital, $100,000. 

Vici—Farmers Lumber & Supply Co., incorpo- 
rated; capital, $10,000. 

OREGON. Marshfield—Independent Dock Co., 
incorporated; capital, $5,000; timber products, 
docks, wharves. 

Salem—Wren Lumber Co., incorporated; capital, 
$50,000; sawmill. 

Sandy—Burns-McIntyre Lumber Co., 
rated; capital, $5,000; sawmill. 

SOUTH CAROLINA. Batesburg—Bradson Lum- 
ber Co., incorporated; capital, $50,000. 

North Augusta—Southern Veneer Co., 
rated; capital, $10,000. 

TEXAS. Canadian—White House Lumber Co., 
increasing capital from $300,000 to $500,000. 


& Supply Co., 
J. Vernon Wants- 


incorporated; 


incor- 


incorpo- 


incorpo- 


Houston—Gulf Terminal Lumber Co., incorpo- 
rated; capital, $25,000. 

Jewett—Jewett Lumber & Hardware Co., incor- 
porated; capital, $5,000. 


Lubbock—T, R. Prideaux Lumber Co. increasing 
capital from $25,000 to $40,000. 
Raymondville—Scott Lumber Co., 
capital, $50,000; old concern, 
Wichita Falls—Texas Lumber Co., incorporated. 
WASHINGTON. Auburn—Covington Creek Lum- 
ber Co., incorporated; capital, $15,000; old concern. 


Everett—Rusty Top Lumber Co., incorporated; 
capital, $20,000. 


incorporated; 


Kent—Hutchins Lumber Co., incorpo > Capt 
tal, $5,000. eae. 


Seattle—Western Show Case & Fixtur 


corporated; capital, $20,000. © CO te 
Seattle—Flick-Naegele Corporation, incor 


capital, $45,000; logging and lumbering. porated; 
Seattle—United Veneer Products Co., incorpo- 
rated; capital, $25,000. 


Seattle—Washington Lumber & Spar Co in- 
creasing capital to $250,000. se 
WISCONSIN. Suring—Muehl-Ehlinger Ly 
Co. increasing capital from $25,000 to $35,000, 
Wabeno—Wabeno Mfg. Co., incorporated; bs 
tal, $10,000; to deal in timber and lumber Products, 


BRITISH NORTH AMERICA 


ONTARIO. Welland—A. W. DeLaplante Lam. 
ber & Supplies (Ltd.), granted provincial char. 
ter; capital, $40,000, 

Weston—Humber Lumber Co. 


(Ltd.), 
provincial charter; capital, $40,000 ), granted 


Business Changes 


CONNECTICUT. New Haven—Standard L 
Co. sold to Lampson Lumber Co, — 


ILLINOIS. De Kalb—Hussey Lumber & Cog} 
Co. succeeded by Rush E. Hussey. 

Donnelson—McCaslin-Haworth Lumber Co. suc. 
ceeded by C. M. Haworth. 

Fisher—J. E. McJilton, or Fisher Lum 
succeeded by J. E. McJilton & Son. 

Rankin—James H. Elliott, Louis Bremer and 
Louis Zillman have purchased the lumber yards 
of the by: Scott —o and will probably in- 
corporate a company to operate under 
Rankin Lumber Co. —a 

INDIANA. Portland—Berger & Ma 
sold to Warren W. Robbins. iii 

Walkerton—Earl Thompson has sold his interest 
in the Walkerton Lumber Co. to Mrs. Myrtle 
Thompson, of Elkhart, Ind., who is now sole 
owner and will operate with H. D. Zincer as 
manager. 

IOWA. _Blakesburg—Wm. Fritz succeeded by 
Wormhoudt Lumber Co. 

Muscatine—Beach & Stortz Lumber Co. guc- 
ceeded by Fred Beach, who has purchased the 
interest of his partner, John A. Stortz. 


KENTUCKY. Falmouth—Dewey M. Daugherty 
has purchased the Thompson Lumber & Coal Co, 


MICHIGAN. Lake Linden—The sawmill of the 
Stearns & Culver Co. here has been purchased by 
William Bonifas, of the Winegar-Gorman Lumber 
Co., with 60,000 acres of timber land in the 
vicinity. 

MINNESOTA. Fisher—Bailey Lumber Co. suc- 
ceeded by Robertson Lumber Co. 


MISSOURI. Gallatin—Lambert Lumber Co. suc- 
ceeded by Noble J. Young. 

Grant City—P. C. Treichler has purchased an 
interest in the Dalbey Lumber Co. 

NEBRASKA. Fremont—Nye & Jenks Grain Ce. 
sold to Wm. T. Fried 


Wisner—Nye & Jenks Grain Co. seld to A, Ti 
Anderson, 


NEW JERSEY. lLyndhurst—Lyndhurst Sash & 
Door Co. moving to Rutherford. 

NEW YORK. Massena—Walter L. Pratt has 
sold to the Pratt Lumber Co., which has been 
organized by his son, Proctor Pratt and his son- 
in-law, Harry E. Nims. 

Boonville—Local branch of Fenton & Dence 
(Inc.) sold to R. F. Fenton, et al., who will operate 
as Fenton Lumber Co. 

NORTH CAROLINA. Hamlet—Ingram & King 
Lumber Co. succeeded by T. B. King Lumber Co. 

NORTH DAKOTA. Forbes—Salzer Lumber Co. 
sold to Thompson Yards (Ine.). 

— Lumber Co. sold to Thompson Yards 
nc.). 

OHIO. Bryan—Bryan Show Case Co. suc- 
ceeded by Schwartz-Showell Store Equipment Co. 

Zanesville—Zane Mfg. Co. succeeded by William 
Burke (Inc.). 

OKLAHOMA. Cyril—Wass & Wilson succeeded 
y A. F. Wass Lumber & Hardware Co. 
OREGON. Oakridge—Sawmill of the Cascade 
Lumber Co. reported gold by sheriff to Shute Sav- 
ings Bank, of Hillsboro. 

Sandy—F. W. Bittner sawmill sold to Bruns- 
McIntyre Lumber Co. (Inc.). 

Tillamook—F., E. Thomas sold his sawmill to 
A. L. Thomas. 


PENNSYLVANIA. State College—Homan & 
Hafer succeeded by Homan & Mohnkern. 

Titusville—Hampton Lumber Co. sold to Ken- 
neth G. Rowe. 


SOUTH DAKOTA, Platte—Thompson Lumber 
Co. has suspended business and the stock has been 
taken over by the Fullerton and the Schoennemasa 
lumber companies. 


TEXAS. Cain City—Cain City Lumber Co, suc- 
ceeded by Stein Lumber Co. 

Jacksonville—Neches River Lumber Co. 
ceeded by Lyon-Gray Lumber Co. 

Mart and Otto—Turner Lumber Co. sold to W. F. 
& J. F. Barnes, of Waco. 

Rockwall—Rockwall Lumber Co. succeeded by 
Lyon-Gray Lumber Co. 

Seagoville—Seagoville Lumber Co. succeeded by 
Lyon-Gray Lumber Co. 

VERMONT. Burlington—John E, Booth Lumber 
Corporation has closed out its retail department 
to the Shepard & Morse Lumber Co., of Boston. 

WASHINGTON. Seattle (Lake Burien)—Lake 


Burien Lumber Co. sold to Bunge-Harper Lumber 
Co. 
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Tekoa—J. Vv. Allen has sold his interest in the 
sawmill of Allen & Codd to his partner, A. W. 


Codd BRITISH NORTH AMERICA 

ONTARIO: Woodstock—R. E, Butler Lumber 
go, reported to have disposed of its business to 
Hutcheson Lumber Co. 


. 

Casualties 

ac tgas.000. Hurst—Hurst Lumber Co., loss by 
$25,0 

ir NNESOTA. New York Mills—Dower Lumber 
(o., less by fire, $35,000. 
NEBRASKA. Keystone—J. H. Melville. Lumber 
Co., loss by fire; store and contents, lumber sheds 
and stock and two warehouses destroyed. 
NEW YORK. Flushing—F. S. Neill (Inc.), loss 
py fire, $50,000. ‘ 
"sOUTH CAROLINA. 


Cordesville—Parker Lum- 


per Co., loss by fire amounting to several thou- 
sands. 
TEXAS. Voth—Kirby Lumber Co., loss by fire, 
$50,000. 


New Ventures 


ARKANSAS. West Helena—G. G. White, presi- 
dent of Woods Parts Corporation, of Detroit, an- 
nounces that a new plant will be opened in West 
Helena Feb. 15. 

CALIFORNIA. Quincy W. Y. Stoddard Lum- 
per Co. has begun business as wholesale dealer 
and manufacturers’ agent. 

Santa Clara—M. J. Enos and M. A. Dominick 
have engaged in business at 1450 Lincoln St., as 
Santa Clara Lumber Co. . 

INDIANA. Richmond—Commons Lumber Co. 
open for business with new and complete plant 
to handle lumber and building materials. 

IOWA. Guthrie Center—H. E. Rhoades Con- 
struction Co. will establish a branch yard in 
Panora and will have new office and yard build- 
ings there completed by March 1; company has 
yards also in St. Charles and St. Mary’s, with 
headquarters in Guthrie Center. 

KANSAS. Lost Springs—Mclintire 
has started a retail business. 

LOUISIANA. DeRidder — Stanley Bros. plan 
establishment of crate factory with capacity of 
2000 orange crates a day. 

West Monroe—H. R. Haynes Lumber Co. re- 
cently opened; constructing new building. 


Lumber Co. 


MASSACHUSETTS. Medford—Jackson & New- 
ton Co. has begun business as manufacturer and 
dealer in doors, sash and other building mate- 
rials. 

NEW MEXICO. Albuquerque—New 
Pioneer Shingle & Roofing Co. recently 
business. 

NORTH CAROLINA. Gastonia—Hickory Wood 
Products Co. will establish a tool handle factory 
at Sawmills, near here, where building has been 
leased. 

OREGON. Portland—Frank Boutin has en- 
gaged in sawmill businesseas Boutin Mill Co., 
1335 E. 29th St. 

North Branch—Roy Neal and Mack Baker have 
engaged in the logging business. 

PENNSYLVANIA. Philadelphia—Jacob Bros. 
Lumber & Millwork Co. started in business at 
921 N. 40th St. 

TEXAS. Alice 
ber yard. 

WASHINGTON, Seattle—Grays Harbor Expor- 
tation Co. opening an export lumber business at 
1403 Dexter-Horton Bldg. 


New Mills and Equipment 


ARKANSAS. Camden—Rockwell Mfg. Co, has 
started construction of a sawmill of 50,000 feet 
daily capacity. 

DeQueen—Dierks Lumber & Coal Co. erecting 
modern plant for the manufacture of a new design 
stepladder. 

Rison-—J. L. Sadler will erect a new sawmill. 

CALIFORNIA. Georgetown—John M. Mace has 
leased timber lands of the Forest Service and will 
erect a box factory about five miles from here. 

Petaluma—wWill Dresbach, planing mill and lum- 
ber, will erect new mill on lower Third St. 

MINNESOTA. Minneapolis—Zimmer Wholesale 
Furniture Mfg. Co. taking bids on $25,000 factory 
addition, 

MISSISSIPPI. 
erect 100x400 ft. 
“Prestwood.” 

OHIO. Putnam—Curtis Lumber Co. will install 
woodworking plant; building under erection; con- 
siderable machinery to be installed. 

TEXAS. Goose Creek — Robertson-Macdonald 


Mexico 
began 


Clive Savage has started a lum- 





Laure!l—Mason Fibre Co. will 
factory for manufacture of 


Lumber Co, installing modern millwork in lumber 
yard to cost about $5,000. 





Southwestern Lumber Rates 


WASHINGTON, D. C., Feb. 6.—Division 4 of 
Interstate Commerce Commission has  dis- 
missed Docket No. 17,604, finding that rates 
on lumber and articles taking the same rates 
from Alexandria, La., to Beaumont, Orange 
and Port Arthur, Tex., are not unreasonable or 
otherwise unlawful. Division 4 announces 
that its findings are without prejudice to any 
adjustment in rates which may be necessary 
under the findings of the commission in Gal- 
veston Commercial Association vs. Galveston. 
Harrisburg & San Antonio Railway Co. In 
the latter case, among other things, rates on 
anumber of commodities, including lumber, in 
export, import or coastwise movement, from 
or to points in the Southwest, including Oak- 
dale and numerous other points in southwest- 
ern Louisiana, to or from Galveston and other 
Texas ports taking the same rates, were found 
unduly prejudicial to those ports and unduly 
preferential of New Orleans. A _ non-prejudi- 
cial basis of rates was prescribed. The instant 
case was brought by the Alexandria Chamber 
of Commerce. The Lutcher & Moore Lumber 
Co. intervened, supporting complainant’s move 
to have the rates from Alexandria reduced, 
but opposing an increase in rates from points 
south of Alexandria. 


Authority to Abandon Part of Railroad 


Division 4 has issued a certificate in Finance 
Docket No. 6,647 authorizing the Greenbrier, 
Cheat & Elk Railroad Co. to abandon as to 
interstate and foreign commerce that part of 
its line of railroad from Spruce to Cass in 
Pocahontas County, West Virginia. Under the 
arrangement hereby approved title to this 
Stretch of railroad will be conveyed to the 
West Virginia Pulp & Paper Co. to be used 
Solely for its own logging operations. Virtu- 
ally all the traffic handled over this segment 
of the line has been timber products of the 
paper company. 

Permitted to Intervene 


_ The Interstate Commerce Commission has 
sued an order permitting the California 
White & Sugar Pine Manufacturers’ Associa- 
tion’ to intervene in Docket No. 20,372—Cady 
Lumber Corporation et al. vs. Apache Railway 


Co. et al. The California Pine Box Distribu- 
ters also have been authorized to intervene. 
The commission likewise has issued an 
order permitting the California Pine Box Dis- 
tributers to intervene in ‘Docket No. 20,499— 
Walter Verhalen Co. et al. vs. Atchison, To- 
peka & Santa Fe Railway Co. et al. 
Tennessee Rates to Quebec Points 


The Atlantic Lumber Co. with principal 
offices in Boston and mills and yards at vari- 
ous points has filed with the Interstate Com- 
merce Commission a complaint against the 
Louisville & Nashville Railroad Co. and other 
carriers, seeking $1,038.25 reparation on 21 
carloads of lumber shipped from Duff and 
Knoxville, Tenn., to Cowansville and _ St. 
Hyacinth, Que. Effective Feb. 28, 1925, the 
Louisville & Nashville restcered the rate of 
4314 -eents, which had been in farce some time 
before, to Montreal and St. Johns, Que. and 
points basing thereon, but it and other car- 
riers refused to apply this rate to Cowansville 
and St. Hyacinth. The higher rates to the 
latter points are assailed as unjust and un- 
reasonable. 


Transit Arrangement Benefits Shipper 

CINCINNATI, OHIO, Feb. 6.—Announcement 
has been made by T. W. Elmes, district man- 
ager of the Southern Hardwood Traffic Asso- 
ciation, that following extended negotiations 
the Chesapeake & Ohio Railway Co. has agreed 
to provide for the absorption of connecting 
lines switching on carload shipments of lum- 
ber moving into Cincinnati via the Chesapeake 
& Ohio, and which are transited at points 
located here on lines other than the Chesa- 
peake & Ohio and then reshipped to points 
beyond. Heretofore, such switching charges 
were in addition. This will mean an average 
saving of about $12 to $15 a car on every 
shipment handled under the Chesapeake & 
Ohio lumber transit arrangement after Feb. 
29, 1928, which is the effective date of the re- 
duction. 

According to the Southern Hardwood Traffic 
Association, the Cincinnati lumber operators 
not located on the tracks of the Chesapeake & 


(Continued on page 88) 


Flooring That Builds 
Sales for Dealers 


Hudson Oak Flooring is the kind 
of flooring that attracts sales for 


dealers who sell it. Its glasssmooth 
finish, its even texture, its close 
matching and attractive grain are 
important factors in winning sales 
and satisfying customers. 


Write for samples and prices. 


Hudson Hardwood 
Flooring Company 


Sales Office: MEMPHIS, TENN. 
Plants at Memphis, Tenn and Vicksburg, Miss. 


HUDSON 
_ OAK FLOORING , 














are ALWAYS IN THE 
MARKET TO BUY— 


Long Leaf and Short Leaf Sizes, 
Boards, Roofers and Flooring 
Short Leaf Finish. 


Also:— 
1x4 K.D. B & Better 
Rough Short Leaf 


Oregon and California 
White and Sugar Pine 


Send us your Stock and Price Lists. 


Chas. F. Felin & Co., Inc. 
Old York Road & Butler St., PHILADELPHIA, PA. 


























North Carolina Pine and 
West Virginia Hardwood 














Dried, Well Manu- CASING, 
Teed: High Grade, BASE AND 
Capacity, + 2304 ,000 feet MOULDINGS 
ro Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA, 














Fuce OAK FLOORING .... 


THE BEST Oak Hooring = 


Mixed car shipments of oak, gum, beech and Ar- 
kansas short leaf pine mouldings, finish and boards; 


beech and gum flooring; Southern hardwoods. 


E. L. BRUCE CO., Memphis, Tenn. 
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LONGLEAF 


HEAVY PITCH Pine 


For Export and Interior Trade 


We make shipments from 
New Orleans, Gulfport, 
Mobile and Pascagoula of 


TIMBERS, YARD 
AND SHED STOCK 


Dantzler Allied Mills 


L N. DANTZLER LUMBER CO. 
Moss Point, Miss. Sales Agents. 


MILLS AT 
Howison Ten Mile Cedar Lake 


Daily 
Capacity 
400,000 Feet 


Moss Point, 











' 


Caddo River 


Lumber Company 


R. A. Long Bidg., MKMANSAS CITY, MO. 


Yetiow Pine 


aa Oak Lumber 


Softest, Close Grain Arkansas Pine 
Grades Uniformly Good, Manufacture Perfect 


= att } We Solicit 
Glenwood, Ark. 
Mauldin, Ark. 





Your Patronage 











Lutcher & Moore 
Cypress Lumber Co. 


LUTCHER, LA. 
Manufacturers of 


Cypress and Tupelo 


WE SPECIALIZE IN TUPELO 
FLOORING, TRIM and MOULDING 











Cummer Gypress Co. 





Mills: Jacksonville and Sumner, Fila. 


Gypress Kanes 


Shingles and Lath 








| Sales Office, 300 Madison Ave., New York City 


cmnihenn 








CYPRESS 


We annually produce 40,000,000 feet of 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. » 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 














News Notes from Am 


Tacoma, Wash. 


Feb. 4.—Tacoma has been selected as the 
place for the hearing next Monday by the 
Interstate Commerce Commission at which 
Pacific Northwest shippers and business in- 
terests will present their views in regard to 
the proposed merger of the Great Northern 
and Northern Pacific railroads. This hearing 
formed the principal topic of discussion at 
the regular meeting of the Tacoma Lumber- 
men’s Club yesterday. The club has already 
gone on record as opposing the merger on the 
grounds that the present competition between 
the two roads is of great benefit to the entire 
Northwest. Ernest Dolge is chairman of a 
special committee which is working on the 
question. He urged the attendance of al] the 
lumbermen at the hearing and asked that the 
mills whose plants are located on the two 
lines have representatives on hand to testify. 
Several of the manufacturers present volun- 
teered to take the stand and all promised to 
attend the hearing. 

Frost Snyder, chairman of the committee on 
towboat rates, announced a conference with 
the towboat operators to be held today at 
Seattle, and promised full information next 
week. W. Yale Henry, chairman of the fire- 
boat committee, reported the resignation of 
M. G. Fairchild, and asked for the appoint- 
ment of some one in his place. 

Cargo shipments of lumber over the Tacoma 
docks showed a marked increase this week, 
especially Atlantic coast business, which 
formed the great bulk of the shipments. From 
the Baker, Shaffer, McCormick and Milwaukee 
docks and Portacoma piers, 5,050,000 feet; St. 
Paul & Tacoma Lumber Co., 4,000,000 feet; 
Dickman Lumber Co., 2,750,000 feet; Puget 
Sound Lumber Co., 1,000,000 feet, and De- 
fiance Lumber Co., 980,000 feet—a total of 


13,780,000 feet. Destinations: Atlantic coast, 
10,750,000 feet; California, 1,700,000 feet; 
Europe, 330,000 feet; South America, west 


coast, 900,000 feet, and Australia, 100,000 feet. 
Other than lumber: The Atlantic coast took 
5,360 doors and 160 bundles broom handles. 
Europe took 50,000 feet airplane spruce, 50 
tons plywood and 1,500 doors. Australia took 
250 tons box shook, 2,300 doors and 20 tons 
plywood. 

Cargo shipments of lumber from Tacoma 
during December totaled 53,717,204 feet, of 
which 28,657,753 feet was shipped foreign, and 
25,059,451 feet to domestic ports. Box shook 
shipments totalled 2,888 cubic tons, 1,890 tons 
to foreign countries and 998 to domestic buy- 
ers. A total of 59,951 doors moved over the 
docks, 37,642 of the total going abroad. The 
Orient was the largest consumer of lumber, 
taking 22,164,684 feet, and the Atlantic coast 
was second, taking 19,113,775 feet. 

The first shipment of logs from Vale, the 
new Weyerhaeuser Timber Co.’s logging head- 
quarters in Thurston County, was made yes- 
terday, and from now on between 350,000 and 
490,000 feet of logs will be shipped daily to 
the terminus at. South Bay, and from that 
point towed to the company’s mill at Everett. 
The project will be in full operation by spring, 
when an average of 140 carloads of logs will 
be shipped out daily. 

Construction work on the new hemlock mill 
of the St. Paul & Tacoma Lumber Co. was 
started last week. The plant will be a modern 
electric single band sawmill with a daily 
capacity of 200,000 feet and will be ready for 
operation early next summer. The mill was 
designed by Ernest S. Brownfield, mechanical 
superintendent for the company, and the plans 
were drafted by Henry W. Wagner and Fred 
H. Essig. L. 8S. Tucker is superintendent of 
construction, with E. G. Griggs II as his as- 
sistant. The waste from the new mill will 
supply material for the manufacture of pulp 
by the Union Bag & Paper Co., which is now 
building a 100-ton pulp mill on an adjoining 
site. 

M. G. Fairchild, manager Tidewater Mill 
Co., has resigned his post with that organiza- 
tion and is now connected with the Peterman 
Manufacturing Co. 

Construction work on the new pulp mill at 
the Shaffer Box Co. was started yesterday. 


The contracts call for its completion in seven 
The new mill will be a 650-ton 


months. 











————__ 





sulphite plant turning out unbleached dry pulp 
from hemlock waste and low grade lumber 
of the Shaffer Box Co. It will cost $425,009 
exclusive of the site. 


Los Angeles, Calif. 


Feb. 4.—With increased activity on the Part 
of the local retailers, curtailment of inward 
shipments and increased activity in the At. 
lantic coast market, the local lumber situation 
is much better than at any time during the 
last ninety days. Cargo arrivals in southern 
California last month totaled 92,000,000 feet, 
compared with 100,380,000 feet for the pre 
ceding month. Both wholesale and retajj 
stocks are short, supply being less than de. 
mand. Reserves are being cut considerably 
and prices are firm. 

Cc. P. Henry, Arizona representative for the 
Charles R. McCormick Lumber Co., with head. 
quarters in Phoenix, is spending several days 
at the company’s Los Angeles office. 

Cc. W. Pinkerton, J. E. Pinkerton and Mrs 
M. P. Cookinham have purchased the Crowell 
Lumber Co., Eagle Rock, and will operate the 
yard under the name of Verdugo Lumber Co, 
J. E. Pinkerton, who will manage the yard, 
was formerly with the Bay Lumber Co., Santa 
Monica. C. W. Pinkerton is Owner of the 
Whittier (Calif.) Lumber Co. Mrs. Cookin- 
ham is a sister of the two men. 


Astoria, Ore. 


Feb. 4.—Logging started actively in the 
Astoria district during January, and got into 
full swing again in February. The principal 
new development this winter is the resumption 
of logging on the Oregon side of the Columbia 
River by the Crown-Willamette Paper Co. 
which has been operating for several years in 
the vicinity of Cathlamet, Wash. 

During January, 18,827,354 feet of lumber 
was exported from Astoria customs district, 
the heaviest foreign movement in _ recent 
months, Intercoastal business reached 6,719,- 
743 feet, considered excellent for midwinter. 
The coastwise business continued disappoint- 
ingly slack, being under 5,000,000 feet. 

Lumber handling at the marine terminals 
has shown a material increase since the first 
of the year. This is also true of the Nakata 
Dolphins, east of Astoria, from which a very 
large quantity of logs was loaded for the 
Orient. 

The Prouty Lumber & Box Co., of Warren- 
ton, practically doubled its output in mid- 
February. This company, while handling the 
greater part of its cut direct over its own 
docks on the Skipanon Waterway, rafts and 
barges large quantities to Astoria terminals. 
Practically all lumber mills in the immediate 
vicinity of Astoria are now availing them- 
selves of Astoria Terminal facilities. 


Seattle, Wash. 


Feb. 4.—W. L. Feeley, having retired from 
the local department of the Babcock-Angell 
Lumber Co. after four years of service, has 
organized the W. L. Feeley Lumber Co. and 
will specialize on the requirements of local 
yards and woodworking concerns. Mr. Feeley 
retains his connection as exclusive representa- 
tive in Seattle of the Raymond Lumber Co, 
Raymond, Wash. 

J. A, Oram, of the H. & W. Lumber & Supply 
Co., Lincoln, Neb., has just completed a tour 
of the Pacific Northwest, including Spokané 
Vancouver, B. C., Everett, and Seattle. He 
has noted many encouraging facts, showiné 
that the lumber business is getting ready t 
“pick up.” 

W. C. Strong, of Chicago, now connected 
with the sales organization of the box depart 
ment of the Weyerhaeuser Sales Co., is 0 
the Coast this week after an absence of tw? 
years. He visited the mill of the Snoqualmit 
Falls Lumber Co. on Thursday. Mr. Strong 
is widely known in the Pacific Northwest 
having at one time been manager of the box 
department of the West Coast Lumbermen’® 
Association. 

R. W. Vinnedge, president North Bend Lum 
ber Co. and also president of the Pacific Los 
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g Congress, has returned from a visit to 


leaving today for Japan. He will take charge 



















dry Pulp ® corvallis, Ore., where he was a dinner guest of the Kobe office while M. E, Blackmar is in 
> lumber ¢ 140 foresters, whom he addressed on “Rela- this country on vacation, and will act as as- 
$425,009 ‘oon of the Forest Students to the Lumber sistant on Mr. Blackmar’s return. 
Industry.” At the close of _ = — 
e extended free membership at e 
f. on geal — the loeaing ee pie to hong Denver, Colo. 2 
and students of the school of forestry, Wh B | 
the part ane Agricultural College. The session will nis peg cag gg Bo ogy Wien cr en usiness Ss 
{eee i Fertions neat Se. | Deen Peer trea the Wilson sawmill near Rico, Colo . 66 4 99 
the At. | has guaranteed that a hundred students will ’ “° A Little Off Feed 
paper mills near Milwaukee for a thorough 
ne attend. , li test in the making of paper. If it proves 
& the satisfactory, a pulp mill is to be established 
rte San Francisco, Ca if. at McPhee, Colo., to be supplied from the Rico don’t get discouraged, but rather stir up 
a Ps Feb. 4.—Chartering of vessels for the Aus- section of Dolores County. some of the old “pep” and go out after the 
1d rota tralian trade was given further impetus last Charles Boettcher, president Colorado Port- orders, That’s what we are doing down 
than de. | week by the placing of orders for more than’ land Cement Co., R. J. Horse, vice president here ts the Gouth- 
siderably | 2,000,000 feet of redwood for foreign ports. and George T. Kearns are backing a new fac- u 
/ Most of this is bound for the Antipodes. Mem- tory in Denver, to the tune of $250,000, the west, and we are well 
> for the § bers of the redwood industry will probably be- output to consist of creosoted lodgepole pine, pleased with the pres- | 
ith head. § gin an active campaign in Australian terri- made into telegraph poles, mine props and ent volume of orders } 
ral days § tories as a result of the recent decision of railroad ties. It is claimed that lodgepole f fi i | 
the Australian Government to double import pine when chemically treated will outlast un- or our fine quality, 
and Mrs | duties on all woods except redwood in the treated cedar. soft textured Arizona 
. Crowelj | rough, which retains its former rate. A crew of men are marking one hundred (Pondosa) White Pine 
erate the Langford Smith, sales manager Red River thousand small trees to be cut in the Big Horn lumber. 
mber Co, | Lumber Co., Westwood, Calif., is spending the national forest near Buffalo, Wyo., the amount 
he yard, week in San Francisco. He will be guest of estimated at three million feet, for making This light weight \ 
'0., Santa § the Hoo-Hoo luncheon club Thursday and packing boxes at Buffalo. . a 
r of the will speak on motets of cutting pine o : - re | = ing sored a L ’ | 
Cookin- | as to obtain the greatest amount o gh gra M W S pleasing our customers, and we know 
lumber. ‘ia Reese: a in quails ilwaukee, 1S. will do the same for you. Send us a memo 
a. ae a aa <e- and timbers Feb. 7.—Lumber dealers here are busy, and today on your requirements in yard and 
for shipment to the Southern Pacific of —— aa ease ae pron Mh — > be shed stock, mouldings, shop and factory . 
in the Teed Roth. of the McCallum Lumber Co. and__siiittle factory trade. Common lumber is hold- lumber, or box and crating material. 
got into] wember of the Supreme Nine of Hoo-Hoo, ims very strong and some West Coast items we a4. ee 
principal are being advanced. Very little hemlock is 
has returned from a trip to St. Louis. : ‘ = 
sumption coming into Milwaukee either from the Coast H Ss G N 
Columbia or the North, but the movement elsewhere in ere’s Some Good News 
iper Co., Portland, Ore. the State is believed to be holding up well, From Illinois 
years in Box and crating factories are not as active 
Feb. 4.—There is a big volume of business as usual at this time of year and the move- Chicago, Illinois. 
f lumber| in fir lumber, but prices are unsatisfactory. ment of lower grades hardwoods has declined. 
district, roe err oe eo s rn ag be oe Buying in the hardwood market is hand-to- Please refer to our order 3980, your 
ands of producers. ou erce mouth. Furniture plants are taking items a ; 
‘d 6.713, logging camps in the y= peer aos ee only as they need them and the movement ot 166-F, which has been placed with Cady. 
inter. | #e now in operation. e output from thes@ birch is not very heavy. Few sizable auto- f 
sonneall would be insufficient to meet the demand were mobile company orders have been placed. inate have just unloaded B. & O. Car 
et the mills operating to full capacity. Weather i: on 4 8 and we are glad to report that this 
. quest to abandon a branch line in Lang | 
erminals | ®onditions are now much improved, after sev- 1.4. County, Wis., which was formerly used C@F is entirely satisfactory. 
eral weeks of snow, freezing temperature and ’ - 
the first by the timber interests, has been made by the 
e Nakata} heavy rains. In the Inland Empire, many Chicago & North Western Railroad to the If we can get this kind of lumber we 
h a very] Pine mills are still down, sage = we von Interstate Commerce Commission. The line Will be glad to have Cady fill the balance i 
for the received by the Western Pine Manufacture runs from the main line a mile north of of our order. i 
Association headquarters here. A -consider- Antigo, Wis., to a point about 28 miles north- 
Warren-} able quantity of lumber will eee to west in Langlade County. The Heinemann Thank you. 
in mid-} here next week for ports on the Mediterranean. interests used the line principally, but in the R. T. FELTUS LUMBER CO 
dling the last few years it has not been in use due to R. T. Feltus See 
B..: = Vancouver, B. me — having been cut out in that terri ’ 
erminal&} Feb 4.—Business for spring continues to ° RPS 
nmediate improve in all markets. Prices of lumber have Kansas City, Mo. If you want to make the lathers in your 
ig them-} pone up, particularly in the domestic market, ty bh " z 
and mills are looking forward to an increase Feb, 7.—Lumbermen here are taking a very City happy, just tell us to include some 
in export prices. The shingle mills have re- optimistic position with regard to the market. Arizona White Pine lath in your next mixed 
ceived increased orders following the putting Conditions in the middle West favor a good car. 
into effect of higher prices last week. market, except in the oil fields, where produc- 
red from The fir logging camps are all operating, but tion is being held down because of the low e¢ © 8 #@ <& 
ck-Angell| Stocks are still low and good logs are scarce. price of oil. Cattle prices are high, though z : 
vice, has} J@Panese orders have been coming in stronger hogs are low, and the winter weather has been Write for Latest Stock List 
Co. and during the last week, and considerable busi- very favorable for wheat. While there still 
of local} 2€8s has been placed for late February/March is considerable complaining among the farm- Also tell us to put your name on our mail- 
r. Feeley a e- 7 rater have savennet ” — — pang Fan Marry Phe Sgr pam ema ing list to receive future market data, 
-| 0 Japan. There is not much change in e an ’ ‘i 4 
sen Australian market, which continues quiet. ing long-negleeted improvements. Retailers prices, etc. This will do much toward sim 
There is some inquiry in for May to Sep- went into the New Year with smaller stocks plifying your lumber buying. 
& Supply} mber loading. The United Kingdom and _ on hand than ever before, and they are having 
da tour Continental markets continue strong. Large to buy heavily to restore them to meet spring 
Spokane, orders for ties and railroad crossing timbers requirements. The market here has been 
‘tle. He have been placed. South African business is showing steady improvement since the first Southwest Lumber 
showing g00d, and two steamers are due to load for of the year and prices have been gaining 
ready to South African ports within the next fifteen strength. The volume of January business was Sales Co ration 
— China has inquiries in the market for — ——— the — on last —. _ 431 
. three cargoes of ties. Orders are increasing February business is running considerably Occidental Life Building 
—— from the St. Lawrence territory, and there is ahead of that for the same month last year. 
. ioe patient improvement in business from the Coentey comand has aol —— mative Shap ALBUQUERQUE, NEW MEXICO 
: antic seaboard. ' city, largely because country stocks . 
. a Hon. T. D. Patullo, minister of lands for poorer condition. In Kansas City, speculative ArthurAHood. Pres. J.ARobison, Secy 
- Strong British Columbia, has announced that a sur- building has accounted largely for the dwell- WG. Ramshaw. VP RF. Lilley, Treas. 
orthwest.§ Y€Y is now being made to ascertain the an- ing construction of the last ten years. With Selling Sete tees 
the box bo rg ee, a te! rege = that — —— ore neg: ee pany a eee Lamber Corp. Lumber Ca 
bermen’s nual cut wi e limited to conform to the 0 a nd 0 uilding and more bu Nary, Ariz.  N.Mex. 
sTowth. by individuals for their own use. Industrial Cody Lameber Corp. Stantheg Lanaber Heine. 
nd Lum-§ , Clarence R, Fraser, formerly office manager demand is said to be picking up, but sales Flagstaff, Ariz. mm. . 
‘fic Log-§ °° the H, R. MacMillan Export Co, (Ltd.), is managers say they are getting too many in- Annual Capacity 300 Million feet 
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CI PACIFIC COAST C3 


Better Made 
to Sell Better 


Finer workmanship, softer and more 
carefully selected stock help you sell 


Wena 
and Mouldings 


Contractors, carpenters and builders 
see the difference instantly. 





Write for quotations. 


Williams Fir Finish Co. 


Incorporated 
“Seattle’s Finest Finish.”” SEATTLE, WASH. 

















FINISH — SIDING 


Check up now on your stocks 
and then let us know your needs. 


Albion Lumber Co. 
General Office: Albion, Calif. 
Sales Office: Hobart Bidg., San Francisco 
San Diego Office: 320 Spreckles Bldg. 
Los Angeles Office: 397 Pacific Elec. Bldg. 
Mills: Albion and Navarro, Calif. 
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OFFICES 


y O FIRMS engaged in 
Industry and Transpor- 
tation, an office location at 


the heart of these activities 
is of vital importance. 


In the buildings of Seattle's 
MeEtTRopPoLITAN CENTER are 





gathered the administrative 
offices of Transportation and 
the major industries of the Pacific Northwest. 





A card will bring details, 


| Metropolitan Building Company 
1301 Fourth Avenue 
Seattle 











L—w SOTELS Lo) 
HOTEL CHASE 








The Center of Social Activities 


Kingshighway at Lindell Blvd., 
opposite Forest Park. 


500 Rooms with Bath—Single or en Suite 
$3.50 and up. 


HOTEL CHASE, St. Louis 


Frederic C. Skillman Geo. T. Thompson 
Managing Directors 











quiries for special cuts. 
is said to be increasing. 


Minneapolis, Minn. 


Feb. 8.—Manufacturing lumbermen here get 
nothing but optimistic reports from their log- 
ging operations. The prospects are that the 
large operators will put in more logs than 
they did last winter. Small operators also 
will turn out more cedar, as some are running 
which were idle last year. 

Thomas Balmer, assistant general counsel 
Great Northern railroad, addressed the Hoo- 
Hoo Club luncheon Feb. 2, and talked about 
the plans for merger of that railroad with the 
Northern Pacific. He contended that it will be 
all to the advantage of the public in more 
efficient service at lower costs. 

The L. D. Kellogg Lumber Co.’s sawmill at 
Aitkin, Minn., was destroyed by fire last week. 
The lumber in pile was saved, and the mill 
plant probably will be rebuilt. 

E. McDavitt, sales manager Somers Lumber 
Co., Somers, Mont., was here a few days ago. 
He reported that its year’s output will run 
about 75,000,000 feet, of which about 50 per- 
cent will be treated ties. 

E. J. Fisher, in charge of the Minneapolis 
district office of the National Lumber Manu- 
facturers’ Association, was the main speaker 
at the monthly meeting of the Northwestern 
Hardwood Lumbermen’s Association on Tues- 
day, Feb. 7. 


Duluth, Minn. 


Feb. 6.—Improvement is shown in inquiry 
for mixed carlots of northern pine. Dealers 
reported the best seasonal call for timber in 


Export buying also 


several years. There has been noteworthy 
expansion in shipments to country elevator 
companies. A survey of interior sawmill 


yards has shown that stocks of dry medium 
and lower grades are at a minimum. Sales 
officials at Duluth are almost a unit in think- 
ing that the coming building season promises 
to be the most satisfactory in several years. 
With favorable weather, woods operators are 
growing more hopeful regarding the outlook 
for larger input Estimates are being revised 
upward. Officials of the Scott-Graff Lumber 
Co., Duluth, are preparing to receive a con- 
siderable amount of logs. The Virginia & 
Rainy Lake Co. has set a crew at work at 
Brennan’s Beach, northern Minnesota, build- 
ing a new loading platform and hoisting ap- 
paratus for loading a big drive of logs that it 
is proposed to send down to the lake in the 
spring for hauling to its sawmill at Virginia. 
Koochiching County authorities failed to block 
the efforts of the International Falls Lumber 
Co. to cross some country roads with its 
logging railway. 


Philadelphia, Pa. 


Keb. 6—The Philadelphia 
riencing more activity than in any previous 
period this year. Many wholesalers say things 
are a “little better.”” Quotations are strength- 
ening, and the largest local distributers state 
with confidence that they will not go any 
lower. 

The annual meeting of the Lumbermens Ex- 


market is expe- 


change of Philadelphia will be held in the 
Exchange Rooms Thursday afternon, March 
1, followed by the annual banquet. Officers 


and directors nominated this week will be 
elected at the annual gathering of the various 


units in the exchange. At a meeting last 
week the following were nominated for di- 
rectors: Charles F. Kreamer, Benjamin Haz- 


ard, Edward Doering, Walter MelIlvain, Frank 
K. Gillingham, Wilson H. Lear, Harry G. 
Parker, J. T. Riley and Edward B. Humph- 
ries. 

The Philadelphia Retail Lumbermen’s Asso- 
ciation has continued its mid-week luncheons 
at the Bellevue-Stratford, at which time ideas 
are exchanged and suggestions traded for the 
improvement of business. 

The Pennsylvania Lumbermens Mutual Fire 
Insurance Co. has moved its local offices to 
the new Public Ledger Building on Chestnut 
Street. 

Horace Hazard will serve as chairman of 
the Southern Pine Association’s Philadelphia 
meeting, and will have associated with him 
on the committee, Fred Patchell, of the Fink- 
bine and other interests, and Robert M. Beard, 
of Wilkes-Barre, who represents the Great 
Southern Lumber Co. of Bogalusa. 

David Baird, jr., president Baird Lumber 
Co., Camden, and Republican leader of South 


———__ 
Jersey, has been elected to the directorate og 
the West Jersey & Seashore Railroad, a gy. 
sidiary of the Pennsylvania System, This 
prominent retailer is also a director in Several 
banks and manufacturing companies in Cam. 
den, 
George M. Hamel, formerly with the 

A. Prock Lumber Co., is now associated wit, 
the Walter J. Mingus Co. 


New York, N. Y. 


Feb. 7.—The turn in the lumber market has 
come. Definite improvement has been noteq 
during the last week by retailers, and gales. 
men making the rounds today said that orders 
were much easier to obtain. One of the best 
signs was a stiffening of prices in Idaho Pine, 
which until now have been unusually weak 
There also has been a decided improvement 
in the market for eastern spruce lumber, 
with reports that Canadian manufacturers are 
curtailing their output and will have nothing 
like as much lumber to send to the United 
States as they had last year. A definite up- 
turn has come in prices of eastern spruce 
lath, the advance ranging from 12% to 1) 
percent. Lath are quoted today at $6.75, 
wholesale, the best price that has obtained for 
six months. Wholesalers wha have been 
holding heavy stocks, with no takers at prices 
far below the present figure, are refusing 
$6.50. The North Carolina pine market has 
not shown improvement commensurate with 
that in other woods, 

Theodore J. Kelly spoke at a well attended 
meeting of the Nylta Club last Friday night. 
His subject was “Legal Lumber Opinions.” 

The Long Island Salesmen’s Association is 
distributing an attractive telephone directory, 
containing the names and addresses of its 
members and the names of leading lumber 
firms on Long Island. 

The Trimpak Corporation will have an il- 
luminated sign in operation on the Atlantic 
City Boardwalk during the coming convention 
of the New Jersey Lumbermen’s Association. 

Chester C. Kelsey and Robert Brush have 
been added to the sales staff of the Blanchard 
Lumber Co. Mr. Kelsey will look after the 
trade in Albany and southern New York, and 
Mr. Brush will take care of New Jersey busi- 
ness. 

McEwen Ransom, president Nashville Hard- 
wood Co., Nashville, Tenn., was a _ recent 
visitor in New York. 


Pittsburgh, Pa. 


Feb. 7.—Business continues to show im- 
provement. Prices of many items show 
strength, and in a couple of instances a real 
advance. The curtailment in production is 
being felt to some extent, especially in south- 
ern pine. Prices on 1l-inch No. 2 common 
boards and roofers and 2-inch dimension are 
stronger, and further advances are expected. 
Eastern hemlock is in better demand. Idaho 
white pine is holding strong, and some mills 
are putting limits on sales of several items, 


which they are unable to supply except in 
mixed cars. Pondosa pine and California 
white and sugar pines are holding to their 


previous level. Some mills find themselves 
unable to supply items on account of stocks 
being depleted. The export demand for hard- 
woods is improving. Some dealers who make 
a specialty of hardwoods report business 4 
good deal better. They report that demand 
for oak and sound wormy chestnut has in- 
creased to such an extent as to cause slight 


advances. 
Toronto, Ont. 


Feb. 6.—E. W. Backus, accompanied by A. 
D. George, solicitor, Fort Frances, were in 
conference recently with Hon. William Finlay- 
son, minister of lands and forests for Ontario, 
with a view to settlement of claims made by 
the department against Mr. Backus as a result 
of the flooding of valuable timber lands in the 
Rainy River area, and also the burning of 
timber in connection with the establishment of 
a dam on the Seine River. The minister re- 
ported some headway with the negotiations, 
which were not completed, however. A con- 
siderable sum is involved in the claims. 

F. H. Horning, sales representative Hope 
Lumber Co. (Ltd.), Bridgeburg, Ont., has re- 
moved his office to Room 1012 Federal Build- 
ing, Toronto. 

Alex. C. Gordon, Toronto, has joined the 
sales staff of Dominion Timbers (Ltd.), To 
ronto, and will cover a part of western On- 
tario. Peter J. McDonald, formerly with the 
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Hope Lumber Co. at Little Current, Ont., and 
the Darling Lumber Co., Toronto, has joined 
the sales staff of Dominion Timbers (Ltd.), 
qoronto, and is covering northern Ontario. 

R. S. Waldie, formerly vice president Vic- 
toria Harbor Lumber Co., Toronto, is now 
president, succeeding his brother, the late F. 
N, Waldie. G. E. Spragge, for many years 
associated with the organization as sales man- 
ager, is vice president, and W. E. Harper 
continues as secretary. , 

The Bradley Co., timber merchant, Hamil- 
ton, Ont., has moved its office to the Federal 
Building there. 


Boston, Mass. 


Feb. 6.—The consensus of lumber whole- 
salers appears to be that, while current trade 
is quiet and prices generally are too low, 
there are much better times near at hand if 
producers will hold their output down to reas- 
onable limits. General business activity is 
showing signs of healthy growth and the 
consumption of lumber by industrial sources 
is pretty certain to expand. The hardwood 
men spoke of good prospects for the auto- 
mobile and furniture industries as the most 
hopeful factor in that branch of the market. 

Donald B. Hyde, of Newton, widely known 
as a specialist in Arkansas soft pine and 
package trim, was one of the principal speak- 
ers at a recent conférence of contractors, 
puilders, architects and lumbér dealers in 
the Elks Club at Portland, Me., arranged by 
Nicola Stone & Myers Co. There were some 
one hundred and thirty men present from 
Portland and vicinity. Mr. Hyde told them 
he believes that lumbermen do not merchan- 
dise their products intelligently and are losing 
money, and furthermore that lumbermen are 
among the world’s worst business men. He 
said that lumbermen must give more value 
for the dollar. 


Warren, Ark. 


Feb. 6—Demand for Arkansas soft pine this 


week has been somewhat stronger, Prices 
have advanced, especially on No. 2 common 
boards, which are up 50 cents to $2. Present 


prices and costs offer but slight opportunity 
of profit. Orders from the dealers are mostly 
for mixed cars, a few straight cars of yard 
items being placed. Some items of upper 
grade finish and finish products are moving, 
but prices are not very strong. Piece stuff is 
quiet, with prices soft. Inquiries are being 
received in fair volume from the dealers. In- 
dustrial business is of good volume, both 
crating material and step ladder stock being 
bought. Demand from novelty woodworking 
plants is good, and this class of business has 
been increasing during the last year or so. 
Car material is being bought in small quan- 
tities. Production has been normal. Shipments 
have been in line with new business, and at 
some mills slightly in excess. Production has 
just been about equal to shipments at most 
plants, output of some being in excess of ship- 
ments. Small mills here have cut out and are 
shut down. 


Birmingham, Ala. 


Feb. 6.—Production of pine seems to have 
increased, and for the first time in three 
months some items have been accumulating 


and giving the mills a chance to even up 
stocks. Mills are being forced to take on 
badly mixed yard orders. Price variations on 
special cutting have been attracting consider- 
able attention. No. 1 S4S longleaf structural 
stock, 3x14-inch, 22 feet, was delivered on the 
job as low as $50, and 2x12-inch, 22 feet, at 
$40. On one lot of 4x8-inch, 14 feet, subfloors, 
B&better kiln dried, dressed and grooved for 
splines, as low as $50 was quoted. One or two 
items of 3x14-inch 16- to 22-foot longleaf No. 
1 S48 sold at $58, and similar sizes were sold 
at $50. Green lath have sold at $3.50 here. 
F, o. b. mill quotations are $2.60 for No. 1, 
and $1.70 for No. 2. Transit cars of kiln 
dried could not be sold above $3.50, on long 
terms. Some mills advanced 4-inch No. 2 flat 
grain flooring, while others offered concessions. 
Shortleaf No. 2 was offered at $18, while some 
longleaf mills asked $21.50. The same is 
true of 3-inch. No. 2, 6-inch boards are 
dragging, and were reduced to $19, mill, with 
Some sales at $18. In kiln dried No. 1 and C, 
6- or 8-inch and wider, there has been little 
change. List on B&better has been advanced, 
but sales were on the lower, December basis. 
Export cutting is the most satisfactory item. 





Hardwood prices and demand are _ steady. 
Small mills are realizing on stocks ready to 
load, and consumers are buying when offered 
attractive prices. 

Contractors have tried to catch up with 
the demands of prospective builders in figur- 
ing estimates. Dealers have been busy with 
deliveries. Retail competition causes some 
uneasiness. Retail dealers have been striving 
to meet out-of-town competition by making 
deliveries from car to job. No less than fifty 
jobs are being so handled. Lumbermen along 
the Warrior River have been selling large 
quantities of rough stock to the Alabama 
Power Co., for its new plant at Gorgas, Ala. 
More than three hundred carloads are being 
delivered by barge or truck, and_ small 
amounts from near the Jasper (Ala.) section 
by rail. 

R. V. Elledge, who established an office here 
last September, has closed it and returned to 


a 


Feb. 6.—There has been very little doing in 
better grades of North Carolina pine. In- 
quiries have been light. There is some dispo- 
sition to buy circular sawn edge and stock 
widths mixed, but buyer and seller still dis- 
agree as to price. No. 2 and better stock 
widths have not been in good demand. Inch 
No. 3 lumber has been moving well, and few 
mills have a surplus. The 5/4 and thicker 
have been quiet, also No. 2 and better bark 
strips and miscuts. 

There have been a few sales of 4/4 edge 
No. 1 box, kiln dried rough, and some stock 
has been sold dressed and resawn. Good air 
dried edge box, rough, can be sold very readily 
at a fair price but is still scarce. No. 1, 4/4 
stock box in all widths, kiln or air dried, 
rough or dressed, has been in good demand 
and a number of mills are oversold on all 
widths. Some are talking higher prices. Good 
air dried stock box is not very plentiful. De- 
mand is very brisk from yards and box men, 
and price is likely to advance again before 
long. Edge 4/4 No. 2 box dressed, resawn 
rough and dressed, and resawn has been mov- 
ing better, worked stock netting more than 
rough. No. 2, 4/4 stock box has also been 
moving better. Box bark strips, 4/4 rough 
and dressed, have been more active, a number 
of mills having oversold on rough strips. 

Sales of flooring, thin ceiling, etc. picked up. 
There is not a great deal of lower grade floor- 
ing and ceiling to be had, but No. 2 and better 
seems hard to sell at any price. Much com- 
plaint is being heard as to prices. There has 
not been much activity in either kiln or air 
dried roofers. Some buying is being done now 
by wholesalers but most mills want to ship 
orders immediately. 


Brookhaven, Miss. 


Feb. 6—Orders for pine have been very 
much more plentiful and bookings will run 
possibly 20 percent in excess of production. 
Orders for the most part cover stocks on hand 
and shipments are holding up _ excellently. 
Prices on a number of items are strong, yet 
those of some others are weak: as a whole 
the list is firmer. Shipments during January 
were slightly in excess of production. Prices 
on shortleaf are still below cost, and another 
small mill operator here has had to quit. His 
specialty is 2-inch dimension. Production by 
small mills is very severely curtailed. Ex- 
port business continues in excellent volume. 

Flooring has continued active. Stocks of all 
38-inch except Bé&better are much reduced. 
There have been some nice sales of 4-inch, 
particularly in rift. The slow movers are 
4-inch Bé&better, longleaf and 4-inch No. 1 
shortleaf; sales of these keep pace with pro- 
duction, but stocks are large. Drop siding 
has been moving fairly well and No, 3 is badly 
oversold. Ceiling, except %x4-inch Bé&better 
has been moving quite well. Nos. 1 and 3 
in %x4-inch and No. 2 in %x4-inch are sold 
pretty well ahead. In partition, %x4-inch 
Nos. 1 and 2 only have shown activity, short- 
leaf being most wanted. Bevel siding is slow 
but square edge, sap and heart grades, is 
rather active. On molding, mills are well 
sold ahead and considerable inquiry is being 
received. Bé&better finish has been selling 
fairly well, but stocks, especially of thicker 
sizes, are heavy. Recent sales of inch No. 1 
and C were highly gratifying. Some nice 
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orders have been received covering 2x6-inch 
and wider No. 1 and C. 

No. 2, 4-inch fencing continues in good de- 
mand, and mill stocks are extremely low. 
No. 2, 6-inch fencing and flooring have been 
moving quite well in shortleaf, but longleaf 
has been slow. The mills have good files of 
orders for 1x8- and 1x10-inch No. 2, longleaf 
and shortleaf, and sales of 12-inch have been 
cutting down stocks rapidly. The export 
market is absorbing the 1x12-inch No. 2 long- 
leaf right along, and taking considerable 5/ 
and 6/4 No. 2 longleaf. Sales of 1x4-inch 
No. 3 fencing continue in nice volume, and 
both longleaf and shortleaf are oversold. The 
6-inch has not been moving quite so well, but 
No. 3 flooring has been moving actively. Short- 
leaf boards, 8- and 10-inch No. 3 are pretty 
well oversold, but there is a surplus in long- 


leaf. In 12-inch longleaf are scare, but there 
are good stocks of shortleaf. 
Box shook business has been steady, and 
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shipments have been holding up well. Freezes 
in this section have hurt truck crops badly. 

Dimension has not been selling freely, but 
badly assorted stocks are largely responsible. 

No. 1 kiln dried lath have been selling in 
large volume, and market appears to be $2.75 
to $3 f.o.b. mill. Some operators have sold 
No. 2 at $1.50 f.0.b. mill, considerably below 
cost, and mills holding for $1.75 are not get- 
ting orders. Pine shingle sales have kept 
well ahead of production, and surplus is ex- 
tremely low. 


Laurel, Miss. 


Feb. 6.—Today’s pine market shows consid- 
erable improvement over that of four weeks 
ago. Surplus stocks are less, order files 
larger, cut about normal, and shipments 
slightly above normal. The local sales de- 
partment report less sales resistance and are 
optimistic. The export market is showing con- 
siderable more activity. A good many large 
sales have been reported and a number of 
large inquiries are now pending. 

The modern plant of the Pascagoula Hard- 
wood Co. is nearing completion, and will soon 
be cutting 60,000 to 75,000 feet daily, largely 
gum, 

John Thickens, of Kingsport, Tenn., the 
new general manager of the Mason Fibre 
Co., has brought Mrs. Thickens and their son 
and daughter to Laurel. The work on the 
large addition to the Mason Fibre Co.’s plant 
is going along nicely. 


Shreveport, La. 


Feb. 6.—The last few days have developed a 
slight slowness in demand for pine. Prices 
are unchanged. There has been some advance 
in the basic price. Smaller mills are taking 
care of an increasingly large number of mixed 
car orders, which net a little more money 
than straight loadings. Stocks at mills are in 
fair shape, though very few are large and well 
assorted. Nearly all mills are now prepared 
to kiln dry common items. Shipping and 
manufacturing conditions have been fairly 
good, but shipments have not been coming 
out very fast. Most of the wholesalers have 
good order files, and February should see rec- 
ord shipments. 

The Shreveport Creosoting Co., a branch of 
the American Creosoting Co., is removing its 
plant from Shreveport to the suburban addi- 
tion of Cedar Grove, where around 80 acres 
has been acquired. Because of its contract to 
furnish the Long-Bell Lumber Co. with posts 
etc., the Long-Bell plant will be moved to 
Cedar Grove. 

The local chapter of the Associated General 
Contractors of America will hold a general 
get-together meeting of individuals, firms and 
associations interested in construction in 
Shreveport. 

W. A. Anderson, president Shreveport Lum- 
ber Co., is being generally commended for the 
part he played in a successful injunction peti- 
tion to prevent the city council from building 
a municipal auditorium in Princess Park. Mr. 
Anderson brought the suit as head of the 
Civic League, formed by a group of local tax- 
payers. The district court held that the audi- 
torium would interfere with the proper use of 
the park, 

Allen R. Dickinson, secretary Victoria Lum- 
ber Co., is improving after having suffered a 
stroke of apoplexy in his office some days ago. 


Macon, Ga. 


Feb. 6.—Roofer manufacturers, who have 
been operating their mills considerably below 
normal for more than a year, report that 
there is a fair demand. Although there has 
been no noticeable pickup in prices, there is 
a stronger undercurrent. Some sales are being 
made at $17.50 and $18.50, but many mills 
that have good connections say that they are 
getting better prices. Considerable demand is 
coming from the interior, and there is a 
steady movement to New York area, and New 
England and seaboard points. 

Manufacturers of longleaf are somewhat 
encouraged this week over the increased in- 
quiry, especially for dimension. The situation 
is declared to be much improved, though there 
has been no advance in prices. The movement 
is slow and steady, with the mills working 
below capacity. 


Jacksonville, Fla. 


Feb. 6.—Rumors of intended buying on ex. 
tensive scales by several of the large trunk 
line railroads east of the river have cause 
some agitation in southeastern lumber Circles, 
Further it is reported that some eastern ling 
are about to start their spring buying. Actua} 
business of Florida mills has been steady, 

Cypress mills are doing a fair volume of 
business, calling for a general run of the 
medium and low priced items. The yard trade 
is perhaps the most conspicuous, although 
there is some business coming from millwor; 
plants. Demand for thick tank stock holds 
good. The upper grades of finish continue to 
lag. Wide FAS 4/4 is especially draggy, ang 
some mills are making special prices. How. 
ever, the general trend of the prices is steady, 
It is understood that reductions made severa} 
weeks ago have been recalled, and although 
some concessions were made, they were not 
nearly as great as at first authorized. 

Demand for pine timbers and cCut-to-size 
stock continues good. All Florida mills seem 
to have fair order files. There is plenty of 
room for business at right prices, but buyers 
are reluctant to place business without a 
great deal of shopping. The Florida market 
is not very attractive, and Florida mills are 
unfavorably located for making shipments to 
other markets. 

Frank E. Moore, Florida sales representa- 
tive of E. L. Bruce Co., Memphis, has an- 
nounced that his company has opened a ware- 
house at Tampa. This is its third warehouse 
in the State. Mr. Moore will have charge 
of the Tampa and Miami houses, while the 
Jacksonville branch is in charge of §, B, 
Ransom, under the name of Nashville Hard- 
wood Flooring Co., a Bruce subsidiary. 

Following the recent visit to this city of 
F. A. Hofheins, president Weatherbest Stained 
Shingle Co., North Tonawanda, N. Y., an- 
nouncement has been made of the appointment 
of C. C. Jones as Florida sales representative, 
He will make his headquarters in Jacksonville, 
Mr. Jones was until recently head of the 
Jones Millwork Co., Atlanta, Ga. 


New Orleans, La. 


Feb. 7.—Dullness is reported in local yard 
trade, with building slack. Prospects for a 
revival of extensive operations are considered 
as dependent upon large projects. This week 
the Orleans Levee Board decided to go ahead 
with its lakefront project, which included the 
awarding of a large contract for piling. The 
next project expected to develop is construc- 
tion of a protection levee above the city which 
may involve close to $2,000,000. The hard- 
wood interests are reported to be encouraged, 
because of increased business in view and 
hopes for adjustment of production to con- 
sumption. 


Albuquerque, N.- M. 


Feb. 6.—According to reports just completed 
by the district forester at Albuquerque, 80,- 
600,000 board feet of forest products was cut 
from the National forests of Arizona and New 
Mexico in 1927, this being more than double 
the 1926 cut. For this material the Govern- 
ment received $213,421. In addition there was 
about a million feet cut under cost-sales for 
domestic use by homestead settlers and 
farmers. 

John Vaughn, tie inspector for the St. Louis 
& San Francisco railroad at Fayetteville, Ark. 
who is to join the Santa Fe tie inspection force 
here, is now assisting at a local treating plant 
in preparing 4,000 Engelmann spruce ties for 
experimental treatment to determine the time, 
pressure and other details of treatment best 
suited to preserve spruce against decay wit! 
least injury to the wood structure. The ties 
are bored for 110 pound rails, and will be 
laid in a test track. 

Former Governor Frank O. Lowden of Illi- 
nois and Mrs. Lowden will arrive in Al 
buquerque on Feb. 11, as guests of the city 
and to attend a Lincoln birthday banquet. 
Col. George E. Breece, of the Breece Lumber 
Co., is chairman of the reception committee 
to meet Gov. Lowden, and Mrs. Breece is 4 
member of the committee of ladies appointed 
to entertain Mrs. Lowden. 

Keyes W. Atkins, of E. C, Atkins & Son, 
makers of the famous Atkins silver steel saws 
at Indianapolis, Ind., has been calling on the 
trade in the Southwest and was in Albuquerque 
the latter part of last week, en route to the 
Coast. Mr. Atkins stopped at MoNary, Flag- 
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staff and Williams, Ariz., and also visited the 
grand Canyon. 

A prominent visitor to Albuquerque during 
the last week was Fred Andersen, of the An- 
dersen Lumber Co., Bayport, Minn., who spent 
geveral days with Mrs. Andersen, who is win- 
tering in this city. 

Rev. Harvey A. Hood, pastor of the Cal- 
yary Presbyterian Church of San Diego, Calif., 
and his daughter, Carol, are guests of Arthur 
A. Hood, president of the Southwest Lumber 
gales Corporation, and Mrs. Hood. 


Jackson, Miss. 


Feb. 6.—Orders held up well last week 
though they are not quite equal to produc- 
tion. The weather was good and shipments 
were very satisfactory. Rift flooring, 3- and 
4-jnch, was very active, as well as the flat 
grain. Four-inch No. 3 flooring was in heavy 
demand all week. Drop siding lower grades 
were fairly active. The mills report a scarcity 
of No. 1 and lower ceiling, which has moved 
well, but some report a surplus of Bé&better. 
Finish remained inactive. Dimension is fairly 
active, and stocks of both Nos. 1 and 2 are 
padly broken. No. 3 dimension enjoyed a 
little spurt. The export market continues 
firm. Extra and Genoa prime are the most 
sought items. 

Ww. C. Smith, of Gulfport, land agent Ed- 
ward Hines Trustees, has sold 2,000 acres of 
cut-over pine lands in Hancock County, south- 
ern Mississippi, in the last two weeks. The 
tracts were 40 to 320 acres, prices being $25 
to $35 an acre. 


The Dantzler Lumber Co.’s mill at Harrison, 
operated as Native Lumber Co., closed in 
January, having cut out. The mill had been 
in operation for over thirty years and had 
a capacity of 50,000 feet. 


Atlanta, Ga. 


Feb. 7.—Though bad weather continues to 
interfere with pine production, new business 
is larger than in several months. Retail busi- 
ness is especially good in the Southeast, with 
eastern and middle western orders showing 
improvement. Railroads are very active in 
the market, but other industrial demand has 
not opened up. Georgia and North Carolina 
roofer demand continues to show improve- 
ment, but few mills are yet getting more than 
$17.50 to $18.50 for No. 2 common and better 
Georgia roofers, or $20 to $23 for North Caro- 
lina. 

January retail volume in Atlanta was the 
largest in some months, though cold weather 
hindered construction work. Yards are selling 
at prices lower than they were a month ago. 
No. 1, 4-foot lath, are $6. No. 1 pine dimen- 
sion is about the same, but Bé&better and 
No. 1 shiplap are about $5 lower, No. 2 ship- 
lap unchanged. For 1x4-inch Bé&better floor- 
ing they get about $60, but ceiling and parti- 
tion have declined. No. 2 sheathing, 1x4-inch, 
sells around $30; 1x6-inch B&better siding is 
about $60, and clear pine finish sells for 
around $55. Stocks of Georgia dealers are 
rather low, and their orders to mills are larger 
than in two or three years at this season. 








CLIFFORD MARSHALL MILLER, formerly 
in the lumber business in Iowa, but of recent 
years living in Park Ridge, Chicago, died at 
a hospital at Morris, Ill., on Jan. 20, follow- 
ing an attack suffered while on a train near 


there. Mr. Miller had left his home in Park 
Ridge for his annual winter vacation in Los 
Angeles, Calif., on the Rock Island train leav- 
ing here Thursday evening, Jan. 19. While 
eating dinner in the dining car about an hour 
later he was suddenly stricken. The train 
was stopped at Morris and Mr. Miller removed 
to the hospital there. He never regained con- 
sciousness, and died at eight o’clock the fol- 
lowing morning. Mr. Miller was born in 
Pittsburgh, Pa., in 1866. He was engaged in 
the lumber business about twenty-five years, 
operating retail yards in western Iowa, where 
he lived at Odebolt, Sac County. He was 
prominent in that section during his career 
there, serving as mayor of Odebolt for five 
terms. He retired from the lumber business 
some years ago, moving to Chicago and mak- 
ing his residence at Park Ridge. Mr. Miller 
is survived by a widow and four sons, two 
living in St. Petersburg, Fla., and two at 
Park Ridge, also a daughter who lives at 
Florence, Ariz., and one brother, A. W. Miller, 
who is well known in the lumber business of 
the west coast, and is now manager of the 
Lumber Purchase Bureau of Portland, Ore. 


SYLVESTER C. WILLIAMS, lumber dealer 
and cooperage plant owner, died at his home, 
East Liverpool, Ohio, Saturday, Feb. 4, fol- 
lowing a brief illness. Mr. Williams for many 
years had been identified with wood working 
interests and maintained a large plant in East 
Liverpool. For the last several years he had 
been engaged in making barrels and boxes 
for the pottery manufacturers in that section. 


GEORGE DIEFENDORF, 61 years old, for 
nearly forty years a successful business man 
of Chaumont, N. Y., and proprietor of a pros- 
perous lumber yard, died in House of the Good 
Samaritan, Watertown, N. Y., following a long 
illness. Mr. Diefendorf served as postmaster 
in his town under the Wilson administration, 
and was also one of the founders of the 
light and power company of the village. He 
is survived by his wife and one daughter, all 
of Chaumont. 


WILLIAM O. McNARY died at his home in 
Denver, Colo., on Thursday, Feb. 2, having 
suffered a paralytic stroke the previous Sun- 
day from which he did not rally. The funeral 
was held Saturday in Denver. Mr. McNary 
Was born Aug 10, 1870, at Bloomington, Ind., 
8raduated from college at Tarkio, Mo., and 
law school, University of Michigan. He is 
survived by Mrs. McNary, four children, three 
sisters and three brothers, one of the latter be- 
ing James G. McNary, president of the Cady 
Lumber Corporation, Albuquerque, N. M. Mr. 
McNary located at Chamberino, N. M., in 1920, 
and from 1924 to 1927 was Denver representa- 
tive of the Cady Lumber Corporation, last year 
accepting an appointment as legal advisor to the 
Fpobibition director for Colorado, Utah, and New 

exico. 





ROBERT P. McWILLIAMS, sales manager 
for the Gayoso Lumber Co., of Memphis, Tenn., 
who had been ill for six months, died at his 
home in that city, Friday, Feb. 3, shortly 
after noon. Funeral services were held on 
Saturday afternoon with burial in Elmwood 
Cemetery. The pallbearers were W. A. Ran- 
som, J. Bellamy, R. W. Ricketts, D. L. 
Gatewood, W. H. Briggs, J. M. Brady, Williard 
Ward and Parker King. Mr. McWilliams was 
one of the most prominent of the younger 
lumbermen of Memphis and was an active 
worker for the Lumbermen’s Club of Mem- 
phis, Traffic Club of Memphis, and the Colonial 
Country Club. He was also a worker in the Madi- 
son Heights Methodist Church and Character 
Builder’s Bible Class. He was a Shriner and 
a member of the Shrine Patrol. He is sur- 
vived by his widow, his mother, one sister 
and one brother. 


J. WILLIAM CAREY, well known in the 
Chicago lumber world, died in New York city 
on Sunday morning, Feb. 5, after a brief ill- 
ness of pneumonia. The body was brought 
back to Chicago and funeral services were 
held in Holy Name Cathedral, Wednesday, with 
burial in Calvary. Mr. Carey was 42 years 
old and was born in Wichita, Kan. He came 
to Chicago while a boy and attended the Hyde 
Park High School here, and later the Uni- 
versity of Michigan. Mr. Carey resigned as 
vice president and treasurer of the Cornell 
Wood Products Co., of Chicago a few years 
ago to enter the banking business. A widow, 
three children, two sisters and three brothers 
survive him. 


WILLIAM D. McGUIRE, aged 50, Madison, 
Wis., who had been connected with the Weyer- 
haeuser interests for many years, died at 
Baraboo, Wis., on Feb. 2 after a paralytic 
stroke. His death followed a week of critical 
illness. He had been similarly stricken six 
months ago but had apparently fully recovered. 
Mr. McGuire had been a resident of Madison 
for about ten years and prior to that had 
spent most of his life at Baraboo. He is sur- 
vived:- by his wife, four children and_ one 
brother. Funeral services were held at Bara- 
boo, where he was buried. He was a member 
of the Northwestern Building Material Sales- 
men’s Association. 


CLARENCE M. HALES, of the Hales Lum- 
ber Co., Minneapolis, Minn., died there on Feb. 
1 at the age of 39. Mr. Hales was born in 
Henrietta, Ohio, Feb. 6, 1889. He had been 
connected with the lumber industry in the 
Twin Cities for a number of years and was 
an active member of the Twin Cities Hoo-Hoo 
Club. Before moving to Minneapolis several 
years ago the Hales Lumber Co. maintained 
headquarters in Fifield, Wis., and still oper- 
ates a saw and planing mill and retail yard 
there. 


J. BEN PRICE, who until recently operated 
a wood-working supply yard in Seattle, Wash., 
died in that city Feb. 2. He was about 55 
years old. Early in his career he was known 
as the “cow-puncher” lumberman, 
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Londen Cosme Reine ; “Giese 


San Francisco 








306 North Michigan Avenue 
W. O. W. Building, - - Omaha 
| Banase Trust Bldg., - - amma 3 
















SOFT AND LIGHT 
BOX, SHOP 


President 
W. T. Virgin, 
Vice-President 
R. H. Downman 
J. W. McWiliiams 
C. D. Terwilliger, 
Sec.-Treas. & Gen. Mgr. 
F. E. Walker, Asst. Sec. & Treas. 


Clover Valley 


Lumber Co., Riitornid 


















SSS) S48 
California White Pine} 
California Sugar Pine®é 


California | California 
White Fir | Redwood 


Yard, Factory and Industrial Lumber. 


° M be 
| Frederic S. Palmer, san rranciseo 


California xz Pine 


ex 


SSS 0 =, 


SHOP 
MOULDINGS 


SELECTS 
COMMONS 


Kent Lumber Company 


461 Market Street, SAN FRANCISCO, CAL. 
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| CHICAGO 


Fir Frame Lumber 


Kiln Dried, Run to Special Patterns, 
Mixed cars of Sills, Jambs, Drip-Cap, 
Hanging Stile, Brick-Mould, etc. 


Gram-Willis Lumber Co. 


228 N. LaSalle St., CHICAGO, ILL. 
Telephones: Franklin 3485-6 




















Redwood Sales Company 
360 No. Michigan Ave. Chicago, Ill. 








Why Risk Your Profit 


—and possibly your invested capital, by selling 
without reliable credit information? 


Lumbermen have depend- 
ed on Clancy’s Red Book 
Service for more than 50 
years, and they find our 
average of accuracy high- 
er than any other. 


Write today for rates and 
Pamphlet No. 49-S. 


Try ourCollection Depart- 
ment any timeon ordinary 
past due or disputed ac- 
counts; whether or not 
you are a subscriber. 


Lumbermen’s Credit Association 
608 So. Dearborn Street, CHICAGO 


Eastern Headquarters: 35 So. William St., 
NEW YORK CITY 

















Master 


Trade Mark 


Primeless Putty 


Made especially for the 
Sash and Door Trade 


Master Primeless Putty is a proven pro- 
duct of exceptional merit. Write for our 
trial order, sold on approval proposition. 


Exclusive Putty Makers for Forty Years 





ANUFACTURERS 


334-40 No. Ashland Ave., CHICAGO, ILL. 


Builders’ Commercial Agency 


ESTABLISHED 1890 


1350 Builders’ Bldg., 228 N. La Salle St., CHICAGO 


A rating guide to the contracting trade of 
Cook County and Cook County Dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 





























THE ACTUARY DOES A MAN’S WORK 


And does it accurately. A book to use for figuri 
moulding, lumber bills, car freights, car invoices, ya’ 
inventories, odd sizes, etc. Has a table for determini 
the list of new mouldings, a table of prices on door a 
window stock, a table of measurements on wall board 
in 32 and 48-inch widths and various other valuable 
tables. The Lumberman’s Actuary Jace poctpaie. bound 
in leather, $8.50. AMERICAN LUMBE , 481 3, 
Dearborn 8t., Chicago, Ill. 





——— 























F. R. Linroth, manager of the Chicago 
office of the Exchange Sawmills Sales Co., 
planned to leave Feb. 10 for a two weeks’ tour 
of the company’s mills in Louisiana. 


Max Pease, of the Galloway-Pease Lumber 
Co., returned this week from a trip to the 
Poplar Bluff (Mo.) plant which is being dis- 
mantled and moved to Sumter, S. C. 


Roy O. Martin, of the Roy O. Martin Lum- 
ber Co., Alexandria, La., returned last week 
from a business trip to Mexico, where he is 
developing a satisfactory volume of trade. 


C. L. Gray, president of the C. L. Gray Lum- 
ber Co., southern pine manufacturer of Merid- 
ian, Miss., spent several days in Chicago this 
week conferring with the Bert E. Cook Lumber 


Co. 


W. Vogedes, of Richard P. Baer & Co., hard- 
wood specialists of Baltimore, Md., was in 
Chicago this week calling on the local trade. 
He reported a fair volume of business in the 
Baltimore territory. 


W. H. Gibbs, traveling sales representative 
for the E. L. Bruce Co., of Memphis, Tenn., 
when in Chicago this week reported that oak 
flooring is moving more freely and prices 
have shown a firmer tone. 


Walter Vanlandingham, of the Vanlanding- 
ham Lumber Co., expects to leave Feb. 11 for a 
month’s trip to the West Coast, during which 
he plans to visit many of the mill operations in 
California, Oregon and Washington. 


Tom Young, of the Corinth Saw Mills 
(Inc.), Corinth, Miss., was in Chicago this week 
conferring with Louis Abrams, local representa- 
tive of the Hyde Lumber Co., which handles 
the output of the Corinth company. 


William J. Roemer, of the Roemer Lum- 
ber Co., Appleton, Wis., spent several days in 
Chicago this week and stated that the retail 
business was somewhat slow at present, but 
spring prospects were encouraging. 


J. D. Mylrea, president of the Thunder 
Lake Lumber Co., northern hardwood manu- 
facturer of Rhinelander, Wis., passed through 
Chicago last week on his way to Palm Beach, 
Fla., to visit his mother who is serionsly ili. 


G. G, Rupley, manufacturers’ representative, 
handling California white and sugar pine and 
western and Idaho white pine, on Feb. 18 
will move his office from the present location 
at 10 South La Salle Street to 1607 Howard 
Street. 


S. Lloyd, of Lloyd, Duncan & Co., timber 
agents and brokers of Liverpool and London, 
England, spent a day in Chicago this week in 
the course of an extended buying trip which 
will take him through the principal manufac- 
turing sections of the South. 


George C. Robson, general manager of the 
Forest County Lumber Co., Elcho, Wis., when 
in Chicago last week reported a pretty good 
volume of northern hardwood business. He 
stated that the company has not a great deal 
of dry stock on hand at present. 


Milton V. Johns, sales manager of the 
Redwood Sales Co., returned last week from 
an extended eastern business trip. He reports 
an optimistic tone in the consuming centers 
visited and looks for a nice business shortly, 
as few of the retail yards are stocked up ‘to 
any extent. 


A. C. Dixon, general manager of the Booth- 
Kelly Lumber Co., Eugene, Ore., stopped over 
in Chicago for several days last week on his 
return to headquarters following a business trip 
to Washington, D. C. He expressed himself as 
optimistic regarding the outlook for fir during 
the next few months. 


Carl Baake, president of the Lansing Lum- 
ber & Supply Co., Lansing, Ill., when in Chi- 








cago this week calling on some of the local 
distributers of lumber products stated that 
the retail business in his section was rather 
quiet at present, although the company made 
a satisfactory turnover in 1927. 


R. S. Knapp, of Easton, Pa.; F. L. Peck, of 
the United States Lumber Co., Scranton, Pa; 
Leon Isaacsen and D. W. Von Bremen, of 
the Appalachian Hardwood Co., of New York 
City, who are operating in North Carolina 
were visitors this week at the Chicago office 
of James D. Lacey & Co., timber land factors, 








At a recent meeting, the Oak Flooring Manu- 
facturers’ Association, which maintains head- 
quarters at 228 North La Salle Street, Chicago, 
adopted a telegraphic code, which should be*a 
great convenience to all buyers and sellers of oak 
flooring. A copy of this code will be sent to 
any lumberman who sends in a request for it 
to the offices of the association. 


Julius Seidel, president of the Julius Seidel 
Lumber Co., St. Louis, Mo., accompanied by 
his wife and daughter, is enjoying a three weeks’ 
vacation in Bermuda. They made the trip via 
steamship from New York and after spending 
the greater part of their vacation in Bermuda, 
will return the same way to New York and spend 
several days in that city before going back to 
St. Louis. 


August J. Stange. of LaGrande, Ore., passed 
through Chicago this week on his return to the 
West Coast after having attended the annual 
meeting at Merrill, Wis., of the various com- 
panies controlled by the Stange interests. He 
reports that the outlook is better, and condi- 
tions are improving, as evidenced by the fact 
that order files are getting filled up, which is an 
excellent beginning of what he feels is going 
to be a prosperous year. 


V. J. Euler, of the V. J. Euler Lumber Co, 
northern hardwood wholesaler, spent several 
days of last week at the mills in the vicinity 
of Elcho, Rhinelander and Wausau, Wis. He 
found mill stocks generally in about normal 
condition for this time of year, stating that 
No. 2 common and better basswood seems to 
be getting quite scarce, while 1-inch good 
birch, which is consumed largely by the sash 
and door. trade, is plentiful. . 


D. J. Devlin, representing the Zickgraf Co., 
sawmill operator at Denmark, S. C., and the 
Richmond Lumber Co., which runs sawmills at 
Augusta, Ga., stopped in Baltimore, Md., Jan. 
30 and called at the offices of Greenleaf John- 
son & Son (Inc.), distributers of the products 
of the two corporations in Baltimore territory. 
Mr. Devlin has been making an extended trip, 
which included Chicago, and was returning to 
headquarters. He stated that business gener- 
ally was rather quiet. 


R. L. Nash, sales manager Andersen Lumber 
Co., Bayport, Minn., accompanied by Mrs. 
Nash, has heen in Chicago this week attending 
the annual convention of the Illinois Lumber & 
Material Dealers’ Association. Mr. Nash re- 
ports an encouraging outlook for business and 
believes that 1928 will be a better year for busi- 
ness all around than was 1927. His company 
has had an interesting exhibit at the convention 
this week, which has attracted the attention of 
a large number of dealers. 


F. L. Peck, president J. J. Newman Lumber 
Co., who makes his home at Scranton, Pa., 
returned to Scranton last week after about a 
ten-day visit to the properties in the Brook- 
haven (Miss.) section. He expects to sail 
from New York on Feb. 18 for a cruise of 
the Mediterranean Sea and will visit North 
Africa, particularly Algiers, while away and 
plans an automobile trip into the interior and 
a two-day camel ride into the Sahara desert. 
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ee 
weeks. .W. J. Noone, eastern sales manager 
of the J. J. Newman Lumber Co., who makes 
his home at Scranton, Pa., is planning to sail 
from New York on Feb, 13 for a two weeks’ 
holiday in the West Indies. 


James W. Smith, sales manager Wausau 
Southern Lumber Co., Laurel, Miss.; Herbert 
W. Moss, sales manager Trinity County Lum- 
ber Co., Groveton, Tex.; L. G. Negrotto, sales 
manager Tremont Lumber Co., Rochelle, La. 
and H. W. Haynes, treasurer and general 
manager of the Trenton Lumber Co., Jackson, 
Miss., were among the prominent southern pine 
representatives in Chicago this week in at- 
tendance at the annual convention of the Illinois 
Lumber & Material Dealers’ Association. 


The Metropolitan Lumber Co. announces that 
R. V. Elliott, brother of Harold Elliott, secre- 
tary of the company, has been added to the 
sales force. This was made necessary on ac- 
count of the illness of President Albert A. 
Henry, who is convalescing at his home and 
expects to leave shortly for California for 
an indefinite period. R. V. Elliott was for 
some time in the employ of the Red River 
Lumber Co. at Westwood, Calif., where he 
gained valuable experience in the manufac- 
turing end of the business. 


C. L. Foretich, sales manager of the Bradley 
Lumber Co. of Arkansas, was in Chicago last 
Monday en route back to his headquarters at 
Warren, Ark., after attending the annual 
convention of the Northeastern Retail Lum- 
bermen’s Association at Boston, where his 
company had an interesting exhibit. On his 
way back to Warren, Mr. Foretich called on 
the trade in Chicago and other eastern cen- 
ters. He is returning feeling greatly encour- 
aged over the outlook for business during the 
present year. The Bradley Lumber Co. is 
finding it necessary to largely increase its 
output of small dimension stock, and for the 
purpose of promptly supplying the demand for 
this material is installing two additional: dry 
kilns. 

Fred G. Steenberg, retired sash ‘and door 
manufacturer of Fond du Lac, Wis., spent a 
day in Chicago this week renewing acquaint- 
anceship with his old friends. Mr. Steenberg 
was en route back home after an eastern trip 
during which he went as far south as Vir- 
ginia. While in New York City he had the 
pleasure of meeting W. H. Morgan, of the 
Shevlin-Carpenter Lumber Co., from whom he 
used to buy a great deal of lumber in the old 
days when he was actively engaged in the 
manufacture of sash and doors. At Washing- 
ton Mr. Steenberg had the pleasure of a visit 
with his brother, Capt. H. S. Steenberg, a sur- 
geon in the United States air forces at Lang- 
ley Field, and while there enjoyed the expe- 
rience of a trip in one of the army blimps, in 
which he flew over Washington and the sur- 
rounding territory. He had made air flights 
before, one particularly interesting flight being 
in Panama, but this was his first experience 
in a blimp, and he found it a most interesting 
experience. 


R. F. Hammatt, secretary-manager of the 
California Redwood Association, San Fran- 
cisco, Calif., arrived in Chicago last week in 
the course of an extended trip in the interests 
of the association. He last week attended the 
Michigan Retail] Lumber Dealers’ Association 
annual at Grand Rapids, where the Redwood 
association had an exhibit, and planned to at- 
tend the Illinois Dealers’ convention in Chi- 
cago this week and the Wisconsin Retailers’ 
annual in Milwaukee, Feb. 21-23, where the 
redwood exhibit will also be displayed. Fol- 
lowing this, Mr. Hammatt will spend a couple 
of days at the Forest Products Laboratory, 
Madison, Wis. On his journey back to head- 
quarters he will stop at Jackson, Miss.., to 
visit the Finkbine Lumber Co.’s operations, 
thence to New Orleans, La., and San Fran- 
cisco. Mr. Hammatt reported that the mills 
represented in the California Redwood Asso- 
ciation had the best year in 1927 since 1923, 
from the standpoint of volume and financial 


returns, and that 1928 is starting out in good 
shape. The association mills are just begin- 
ning to feel the results of the advertising 
campaign conducted during the last twenty 
months. While in Chicago Mr. Hammatt con- 
ferred with W. F. Shaw, manager of the cen- 
tral district, trade extension department, Na- 
tional Lumber Manufacturers’ Association. 


Wholesale Concern Changes Name 


The J. E. Hunter Lumber Co. has succeeded 
the Hunter-Rockwell Lumber Co., this change 
having become effective a few weeks ago as 
a result of J. E. Hunter purchasing the in- 
terest of C. B. Rockwell. The Hunter-Rock- 
well Lumber Co. opened offices in Suite 1020 
McCormick Building, Chicago, in November, 
1919, and has conducted a wholesale lumber 
business since that time, specializing in rail- 
road and car material, and handling the out- 
put of its own southern pine mills located at 
Alexandria and Jena, La. The J. E. Hunter 
Lumber Co. will continue this same policy, 
and in addition will handle small timbers and 
framing stock. 


Moves to Larger Quarters 


The local office of the Southwest Lumber 
Sales Corporation, in charge of William P. 
Hennessey, has been moved from Suite 912 
Marquette Building to more commodious quar- 
ters in Suite 1139 of the same building. The 
Southwest Lumber Sales Corporation handles 
the Arizona white pine products manufactured 
by the Cady Lumber Corporation, of Flag- 
staff and McNary, Ariz.; White Pine Lumber 
Co., of Bernalillo, N. M., and the Standard 
Lumber Mills (Inc.), of Standard, Ariz. 


Lumbermen’s Club to Hold Annual 


Announcement has been made by M. E. Cow- 
per, secretary-manager of the Lumbermen’s 
Club of Chicago, that the annual meeting will 
be held at the club’s headquarters in the Build- 
ers Building on Tuesday, Feb. 14, at 2 p. m., 
the business session to be preceded by luncheon 
served at 12:30. Election will be held of three 
trustees, and the reports of officers received. 
“Tt. is hoped that appreciation of what your 
president has done for the club will be shown 
by a large attendance at this meeting,” states 
the announcement. 


To Handle Hardwood and Pine Sales 


Announcement has been made from the gen- 
eral headquarters of the Peavy-Wilson Lumber 
Co., Shreveport, La., that effective Feb. 15, 
the hardwood sales office of that concern wili 
he moved from Shreveport to 1966 Conway 
Building, Chicago. R. U. Fletcher, manager 
of the hardwood department, will move to 
Chicago from Shreveport and will be in charge 
of this office, from which not only hardwood 
sales but pine sales in Chicago territory will 
be handled. Mr. Fletcher is an experienced 
hardwood man and has been connected with 
the Peavy-Wilson Lumber Co. for a number 
of years. J. B. Baker, who has been in charge 
of the company’s Chicago office for some time, 
will return to his home in Battle Creek, Mich., 
where with his father he is engaged in the re- 
tail lumber business. 

J. A. Gillespie, of Philadelphia, Pa., manager 
of the eastern office of the Peavy-Wilson Lum- 
ber Co., announces the addition to the list of 
mills represented by it in that territory of 
the W. M. Carney Mill Co., Atmore; Ala., 
of which H. H. Patterson is president and 
J. L. Thomas, sales manager. The Carney 
mill has a capacity of 100,000 feet a day, 95 
percent of which is longleaf pine; it can fur- 
nish timbers up to 40 feet long, and is capable 
of making about anything for retail yards or 
industrial consumption. This mill is equipped 
to cut anything to exact length, also to end- 
match. It is a Southern Pine Association mill 
which believes thoroughly in the popular fea- 
ture of grade-marking. 





CHICAGO 





Winegar-Gorman 


Lumber Co. 


Birch, Maple, Ash, Basswood, 
Elm, White Pine, Hemlock, Lath 
Mills:— Winegar, Wisconsin and Bonifas, Michigan 


Sales Office:— 
39 So. LaSalle St., CHICAGO, ILL- 





FRED H. BURNABY FRED L. LEIDINGER 


INLAND EMPIRE 


LUMBER Co. 


White Pine—Pondosa Pine 
Spruce—Fir and Larch 
Pacific Coast Products 


Telephone Central 5691 


Suite 1026 CHICAGO 


Conway Building, 





WHITE STAR LUMBER COMPANY 
811 Roanoke Bldg., CHICAGO 
Randolph 1069 Mills at Mattoon, Wis. 


Jobbers of Yellow Pine, Fir and Red Cedar 
Maasufacturers of HEMLOCK and CEDAR 


Sales nts for Redwood Manufacturers’ Co., and 
“1.F.C.O.” Maple, Beech and Birch Flooring. 





PILSEN LUMBER COMPANY 


White Pine — Yellow Pine 
Hemlock, Lath and Shingies 
Straight or Mixed Cars. 

Quick shipments from our mills or from a 
large stock in our seven acres of yard at 
Laflin and 22nd Sts., . - CHICAGO 





KILN DRIED AND AIR DRIED 


Englemann Spruce 


We own Superior Spruce Mill Stock, 
hite Sulphur, B. C. 
Werepresent Nicola Pine Mills, Ltd , Merritt, B.C. 


Paul Miller Co., *° 3.253" 


Telephone. Main 0276 





PIKE - DIAL LUMBER CO. 
AND 
WESTERN WOOD PRODUCTS CO. 
High Grade Western Yard and Factory Stocks 
DOUGLAS FIR — SITKA SPRUCE 
From Our Chicago Yard or Direct From Mill. 
Phone, CANAL 0049 2251 So. Loomis St., CHICAGO 








i 


Established 1847 


Foreign Forwarders, 
Customs Brokers. We 
handle all classes of 
cargo, coliect invoices 
and discount drafts. 
Commercial Credits 
for exports & imports 


C. B. Richard & Co. 
29 Broadway, NEW YORK 
Ocean Freight 
Brokers 








Special department handling export lumber shipments 





WARREN AXE & TOOL CO. 


WARREN, PA. 


honors Panama -Pacte GRAND PRIZE 
ee 


Internationa! Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily f 
AXES-LOGGING TOOLS car apacity 3800 Axes & T¢ ols 





THE LUMBERMAN’S ACTUARY 


Shows at a glance the amount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition. A 
book every lumberman can use. Price aid, bound 
in leather, $8.50. AMERICAN LUMBE , Publish- 
ers, 431 S. Dearborn St., Chicago, Ill. 
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Sell A Ladder With | 330m 
Every Bill of Lumber | ::: +00 vesie te siren tune 


origins on that line to a greater extent than 





















° was possibl und tl ld 2 
The sale of Babcock Spruce Ladders by lumber dealers is which should result in additional tose 

growing fast because they have the qualities that all ladder moving via Cincinnati. p= 
buyers want—they’re strong, yet light and easy to handle. i sedi 1x3” Bt 
Let this combination of merits help you sell a ladder with a scihsngry for Freight Can No. t= 

. . t t h . bee 
every bill of lumber. Write for the Babcock catalog. peared mations of inauiricn ana cream Pe 
freight cars as follows: B&Btr. 

Remember we pay the freight. INQuIRIES—American Smelting & Refining Co, 2... 
60 gondola cars. 'E ix” Es 

OrpDERS—Bangor & Aroostook will build jp B&Btr. 

its own shops 100 single sheathed box carg, § No. 1 


H. C. Frick Coke Co., repairs to 274 freight § 1x4" F-' 
cars with the Greenville Steel Car Co., and eae. 
will repair 93 in its own shops; Central of No. 2. 
Georgia, 500 gondola cars from Tennessee |” °*' 
Coal, Iron & Railroad Co.; Woodward Iron 
Co., 50 mine cars from American Car @ ss 
Foundry Co.; Chesapeake & Ohio, 300, 70-ton § %x4” F 
hopper car bodies from the Richmond Car No. 1.- 
Works and 300 from American Car & Foundry § No. 2-- 
Co. 





2a ee aaeaeaeaeas 4x6” 5 | 


Gain in Revenue Freight Loadings } ,,; 0% 
WASHINGTON, D. C., Feb. 8.—Loading of reve- oo _ 
nue freight for the week ended Jan. 28 totaled _— 
902,832 cars, according to reparts filed today 
by the car service division of the American Fol 
Railway Association. This was an increase of 


18,737 cars over the preceding week, with in- 3” 

DE R ~ creases being reported in the total loading of BEBtr. 

all commodities except live stock and ore, No. 1 8 

which showed slight decreases. The total for 1x3”, F 
the week of Jan. 28 was, however, a decrease B&Btr 


The W. W. BABCOCK CO., Bath, N.Y. = sheet a under the same week in 1921, - 1 é 


was a decrease of 22,864 cars 








compared with the corresponding week two aes 
a years ago. 1x4”, } 





Miscellaneous freight loading for the week B&Btr. 
totaled 311,645 cars, an increase of 3,679 cars No. 1 ¢ 
over the corresponding week last year, but No, 2. 
4,914 cars below the same week in 1926. ‘ 

Coal loading amounted to 176,139 cars, a — %x4” | 
decrease of 48,553 cars under the same week 
in 1927 and 6,965 cars below the same period 





Files That Save Tirne 











q| Saige Es aa x4” 
two years ago. 

ghOlSq, Grain and grain products loading totaled Pix 
Gsk 53,177 cars, an increase of 6,783 cars above the J j,4” _ 
SA same week last year and 7,911 cars above the 1x6” .. 
wetwan same period in 1926. In the western districts me .. 
alone, grain and grain products loading totaled 1xb&1 
37,526 cars, an increase of 7,839 cars over the pies, 
same week in 1927. 5/4x5é 
Live stock loading amounted to 32,719 cars, 5/4x1% 

an increase of 1,482 cars above the same week 
last year and 1,441 cars above the same week ' 

in 1926. In the western districts alone, live 
stock loading totaled 25,090 cars, an increase The 

of 1,285 compared with the same week in 1927. 
Loading of merchandise and less than car- Mo. 1 
load lot freight totaled 244,469 cars, a decrease ix 4” 
of 700 cars under the same week in 1927 and 7 6” 
4,864 cars under the corresponding week two lx 8” 
years ago. 1x10” 
Forest products loading totaled 66,087 cars, 1x12” 
882 cars above the same week last year but For 
6,478 cars under the same week in 1926. of No 
(RARER AAGEAAS For 
prices 

. 

Timber Land Sales wnt 
TORONTO, ONT., Feb. 6.—The Ontario De- No. 1 

ne of Bg A.J Forests — sold pe 
‘ . . . ‘ ° rceeis a é y é ” 
Making both ends meet in in- also will keep on doing it for a neti J “"Towashipe, ‘Sudbury, district. The a oe 
dustry today is largely a matter longer time—for Nicholson and larger parcel, about 500,000 feet, was bought 2x 8” 
of doing more work in less time. Black Diamond Saw Files are by the Poupore Lumber Co., Ottawa. The 2x10” 
durable as well as sharp. other comprising about 100,000 feet, was 2x12” 
Saws can be sharpened in less bought by White & Plaunt, (Ltd.), Sudbury, No 

. - 4 . The upset price of $8.00 per thousand feet 

time with Nicholson and Black Look for the Nicholson and was accepted. The Spanish River Lumber and 

Diamond Saw Files. Black Diamond trade marks— Co., Sudbury, Ont., was the highest and suc- Fo 
always stamped on the tang of cessful bidder for timber in the townships of ot N 


Unwin, Leask, Haentschel and Lampman, in 
a sale recently conducted by the Department 
of Lands and Forests. It is estimated that 
the limits sold contain nearly 49,000,000 feet 


of pine, located on the upper waters of the Ne 
Providence Factory NICHOLSON FILE co. Philadelphia Factory Wahnapitae River, Sudbury district. About i 


But while these files do the work every Nicholson and Black Dia- 
of saw filing in less time, they mond Saw File. 








tions 
NICHOLSON FILE : 41,605,000 feet is white pine. The timber will 
COMPANY Puotidenes, R. |., U.S.A. pty os = ale be cut by the company at its mill on Wahna- — A? 
COMPANY pitae Lake. The company is required to cut Tx 
and remove all the timber by April 30, 1933. 
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This Week’s Lumber Prices 


Following are f.o.b. mill sales Lrices as reported from Kansas City, Mo., 





"aga 
ueBtr. ar 60.42 
MR, Bocccccsces 46.64 
Bc gacesess 39.25 
"BG 
LeBtr. eee 38.94 | 
Ec icaetes 33.29 | 
a 17.14 
4” E.G 
BeBIr. as 59.63 
Ss ss06+ns% 40.75 
1x4” F.G 
i 40.49 | 
 onahove 33.68 | 
egaeaeaes: 22.53 | 
4x4” B&Btr... 26.17 
ape 14.38 
%x4” B&Btr... 31.19 
| ae 30.32 
Me sera 18.67 


Bevel Siding 
4x6” B&Btr.... 26.50 


Drop Siding 
ix4 or 6” B&Btr. aes 
1 





Pinish 
a Rough: 

Me. wiweeess 42.41 
ins” os es ah be tk a 42.73 
1x5 and 10”.. 50.18 
Bee Shows < 53.98 
5/4x4, 6&8”... 52.31 
5/4x10"&12” . 59.88 
6/4 & 8/4x4, 

ee SS 3.93 
ae & Sa 

10&12 -- 66.58 

B&better Surfaced: 

Be wikkecces 46.69 
ee oivewses 47.88 
ee” cies cdes 48.94 
1x5 and 10”.. 55.09 
1 3 -- 60.46 
5/4x4, 6&8”... 62.00 
5/4x10&12” 74.24 
§/4 2. 8/4x4, 

Sn cae > 9.18 
6/4 & 8/4x 

7OG0S” «20s Tee 

C Surfaced: 
AP 37.88 
Pe sat vewes 38.50 
eA 38.05 
1x5 and 10”.. 45.20 





SOUTHERN PINE 


Casing and Base Shortleaf Dimension, 
B&better: S1S1E 
es: wee 49.19 No. 1— 
S and 16°... .' 66.60 | 8x 4°, 1 23... 24.00 
pes 16’ ..... 24.52 
” a 18&20’ 26.97 
1x4 and 6”... 59.75 ox 6”. 10’ 21.17 
1%, 1% & 2x4 x z tees et 
| ae 83.09 oe ee es 26.00 
Pencing, 818 18&20’ .. 24.32 
No. 1- ae Me sess 22.50 
1x4” rer ee as.06 ar 22.50 
_1x6 ares caianaiad 4.04 OP aes a 24.57 
No. 2 (all bgt): 18&20’ 23.74 
Se” ket cons i. 10 | 2x10”, 12’ ..... 25.00 
9 ccccaeen 83 ae 26.00 
No. 3 (all isis): 18&20’ 25.53 
nao ho 3.03 | 2x12”, 12’ ..... 29.25 
ae. atiuswen 1.3 a 30.27 
Shipla: 18&20 32.46 
No. 1, 1x8"..... 32.06 | No. 2— 
Ss. okies 8.12 ” 40° 
No. 2 (10-20) ates “sees oe 
x 2 0.61 . oe 21.61 
ite nee es 20.69 23.58 
No. 3 (all Igts.): S65. 6%, S58... 16.81 
tS ec cae h4 (2 is area 7.66 
BEI  icwrscos 16:46 Se cues 17.32 








for the week ended Feb. 4: 





Shortleaf D Longleaf Timbers 
8151E No. 1 Sa. 3 
o. 2— * S48, 20° 
ux 6” 18&20’ .. 20.30 > oy oe 
3.2 ware 19.39 8” J 26.60 
ee fo Pee eeeeees . 
pores Oa | We eee 29.37 
8x20’ 20:28 | Bath Re ere 16 
$x10”, 10 ..... 19.00 cards, 818 or 828 
PY ted sad 20.64 ¢. 1- 
ER: 21.13 x8 wrrreeeee 34.32 
18&20’ 22.25 1x10” eeevese 38.52 
oxi?" OF .;.2. 20.53 1x13" tas: 6.31 
a 21.04 No. 2 (all 10 to20’): 
eyes. 23°83 Es onsnee' 20.7 
18&20’ 23.66 ee eecoe0es ph 
Ne. 3— 13.00 | N° 0. 3, (ali lgts.): ame 
Pea a eee 
ME” issbiiaws 13.28 Neen ar eid + 17.45 
terial o. 4, all widths 
sued yt and lengths.. 7.30 
B&Btr., 9 and Plaster Lath 
OO Se nacantet 39.00 | No. 1, %”, 4’.. 2.53 
10 and 20’... 36.00 | No. 2, %”, 4’.. 1.40 
12 and 14’. 37.00 Byrkit Lath 
No. 1, 10 and 20’ 30.50 C Gs vores 12.00 
No. 2, Random 19.31 ee ee 17.00 


Following are f.o.b. mill sales prices made in Shreveport (La.) territory during the period ended Feb. 3: 




















Plooring Pinish, C, Surfaced Bandom Fencing, 81S Dimension S1S1E Dimension S1S1E Plaster Lath, %4"x4’ 
1x3”, E.G.— a Ae 37.50 | No. 1, 1x4”. 31.00 Long- Short- Long- Short- | No,.1..........- 2.50 
B&Btr. BaD... 58.25 1x54@10” ....... 44.50 anit 1x6" .... ++ $4.25 aa oat” leaf a i wee leaf gt hietae: 1.25 
eeeeen 41.25 ee é :——s 7 NO. oo 
— S : Partition & axe" 111 19560 | 10” --2. 21.50 | 10° 5 ~~ 
1x3”, F.G.— 1x4” B&Btr 40.75 ° ee eevee 16. 0 1z4-6” 
B&Btr. sap..... 38.75 eB 1s No. 3, 1x4” .... 13.25 12” .... 24.25 22.00 12’ .... 20.75 17.00 “ 
Be 2S C...00% 35.00 | Drop Siding, No. 117 1x6” . 16.00 + AE ace 4 I on... See 17.60 No. 1, Lo . 35.00 
|. : ” -fo . 18&20’. 23.50 19.00 . : 
ary eres — | No. te... ot 20 eee * c. Mt. 22&24". 34.00 30.75 | 228247. .... 22°00 9 or 18’, 35.00 
B&Bir. sap..... 61.75 | No, 2:.... 26.00 | No. 1......---. 33.25 ns 22.00 | 2&8"— oad A 
” Pa “ee errr 7 iy wy. f i ieee : 
te 38.50 a sf Base, No. 3...--.-++- 14.25 16° 7.7. 3600 25:50 12” °.:. 22.00 19:75 | no 2 Rasdom. 22:75 
te 2 aaa 34.00 ” 0.25 Shiplap, Random 18&20’. 28.50 24.75 16’ .. 23.25 21.25 
5 ; 18&20’. 26.75 27.00 No. 1 af 
NO, 2...++++-- 2.75 | 1x6&8” .. 54.00 | 34 —— 32.50 | 5 22624". 83.25 see. | 9 om ‘ o. ——_ 
x4” pentr 81.7 press. a " ax1o” 22. 3425 | “12° 1. 30.75 26.50 12’ 24.25 22.00 Sq, H&S, 27 & Und. 
. ee 29° 4 Boards, S18 or s2s No. 2, A 31.33 16’... 31.75 27.75 1¢ ss 26.50 21.50 "eu 
eae No. 1— x10” . 20’. $3. 9.25 ’. 26. . ” 6x16)" 
0. . Batts ‘x 8” rdm... 31.25 | No. 3, 1x 8” 16.00 ert ~ 37.00 22&24’. 28.00 .... stele "sxi6/ 31.50 
%x4” No.1&Btr. 32.25 1x10”, rdm... 37.75 x10” 17.50 | 9x12"— 2x12"— 6x12/12x12 .... 42.00 
Finish, B&Btr., we ll rdm... 47.00 site se Oy a rey 33.58 35.00 13° ete gots 20.35 6x16/16x16 52.75 
ace o. 2— ension re a Sa : y 
pega cary 43.00 1x 8%, ram... 20.75 Long- Short- 16) 53° 42.00 35.00 18&20°. 28.00 me. 2 Gheaeet 
RSE toms 43.75 ; 1x10”, rdm... 20. ea ea ’. 35. . & 24’ 27.00 
eae 45.00 1x12”, 10-16’... 25.50 No. 1—2x4” 2&24’. 48.00 41.00 Sq. E&S, 20’ & Und. 
” scs0e ce 52.25 1x12”, 18&20’. 25.25 10, 2+ 38.75 24.25 No, 38x) —on ™ — i 7 ee UNG: «+ 2 25.25 
1x12” Se No. 3— J ‘ ‘ 5 a eee . 4 mension x x 
5/4x4,6&8" ..... 61.25 ‘tx 8”, rdm... 16.50 16’ . 27.75 25.50 12’ .... 33.76 20.60 | 2x4” .......... 5.00 SD, Siow wd 34.00 
5/4x5&10” ..... 64.00 1x10”, rdm... 18.50 18&20’. 30.75 26.50 16’ . $3.96 $8.36 | Sx6"_ ......cc0e 13.50 | 3&4x12” 32.00 
/OxIS" ow. ces. 70.00 1x12”, rdm... 17.75 22&24’. 35.00 31.75 18&20’. 28.50 24.00 | 2x12” ......... 15.50 | 6x14/14x14_ 37.00 
The following are f. o. b. mill prices: Prices f.o.b. Chicago on — 2 Nee a [Special telegram to American LuMBERMAN] 
mann white spruce boards, S4 shiplap, Portland, Ore., Feb. 7.—Log market quota- 
No. 1 Hemlock — =. sae _ drop siding, ceiling and standard goog in | tions: ; ; 
lengths 6- to 16-foot, containing not more than Fir, yellow: No. 1, $22.50; No. 2, $17; No. 
- ee ae Hy +4 ere ery 74 ey +4 10 percent of shorts nor more than 50 percent 8, $13.60. $ $17; 
ae cxcuea 31.50 32.50 $2.50 34.00 | of 16-foot: —— ae 
1x10” __-°°°° 39°50 33.50 33.50 35.00 Dé&better No.1 No.2 No.3 Cedar: $15@ 
fee ’ : 4/4 5/4 6&8/4 4/48 4/4* 4/4% Hemlock: w Gngraded $11, $12 and $13. 

a sseseie 33.50 34.50 34.50 86.00 ' (i ss $53.00 $40.00 $33.00 Spruce: , $25; , $19; No. 3, $13 
For merchantable S1S deduct $3 from price ‘. Atahing es = et 54.00 40.50 35.00 : oceans ; 
of No. 1; for No. 2, deduct $5. 8” 12... 65 82 82 54.00 39.00 35.00 Everett, Wash., Feb. 4.—Scarce and strong: 
For shiplap or flooring, add 50 cents to a 80 85 85 55.00 40.50 35.00 Fir: No. 1, $25: No. 2, $19: N 13 

prices of No. 1 boards. SR insas 91 95 85 7 00 47.00 35.00 r: No. 1, $25; No. 2, $19; No. 3, $13. 

: . edar: Rafts of shingle logs only $17; lum- 
Crating stock, Sl or 2S, 6” and wider, 6 *For 5/, 6/ or 8/4 in No. 1, add $10 to price ber logs, $29. 
and longer, No. 2, $26.00; No. 3, $22.50. < 4/4 _m — width; in No. 2, add $6; in Hemlock: ‘ No. 2, $14; No. 3, $12. 

- oy Spruce: 1 higher than fir. 
No. 1 181E— rate A. 
mai 10’ 14’ o. | ne ee oe ee so Vancouver, B. C., Feb. 4—Latest log mar- 

& ° Pet $30.00 $31.00 $29.00 $31.00 ois No, 50 4/4, $31.50; 5/4, $36.50; 6/4, $38.50; ket quotations aid te po & 
i vobetee : x ; Ly 
venue 39:00 31.00 30.00 31.00 No. 5, 474, $25.50; other thicknesses, $29.50. Fir: No. 1, $22; No. 2, $16: No. 3, $11. 
a .cenaas 29.00 32.00 32.00 33.00 For all rough stock, add $2.50. Cedar: No. 1, $23; No. 2, $15; No. 3, $8. 
St xéelanne 30.00 33.00 33.00 34.00 Spruce lath, 4-foot, No. 1, $8; No. 2, $6.95. Hemlock: 11. 


No. 2 hemlock, rough, 6’ and longer, 2x4” 
and wider, $22.00; 1x4” and wider, $22.00. 


For No. 2 dimension, 
of No. 1. 





deduct $4 from price 





SOUTHERN 


PINE TIES 


New York, Feb. 7.—Following are quota- 


tions on southern pine 


er 


ties, f. 0. b. New York: 


Sap ea 
éededuceu $1.35 $1.65 
6seiadtse s 25 1.5 


Coseceue 1.25 











WEST COAST SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 
Portland, Ore., Feb. 7.—The following are 
prices for mixed carlots prevailing here today: 


Finish— Factory stock— 
1x12” ....... $70.00 37.83 
1x4—10” .... 59.00 ; i: tees os ae 

Bevel siding— ms _ pte eam 30.00 
eS ee TE SA ik, nkawns 3.50 

i es x i. box imbr. 17.00 





Spruce: No. 1, $30; No. 2, $18; No. 3, $12. 


WESTERN PINES 


[Special telegram to American LumsBerMAn] 
Portland, Ore., Feb. 7.—-Th2 following are 
f.o.b. Chicago prices on Pondosa pine shop, 





828: No. 1 No. 2 No. 3 
6/4 a $50.00 $38.00 $32.00 
Raat pata q les 60.00 48.00 32.00 


* Above shop prices are for shipments of No. 
3 and ‘better. 
grades, add $5. 


For straight cars of specified 
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DOUGLAS FIR 


[Special telegram to AMerican LumsermMAN] 


Portland, Ore., Feb. 8.—F.0.b. mill prices on 
actual sales of fir, Feb. 4, 6 and 7, direct and 
wholesale, reported by West Coast mills to the 
Davis Statistical Bureau, were as follows: 

Vertical A ee, Plooring 
B B&btr. Cc D 
ar” . shebevavns $35.25 $34.50 $28.75 availa 
1x3” = 35.75 een 
»/4x4 41.00 
Piat - Grain a 
1x4 25 20. 00 
1x6 9. 50 5.50 
Mixed Grain Flooring 
1x4’ , d $16.25 
Ceiling 
56 x4 23.75 138.25 
1x4” 23.75 20.25 
Beep ‘siding, 1x6” 
EE gee oY 2 28.00 24.50 
hah nn waelgea be ead 29.25 25.00 éxain 
Se <e p66 wate ane 16.50 
Pinish, Kiln ‘Driea and surfaced 
1x6” 1x8” 1x12” 
SORES cities uvarw sce $34.50 $41.00 $47.7 
Common Roane, ane Shipla 
x6” 1x8” 1x1 1x12” 
Ln $16.7 75 4«6©$15.50 $16.50 $21.50 
a, SP Ne Saiaa aan 10.25 11.00 14.00 13.00 
a 2° ne ome es . 7.50 8.00 8.00 ose 
Dimension 
No. 1, 2” thick- 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
* $16.00 $15.75 $17 -75 $18.25 $18.00 ‘ 

6" 15.00 1 5.00 16.50 16.75 16.7 7 5 $20. 00 $22.25 
8”. 15.25 15.25 17.75 17.00 16.75 19.50 22.00 
10”. 15.75 16.00 16.50 17.00 17.00 19.25 22.00 
12”. 17.00 16.75 17.50 17.50 17.50 20.00 22.50 
2x4”, 8’, $15.75; 10°, $15.75; 2x6”, 10’, $14.00 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2 .$10.75 $10.25 $10.00 $12.50 $12.50 
No. 3 .. 7,00 11. 00 ‘ ocee 
Wo 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced ......... $18.50 
5x5 to 12x12” to 10’, | nua tiers ranted 16.00 
5x5 to 12x12” to 40°, surfaced ......... 18.50 
Pir Lath 
a Ce ae ae wae Gh ah whee oe $2.25 
B&better, Plat Grain Car Siding, 9 or wt. 
Dt -“hdes xraee's O66 cess Geeks Feks nos eet 50 
a EE PER a ee eee oa = ee 40.00 





NORTHERN PINE 


Duluth, Minn., Feb. 6.—Following are prices 
on northern white pine f. o. b. Duluth: 


CoMMON BOARDS AND FENcING— 


10 ¥ >. “se. 16 ft. 

a ET ae $43.00 $43.00 $49.00 
i” wsense-as 46.00 46.00 48.00 

ee joke 50.00 50.00 48.00 

a “véceeus 58.00 55.00 53.00 

ee? sv eeus 73.00 68.00 68.00 
OTS OF ere 34.00 34.00 40.00 
a - eves eus 36.00 26.00 29.00 

EC’ seseeet 40.00 39.00 38.00 

a -cweece® 42.00 40.00 38.00 
E-Series 48.00 43.00 42.00 
ie ee ee . owetans 26.50 26.50 27.50 
on Sdeodes 29.50 29.50 30.50 

i”) «h(t eee an 32.00 2.00 32.00 

Pn “cveeees 33.09 32.00 32.00 

a . «wes ses 34.00 33.00 33.00 

For all white pine No. 1, 2 and 8 ant de 





1x4 & war., 6 to 20’, No. 4, $26.00; No. 

For 81S or $2S add $1. For 1 Bante ar 
$1. S4S, D&M, drop siding etc., add $1.50. 
No. 1 Precs Sturr, 81SiE— 

10’ 12’ 14’ 16’ 18&20’ 
2x 4” ...$33.50 $32.50 $31.50 $31.50 $33.50 
2x 6” -- 31.60 30.50 30.50 30.50 32.50 
2x 8” -- 33.50 33.50 31.50 31.50 33.50 
2x10” .- 35.60 35.50 35.50 33.50 35.50 
2x12” . 36.50 36.50 36.50 34.50 36.50 

No. 2 piece stuff, $3 less than No. 1. For 
rough, deduct $1. For D&M, add $1.50. 
Srpine 4- AND 6-INCH, 4- TO 20-FooT— 

Norway 

B&btr. Cc E C&Btr. 
OE $41.50 $36.50 $27 00 $17.00 $32.00 
. aaneds 46.00 41.00 31.00 20.00 35.00 
Seattle, Wash., Feb. 4.—Prices for mixed 


cars, new bundling, 8- to 18-foot, f. o. b. mill: 
Bevel Siding, %-inch 


Width— ear oe ng —- 
EE alin 5 Qe 0 once $24.00 $23.00 $16.00 
CD. -cna bee Saul 25.00 23.00 20.00 
PD -pedvebl ee ees 27.00 24.00 20@22 

Clear Bungalow Siding 

%-inch -inch 
EEL. shed maleninaints 08 bh pisms eae $40.00 33.00 
PE p.ndegtase hcaesdadi ad 50.00 40.00 
DD ~cc'ccadh cab web eweee eee 60.00 50.00 





CALIFORNIA PINES 


San Francisco, Calif., Feb. 4.—The follow- 
ing average prices f. o. b. mills, those on com- 
mons covering 1-inch stock only, were re- 
ported by the California White & Sugar Pine 


Manufacturers’ Association for the period 
ended Jan. 31: 
California White Pine 
All widths— 
No. 1&2clr. Csel. Dsel. No. 8 clr. 
4/4 . -$70.65 $64.10 $53.35 $43.80 
5/4 ...- 70.80 60.90 50.90 50.30 
G7¢ . - 68.10 54.40 43.60 50.35 
8/4 77.95 64.40 58.85 62.90 
California Sugar Pine 
4/4 . $96.30 $84.50 $62.00 $54.10 
Si eee 73.15 55.20 63.75 
GFE woes See 68.90 48.75 61.50 
8/4 99.15 80.95 62.55 80.00 
White Pine Shop Mixed Pines 
MME. eens wk cele $28.80 Common— 
No. 1, 5/4xa.w.. 36.00 kt aa $43.50 
No. 2, 6/4xa.w.. 25.65 Pee B cccocves, Se 
Panel, %”xa.w.. 60.15 Se aaa 20.10 
a eeripacd area 22.05 
Douglas Pir re 33.00 
C&better ...... $42.90 Siding, B&btr., 
Common ...... 22.85 See” *cvepewe a .00 
Ties & timbers. 17.55 Lath— 
Dimension 15.10 ae a meen te cers $4.55 
— = 
White Fir om TD 180 
C&btr, all sizes. $66. 35 No. 1 dim., 15% 
_ : com Bite dante 19.40 GE. sc cbacsan 18.15 
oO. aimen., 
lfexa.w. ..... 18.00 5. ew Sine Sep... 
Export No. 1, 5/4xa.w.. 47. HA 
Australian, 4/4x No. 2, 6/4xa.w.. 27.70 
eet titan re $54.00 Cedar 
J ee 61.00 Pencil stock ... 24.00 
READ, conses Sere GH cc cesaces 16.80 





RED CEDAR SHINGLES 


Seattle, Wash., Feb. 4.—Eastern prices per 
thousand, four or five bunches, f.o.b, mill: 


— ae Stock 


oper Rite-Grade 

Extra clears, ors. $2. 0502. $2.10@2.15 

Extra stars, 5/2..... 2. 2.25 

Extra clears ........ 2 3$@2.35 2.60 @ 2.80 

Pertects, 6/23 ...cccs 2.90@3.00 3.00 

I iad: fate Sp a is 2.95 @3.00 3.45 

Perfections ......... 3.80@3.90 3.85 @3.90 

EE SE | Sea ee ee 

Dimensions, 5”, 5/2.. 3.10@3.15  ......... 

Second Grades, B. C. at 
-- Stock, 

Com. stars, ag Cas dw oc $2.95 
er $ .85@ .95 EE - Sibel ncaa 3.30 
OFS incense 1.00@1.10 DEE: ewéuddee.a 3.90 

Com. clrs.. 1.50@1.65 Perfections 4.10 





NORTH CAROLINA PINE 


Norfolk, Va., Jan. 30.—Following are typical 
average f.o.b. Norfolk prices, made during the 
week ended Jan. 27, as reported by the North 
Carolina Pine Association: 


Rough: 

Edge, 4/4— 
a a I caste fg Siw: al etn a oe $43.06 
EE Oe we te alan wGate a Be eee ee oe beeen 34.10 
San ahs Sal cl Nae gt aa mh a tera 24.70 
a a acta salad ont art la tsi dey coccinea 20.78 
No.2&btr No.3 No.1 box 
EF eae $46.35 $25.43 
lee ORES AGRE eh SP 48.33 28.51 
eS Eee 55.3 28.97 
Term 59.23 ite te 28.55 
Edge, No. 2 and better, 6/4............ $48.72 
Nos. 1 and 2 bark strips beior: acai evdiciesuss ane t 31.24 
Se ee ee 16.13 
OD i tale dl ov eave. n &.W aged ep bieck 5.14 
Dressed: 2%” Over 
Flooring, #”— Width 2%” 
No, 2 & btr. and B&btr..... $43.99 $42.06 
No. 1 com. and No. 3........ 36.42 35.68 
gS err ere $37.47 
Box bar strips, dressed and resawn..... 17.58 
Roofers: *Air 
No. 1 dried 
PS ise 6's ste ah a ob hein ore oe $27.26 $17.78 
le eer ee 27.03 18.84 
ES La chhiheh dv seGe eke pe esos 28.02 19.04 
ab arenidaa chia taba ne x-w.eiase ee 29.67 18.62 


*F.o.b. Georgia-Alabama mill points. 


POPLAR BEVEL SIDING 


Louisville, Ky., Feb. 6——The poplar siding 








market continues very satisfactory, there 
being an excellent and steady demand. Prices 
are unchanged: 

FA Select No. 1 No. 2 
Gime .ccccse $50.00 $38.00 $28.00 $22.00 
SN nn sine wha 50.00 36.00 26.00 22.00 
CERO Giict cvs 50.00 35.00 24.00 18.00 





NORTHERN HARDWOODs 


Following are prices of northern 
f. o. b. Wausau, Wis.: hardwood, 
FAS 


Sel. No. 1 


Sain. No. 2 No.} 
4/4 78, S508 § ose $ 5b.00 $ 38.00 
5/4 ... 100. 40.0 ’ sa 
6/4 ... 110. 00 96:00 66:00 40.00 20.09 
8/4 ... 115.00 100.00 75.00 45.00 “ 
Basswoop— 
4/4 72.00 62.00 47.00 31.00 
5/4 72.00 62.00 47:00 32:00 gant 
6/4 75.00 65.00 52.00 35.00 24.99 
8/4 ... 82.00 72.00 58.00 35.00 249 
10/4 ... 90.00 80.00 65.00 45.00 .” 
12/4 ... 100.00 90.00 75.00 655.00 [°"" 
Key stock, 4/4, $75; 65/4, $80 or grade: 
FAS, $90; No. 1,’ $70. “oo 
1x4-inch No. 1 face clr. & btr., ; . 
inch, $75. a 
BircH— 
4/4 86.00 66.00 44.00 28.00 19,99 
5/4 91.00 71.00 52.00 34.00 20.0 
6/4 96.00 76.00 58.00 36.00 20,09 
8/4 101.00 81.00 70.00 44.00 21.09 
10/4 110.00 100.00 90.00 60.00 .... 
12/4 115.00 105.00 95.00 60.00 °° 
3/4 80.00 65.00 40.00 25.00 a 
5/8 77.00 62.00 365.00 265.00 : 


For 10-inch & wdr., add $30; 8-inch & war., 
$93 $15; for 56-inch & wadr., 8- foot & lgr., add 


Price of 4 & 6-foot lengths, 
red, add $15. 


Rough birch, 1x4-inch, two face Gene. $80; 
one and two ‘face clear, $65; 1x6-inch, two 
face clear, $90; one and two ‘face clear, $70; 
run of pile, $68. 


$28. For sel, 


Sorr Etm— 
4/4 65.00 55.00 45.00 24.00 21.00 
5/4 70.00 60.00 48.00 30.00 232.00 
6/4 80.00 70.00 58.00 28.00 22.00 
8/4 85.00 76.00 63.00 35.00 28.00 
10/4 90.00 80.00 78.00 40.00 cans 
12/4 95.00 85.00 78.00 46.00 
Rock ELmM— 
4/4 70.00 45.00 25.00 19.00 
5/4 75.00 50.00 28.00 20.00 
6/4 76.00 50.00 28.00 20.00 
8/4 80.00 60.00 35.00 *%26.00 
10/4 ... 965.00 75.00 50.00 “sek 
12/4 - 105.00 85.00 55.00 30.00 
*Bridge plank. 
Sorr Mapits— 
4/4 62.00 52.00 42.00 24.00 19.00 
5/4 ... 70.00 60.00 50.00 33.00 20.00 
6/4 ... 80.00 70.00 58.00 30.00 20.00 
Ore ss 85.00 75.00 62.08 34.00 21.00 
RED OaK— 
4/4 100.00 80.00 65.00 40.00 17.00 
5/4 105.00 85.00 70.00 42.00 19.00 
6/4 ... 110.00 90.00 75.00 45.00 19,00 
8/4 - 115.00 95.00 80.00 50.00 20.00 
HARD MAPLE ROUGH FLOORING STocK— 
No. 1 No.2 No.3A 
com. com. com. 
GM’ Wvteeccesesetouews ie $40.00 $30.00 $20.00 
Ee apsatessbanseekanws 43.00 33.00 23.00 
Harr MAPLE— 
Sel. No. 1&SelL 
FAS 6”&wdr. 6"&wdr. No.2 No.8 
4/4 ...$ 63.00 $ 52.00 $ 42.00 $ 30.00 $ 17.00 
5/4 ... 76.00 65.00 45.00 33.00 19.00 
6/4 80.00 70.00 58.00 33.00 19.00 
8/4 88.00 78.00 65.00 34.00 21.00 
10/4 103.00 93.00 78.00 45.00 30.00 
12/4 108.00 95.00 83.00 60.00 30.00 
14/4 ... 135.00 125.00 110.00 60.00 36. 
16/4 - 160.00 145.00 130.00 60.00 36.00 


Add for straight FAS, $10; 8-inch and wider, 
gig: 10-inch and wider, $30; 12-inch and wider, 


Regular stock contains 50 percent or more 
14 and 16 foot, and the following percentage® 
of 12-inch and wider, 4/4, 10 Pn: 5/, 6/ 


and 8/4, 20 percent; 10/ to 16/4, 30 percent. 
BEECH— 
FAS’ Sel. No.1&Sel. No.2 No.8 
5/8 No. 2 com. & better. .... 3.00 $16.00 
4/4 ...$ 55.00 $40.00 $365.00 25.00 19.00 
5/4 60.00 50.00 40.00 30.00 22.00 
6/4 70.00 60.00 50.00 35.00 23.00 
8/4 80.00 own 0.00 40.00 26.00 
END DrIrepD WHITE MAPLE— 
FAS and 
Nos.1 & 2 Nos, 1&2 
ES ee a ++ ++$110.00 $ 85.00 
ae éSeweusees coe Bae 90.00 
Pt svehwrn set 0% «eee 120.00 95.00 
ee “ven ds ° «+++ 1830.00 105.00 
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OAK FLOORING 


Following are average carlot prices, Mem- 
phis pase, obtained for oak flooring during 
the week ended Jan. 28, as reported by the 
Oak Flooring Manufacturers’ Association: 


#8x1%e” 4x2%” %x1%” %x2” 


—wht...$109.52 $115.00 $89.68 $79.33 
ist atd. Ww 79.93 59.35 


-— 808... 08. wr0one Arcane 
- aed. as. a8 |... 54.30 58.00 
ist pln. wht... 75.55 67.54 63.33 50.78 
ist pln. red... 73.29 63.98 54.99 50.07 
ond pin. wht.. 65.56 53.99 43.82 39.34 
ond pln. red.. 64.90 54.11 42.06 39.27 
grd wht. & red 40.99 38.32 32.87 30.02 
Fourth ..----- 18.41 18.10 bs $e 10.23 

%x1%” %x2” fexl%e” fex2” 

ist qid. wht.. $87.50 $95.00 nye rag 
ist qtd. red... 86.50 e 
md qtd. w&r.. 68.44 TT. v7) ee 
ist pln. wht.. 69.98 62.50 75.70 
ist pln. red... 658.85 55.50 69.50 
gnd pln. wht.. 60.14 56.07 
gnd pin. red.. 58.76 arr 54.73 
ard wht. & red 45.79 41.12 beware 


Fourth ......-- 12.00 4 


HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple, beech and birch flooring, as 
reported to the Maple Flooring Manufactur- 
ers’ Association, averaged as follows, f. 0. b. 
cars flooring mill basis, during the week ended 
Feb. 4: 





MFMA MFMA MFMA 
MAPLE— First Second Third 
ESE 2. we ccc ceccces $70.86 $61.46 $41.00 


PHILADELPHIA PRICES 


Philadelphia, Pa., Feb. 6.—Wholesale prices 
secured from authoritative sources exclusively 
for the American Lumberman are as follows: 

Southern Pine, Merchantable—1905 
(Steamer Delivery) 





3x4” and 4x4”..$43.00 10x10” ........ $49.00 
3x6” and 6x6”.. 41.00 SURE sceccuce 58.00 
3x8”, 4x8” and (} 3) pee 56.00 

SxB” wc cece 42.00 i, eee 68.00 
3x10” 2... cece 50.00 14x14” ........ 65.00 


Lengths 22 to 24 feet, add $2. 

Each 2 feet additional, add $1.00 to 32-foot 
rice. 
. Each 1 foot over 32 feet, add $1. 


Longleaf Pine Plooring, 25/32x2%,-inch Face 
(Rail Delivery) 


B&btr. ht. rift.$82.00 No. 1 sap flat.. 40.00 
B&ébtr. sap rift. 70.00 No. 2 sap flat.. 29.00 
B&btr, flat...... 50.00 No. 3 sap flat.. 19.00 


Air Dried No. 2 Common Roofers 
1x6”, %x5%4....$26.00 1x10”, %x 9%..$28.50 
1x8”, %x7%.... 27.00 1x12”, %x11%.. 29.00 
Shortleaf Dimension, S4S, %4-inch Scant, 
10- to 16-foot 


sos ote cae See « Se oscaccews $29.50 
RRR EIGER ee Be Ss cen eawe 31.00 
SED oi ay dotin’en (ae co 27.00 
North Carolina Pine Flooring 
No. 2&btr. No. 3 No. 4 
eet i 6 eine $67.00 $63.00 aA 
gg Ree 49.00 39.00 $29.00 


Kiln Dried North Carolina Roofers 


", %x5%...$29.50 1x10”, %x 9%..$31.50 
1x8”, %x7%... 30.50 1x12”, %x11%.. 32.50 
ff-inch thick, $1 more. 


Red Cedar Bevel Siding 


. SO. oc cek se wcke oe punaber eae ek $42.00 
ME os kona 0.30 de ov ewS ee cones 62.00 
<n cba bende eee d pte eas 69.00 
Maple Flooring f.o.b. Philadelphia 

a§x2 142% 

MFMA First grade........... $77.0 85. 
MFMA Second grade......... 68.60 77.00 
MFMA Third grade .......... 48.00 55.00 

Pondosa Pine Dressed 
Cc D No.2 No.3 
lt $ 67.50 $57.50 $44.25 $36.75 
es 72.50 62.50 41.25 38.2 
SE «| sd %Scbiauntwie 72.50 62.50 41.25 38.25 
RS gure craks a 82.50 72.50 41.25 38.25 
ge 97.50 87.50 44.25 39.25 
mm ONG US... -:- 102.50 92.50 48.25 43.25 
Lath, 4-foot No. 1 

re ee $6.75 c.i.f.—$7.25 delivered 
Hemlock ........0. 5.15 c.if.— 5.75 delivered 





BLACK WALNUT 


' Cincinnati, Ohio, Feb. 7.—The following are 
today’s prices on American black walnut f.o.b. 
Cincinnati: 
ssan® 4/4, $240; 5/4, $250; 6/4, $255; 8/4, 
aisglects, 4/4, $160; 5/4, $165; 6/4, $170; 8/4, 
No. 1, 4/4, $92.50@95; 5/4, $105@110; 6/4, 
$115@120; 8/4, $130. 
No. 2, 4/4, $45; 5&6/4, $50; 8/4, $55. 





HARDWOOD INSTITUTE PAST SALES REPORT 


Memphis, Tenn., Feb. 6.—Chicago/Cleveland average hardwood prices obtained during week 


ended Jan. 31, as reported to Hardwood Manufacturers’ 


Chgo. 
FIGURED 
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Clev. 


Quartered 


4 140.25 
4 135.75 
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121.25 
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| Chgo. 
SAP GUM 


Clev. | 


Plain—Contd. 


BLACK GUM 


Quartered 
4-4 52.00 
No. 1 com. 
1-4 42.50 
Plain 
FAS 
45.50 


TUPELO 
47.75 


FAS 
4-4 


36.75 


& sel. 


No. 1 com. & sel. “i 
4-4 5 ° 


WHITE OAK 


Quartered 


4 122.00 
4 132.75 
-4 «134.25 
4 146.50 
com. 


145.00 


170.00 | 


& sel 


85.00 





Institute: 

Chgo. Clev. | Chgo. Clev. | Chge. Clev. 
WHITE OAK | ASH SOFT ELM 
Plain—Contd. Plain No. 2 b 

No. 2 com. | FAs | 6-4 30.25 
4-4 43.00 57.25 | 4-4 82.50 87.50 | _ 8-4 33.00 
No. 3 com. fig. grade 5-4 -.-. 116.75 | Log run 
4-4 29.25 6-4 $6.75 .... | 4-4 34.50 
8-4 106.00 weoe | 54 45.00 neee 
RED OAK No. 1 com. & sel. 
Plain 4-4 51.00 60.50 | COTTONWOOD 
FAS 5-4 = 62.25 «+e» | Panel & wide No. 1 
4-4 74.00 106.00 6-4 58.25 voce | Ooh £895 pate 
5-4 = 90.50 = 121.50 8-4 66.50 +++» | Box boards, 13-17” 
6-4 101.50 122.50 SOFT MAPLE 4-4 76.25 
8-4 110.00 cooe | pe | FAS 18” & wider 
No. 1 com. & sel. 4-4 77.50 as 4-4 78.25 
4-4 53.25 3.00 5-4 90.75 FAS 
5-4 60.00 61.75 * BAS 4-4 58.00 
6-4 63.25 64.75 8-4 per 88.50 
8-4 73.75  ...+ | No. 1 com. é& sel. CHESTNUT 
No. 2 com. 4-4 58.75 58.50 Plain 
4-4 41.50 40.75 6-4 aoe 64.00 | a 90:00 
RED & WHITE OAK 8-4 ess 68.50 5-4 114.00 
Sound wormy HARD MAPLE 6-4 118.25 
4-4 35.75 51.25 | FA 8-4 soos. Lane 
5-4 tee 84.25 | No. 1 com. & sel. 
POPLAR 6-4 sees 5.00 4-4 ey 54.25 
Plain ~ 2 com. & ~_. oe | 5-4 59.25 
Panel & wide No. 1 5-4 "- gase | wean sco 6 CES 
4-4 182.50 140.50 | 6-4  [[:: 66.35 | FAS,wormy 58.00 
Box boards, 13-17” | 8-4 joke 69.50 | sound wormy — 2 
4-4 84.25 127.00 | BEECH Me Sg 39.00 
rae, 95.50 115.50 | io. .. aa. cee. 
5-4 = 96.00 = 124.00 | Iogrun vw) ee iil 44.75 
gg 188-08 sts | 4-4 43.50 © 40.75 | No. 2 com. & sound 
: cece 8-4 60.50 sees | Wormy 
oy re HICKORY 4-4 36.50 
6-4 67535060... | FAB ws ou.08 
8-4 87.25 Sai ° . . 
Saps & sel. 12- 0, 1145 | _ SASSWOOD 
4-4 63.75 84.75 | No. 1 com. -& sel. No. 1 com. & ool. | 
5-4 70.25 94.50 8-4 52.00 52.50) 4-4 «.-. 54.50 
6-4 72.2 sees | 12-4 cee 89.75 | MAGNOLIA 
No. 1 com. & sel. SOFT ELM FAS 
x, sees 55.00 | age oe, eee 
No. " | -4 5 No. com. sel 
4-4 52.25 53.00 | 8-4 68.00 4-4 47.00 ° 
No. 2A c | No. 1 com. & sel. | 
4-4 39.25 43.50 | 4-4 43.50 BIRCH 
No. 2 B com. 6-4 49.00 3... | No. 1 com. & sel. 
4-4 28.50 cane 8-4 53.00 4-4 56.75 69.00 





APPALACHIAN HARDWOODS | 


Cincinnati, 
sale prices, 
palachian 


Ohio. Feb. 
carlots, 


QUARTERED WHITE OAK— 


4/4 5/4&6/4 
Sf eee $135@145 $145@155 
Selects ...... 105@110 110@115 
No. 1 com 80@ 85 85@ 90 
No. 2 com... 45@ 50 54@ 59 
Sound wormy 43@ 45 52@ 57 


QUARTERED RED OAK— 


| ree 
No. 1 
No. 2 


SS are $105@110 $115@120 
Selects ...... 70@ 75 75@ 80 
No. 1 com 60@ 65 70@ 75 
No. 2 com... 45@ 50 50@ 55 
No. 3 com... 2%2@ 24 23@ 25 
Sound wormy 48@ 50 60@ 62 
Basswoop— 
oo) 2S $ 70@ 72 70@ 75 
No. 1 com... 53@ 55 58@ 61 
No. 2 com... 28@ $31 33@ 38 
CHESTNUT— 
ec Fea $ 90@ 95 $105@110 
No. 1 com 55@ 60 60@ 65 
No. 3 com... 20@ 21 21@ 22 
Sd. wormy and 
No. 2 com. 32@ 34 36@ 38 
No. 1 com- 
mon & bet- 
ter, sound 
wormy 38@ 42 43@ 45 
BircH— 
fo Ory ee $100@110 $105@115 
No. 1 com 
and sel. 65@ 70 70@ 75 
No. 2 com... 33@ 35 38@ 40 
BEECH— 
¢. eae: $ 60@ 65 $ 65@ 70 
No. 1 com... 40@ 43 45@ 48 
No, 2 com... 25@ 28 28@ 30 
POPLAR— 
Panel & No. 1, 18” & 
eer $135 $150 
oo) eer: * 105 120 
Saps & Sel... 80 95 
| i eee 65 70 
SS? Seer 43 48 
ee 2 a 6c0se% 28 30 
MAPLE— 
ae $ 72@ 77 $ 77@ 82 
No. 1 com 
ae ere 48@ 53 60@ 65 
No. 2 com 34@ 36 40 


6.—Average whole- 
Cincinnati base, 
“soft texture” hardwoods today: 


on Ap- 


WEST VIRGINIA WOODS 


Philadelphia, Pa., Feb. 6.—Prices of West 
Virginia hardwoods, secured from authorita- 
tive sources exclusively for the AMERICAN 
LUMBERMAN, are as follows: 











8/4 Ash: FAS 4/4, 100@105; 5/ and 6/4, $115@ 
$155@165 | 120; 8/4, $125; 10/ and 12/4, $135@140. Com- 
115@120 mon, 4/4, $62; 5/ and 6/4, $75; 8/4, $85. 
90@ 95 Chestnut: FAS, 4/4, $88@90; 5/ and 6/4, 
55@ 60 | $110. Common, 4/4, $55@57;'5/ and 6/4. 
55@ 60 | $60@62. Sound wormy, 4/4, $40@42. No. 2, 
4/4, $28@30. 
Poplar: FAS, 4/4, $115@120; 5/ and 6/4, 
| $130. Clear saps, 4-inch and up; 4/4, $85; 5/ 
and 6/4, $95@100; 8/4, $100@110. Common, 
4/4, $62@65; 5/ and 6/4, $70@75; 8/4, $78@ 
80. No. 2—A common, 4/4, $43@45; 5/ and 
$125@135 | 6/4, $49; 8/4, $51@54. . No. 2—B common, 4/4, 
85@ 90 | $30; 5/ and 6/4, $32@33; 8/4, $34@36. 
75@ 80 | Red Oak: FAS, 4/4, $110@115; 5&6/4, $115 
51g ad | @120; 8/4, $120@125. Common and select, 4/4, 
60@ 65 | $60 @62.50; 5/ and 6/4, $65@67.50; 8/4, $70@75. 
' No. 2 common, 4/4, $45@47.50; 5/ and 6/4, 
$47@50; 8/4, $50@55. 
Sem 70 ~. White Oak: FAS, 4/4, $115@120; 5/ and 
38@ 43 6/4, $125@130; 8/4, $130@140. Common and 
select, 4/4, $70@75; 5/ and 6/4, $75@80; 8/4, 
$80@85. No. 2 common, 4/4, $50@53; 5/ and 
art he | 6/4, $55@58; 8/4, $60@63. 
21@ 22 | 
38@ 40 CHICAGO BUILDING PERMITS 
| The following are comparative building per- 
mit totals for January. 
45@ 47 Permits Jan.,1927 Dec.,1927 Jan., 1928 
Steces she es 83 95 91 
‘ ces an 
$110@120 Hotels 9 11 4 
710 15 Residences 293 194 252 
40@ 42 | Halls and 
Churches 3 2 
Theatres ot J ee eae 
$ 70@ 75 | Apartments 247 266 248 
45@ 50 | Stores and 
30@ 33 | Offices 2 2 2 
A Ng and 
a a 
| Stores and 
$160 | “Apartments 22 33 18 
130 | stores and 
+ Residences. 4 3 10 
50 Miscellaneous 2 3 7 
80 TOTAL 665 609 632 
je | * eeepe 648 596 612 
$ 85@ 9 | Frame |... 17 13 20 
65@ 70 | Frontage, ft. 22,259 23,495 21,617 
soup S80: + COR cee ets $21,873,100 $22,726,600 $27,091,400 
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Birch uPP 
‘ are noldin 
CHICAGO, Feb. 8.—There was a good vol. 
ume of northern pine business in January UFFA 
according to local distributers of this woos B bol 
9 and February has started out in a satisfactory trade : 
manner. Low grades are in good demant sever Sie 
from box and crating interests. Available dry = 
stocks in the North are rather limited, ang -_ he 
as a result prices hold firm. Common grades, por wes 
such as go to retail yards, are becoming more Oat c 
active. Shop and selects are moving in goo4 pa doi 
volume to the industrial trade, and prices oor’ “" 
are being firmly maintained. om ailmet 
MINNEAPOLIS, MINN., Feb. 8.—Consier. I 


able buying by retail yard operators is Te- 
ported here. Orders are not running heayy CHICA‘ 
but are in fair volume for this time of year § ing more 


>] } Industrial b s, iall db 

[ |ON’T blame the man who receives other ‘users Of low grade stock, contieaia and 

, tively in ges Me > ca ae Te- & been yr 

| * port excellen con ons in eir logging many oO 

==—=| poor lumber if he gets a little camps, and an outlook for an input somewtl J acing 2 
Coast mi 


mad about it. BUFFALO, N. Y., Feb. 8.—The northern pine § % ™@™K¢ 


trade has improved to some extent lately, and 

January trade of some wholesalers was con-§ SEATT 

siderably better than that of a year ago. The § the rail 1 

GOOD lumber means | t buying is mostly to cover immediate needs, § is OW | 
ess carpen er and in many cases is of small lots, as cus- § time dur 


tomers are not disposed to carry large § difficultt« 


- i “sights” 
cost; quicker erection; longer life; and stocks at mills and in wholesale yar | emnditior 





more safety; more warmth; less up- EASTERN SPRUCE — |“ *" 


BOSTON, MASS., Feb. 7.—Eastern spruce } perceptil 
frames are quiet and prices are a shade easier, 
It is possible to buy an easy schedule from NEW 
some of the smaller mills at $39. Demand § mand ar 
for Provineial random is dull, and though § tailment 
offerings are light the market is hardly go § noted. A 
strong. There are very few sales of boards, § with wh 
yet prices are very firm, due to scanty sup- § week, a 
plies of dry. Lath retain the recently attained § deliveri¢ 
firmer’ tone. Quotations: Dimension, rail 
shipments, 8- to 20-foot, 8-inch and under, BALT 
$40; 99-inch, $41. Provincial random, 2x3, — snow st 
$33@34; 2x4, $32.50@33; 2x6 and 2x7, $33@34. § tivities 
Covering boards, 5-inch and up, 8-foot and up, § stocks | 
DIS, merchantable, $34@34.50; matched, clip- — unchang 
ped, 8- to 16-foot, $37@38. Furring, 1x2, 
$32@33. Lath, 1%-inch, $6@6.25; 15-inch, KANS 
$6.50@7. is slow 

yards g 
HARDWOODS nage 

CHICAGO, Feb. 8.—The automobile body in- § and up 
terests are taking fair quantities of No, 1 § grades 
and better hard and soft maple. There is a 
considerable movement of select and better LOS 
birch to the interior finish factories, and the } situatic 
furniture people are booking orders for Nos. some t: 
1 and 2 birch and maple. Flooring maple is § increas 
in seasonable demand. Mill stocks of 4/4 and § the m2 
5/4 basswood in all grades are low. Box and § and ar 
industrial consumers are still actively in the § the st 
market for the low grades. Northern hard- [— Harbor 
wood prices remain on a firm basis. Sap gum § feet, w 
and poplar seem to be about the most active § items : 
items in southern hardwods, and prices are § Prices 
somewhat stronger. 


keep; and a high resale value. 


Poor lumber means the opposite of all 
this — no wonder poor lumber never 
made a friend fora lumberman. Keep 
your customers good-natured — 


Sell them Peavy Pine 
Products and Satisfaction. 


PEAVY-WILSON 


LUMBER COMPANY, INC. 


ST. LOUIS, MO., Feb. 6.—Activity in south- ST. ] 
ern hardwoods is fair. Local observers § cypres 
express the opinion that consumption by in § stocks 


Manufacturers Of dustrial users will grow within the next few 
. > » e 2 ] n e s 
Virgin Long Leaf and ShortLeaf Southern Pine “Hardwoods enihe,. Gawilt aperatens ave Salting Sin, 


duction down below demand. Prices a4f@ § such ; 

hrevepo a. firmer, and those of some items have advance4. § fairly 

+ | Automobile body plants continue placing g00d § stock. 

orders for gum, elm and maple. There is not § yard ; 
much pick-up in the furniture situation, but § been. 
demand for low-grade box factory stock is 
much better. 


PEEP ees SSS SSoSSoS oo oo Oooo eeEeeoeseesosoooo4S 
PEEPS SSSSSS5S)oo oo bess 


SALES AGENTS FOR: 
Peavy-Byrnes Lumber Co. Peavy-Wilsen Lbr. Co., Ine. Peavy-Moore Lumber Ce., Ine. Peavy-Moore Lumber Co., Ine. 





CHI 
— aS a wae Texte, Tense CINCINNATI, OHIO, Feb. 6.—Prices com § movin 
BRANCH OFFICES: tinue steady to firm, with slight readjust- § pp. » 
CHICAGO: FORT WORTH: NEW ORLEANS: ments in plain white and red oak, birch and try y 
1966 Conway Bidg. 209 Texas Nat’! Bank Bidg. 1826 New Canal Bank Bidg. poplar. Demand and inquiry are improving, 
PHILADELPHIA: 1203-04 National Bank of North Philadelphia Bidg., 3701 N. Broad St. though volume of business is not large. Mills NE 
and wholesalers are in better accord on a heb 
° Sales are mostly in mixed carlots or single 
Every stick of 1” and 2” lumber that we manufacture cars, for the auto body and panel trades, with ot 
: H tificall eam kiln ° a few lots going to furniture factories. in 
aS scien y st dried quiries give hope for further improvement. aeter 
BO 
MINNEAPOLIS, MINN., Feb. 8.—There is 4 easte. 
BeBe eeBBbseesoEqus slight stir in factory buying in this territory, 
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but no general movement. Prices still are. 
padly demoralized, and northern woods as a 
rule are selling lower because of stiff southern 

mpetition. Basswood is an exception, and it 
ee nolding up well at somewhat higher prices. 
Birch uppers are badly off, while lower grades 
are holding about the same. 


BUFFALO, N. Y., Feb. 8.—The hardwood 
trade is looking a little brighter than it was 
several weeks ago, but the buying is not 
peing done in as confident a way as in some 
seasons. Industrial plants are not carrying 
much stock, and in some cases are finding 
replenishment necessary. This makes a fair 
amount of yard business, but there is not 
much doing in car lots. Reports from the 
South show that mills are bringing about 
curtailment of production. 


FIR, SPRUCE, CEDAR 


CHICAGO, Feb. 8.—Local retailers are show- 
ing more interest in the fir market, as evi- 
denced by the fact that inquiries are increas- 
ing and some orders for mixed cars have 
been placed within the last week. However, 
many of the larger yards are holding off 
placing a larger volume of business until they 
see what will develop in the building line. 
Coast mill prices are stationary, and there is 
no marked change in the local situation. 


SEATTLE, WASH., Feb. 4.—Wholesalers in 
the rail trade report that buying of fir lumber 


is now showing more activity than at any 
time during the last four years. One of the 
difficulties is price, as buyers have their 


rather too low for the present 
condition of the market on the Coast. Di- 
mension is up 50 cents to $1. There are signs 
of activity in southern California, the period 
of stagnation having evidently drawn to a 
cose. Atlantic coast business has steadied 
perceptibly. Offshore is little changed. 


“sights” set 


NEW YORK, Feb. 7.—Improvement in de- 
mand and inquiries for fir, and apparent cur- 
tailment in arrivals of cargoes, have been 
noted. A number of sizable orders were placed 
with wholesalers during the latter part of last 
week, and most purchasers asked for quick 
deliveries. Prices have stiffened. 


BALTIMORE, MD., Feb. 6.—The heaviest 
snow storm in years has checked building ac- 
tivities here, and trade is desultory. The 
stocks held here are ample. Quotations are 


unchanged. 
KANSAS CITY, MO., Feb. 7.—The fir market 
is slowly improving, demand from country 


yards getting heavier. The demand is largely 
for boards and dimension in straight cars, 
and uppers in mixed cars. Prices of lower 
grades have been showing more firmness. 


LOS ANGELES, CALIF., Feb. 4.—The fir 
situation is much better than it has been for 
some time, and the wholesalers are reporting 
increased activity, with commons featuring 
the market. Retailers are short of reserves 
and are placing orders freely. It is estimated 
the stock at the Los Angeles—Long Beach 
Harbor is in the neighborhood of 12,000,000 
feet, with only 3,000,000 feet of such desirable 
items as 1x6”, 1x8”, 1x12” and 2-inch common. 


Prices are firm. 
CYPRESS 


ST. LOUIS, MO., Feb. 8.—Business in yellow 
cypress continues fair on a steady price basis. 
Stocks continue scarce in both Nos. 1 and 2 
cypress. Wholesalers are placing some orders; 
retailers are beginning to fill spring needs, 
such as finish and fencing, and there is a 
fairly good movement of industrial crating 
stock. Business in red cypress, especially 
yard stock, is somewhat better than it has 


been. 
HEMLOCK 


CHICAGO, Feb. 8.—Northern hemlock is 
moving freely at $4 off the Broughton list. 
The bulk of the orders is coming from coun- 
try yards and industrial sources. 


NEW YORK, Feb. 7.—Demand for hemlock 
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has not apparently been affected by improve- 
ment in other woods. Prices remain firm, but 
retailers continue to make purchases strictly 
according to their requirements. 


BOSTON, MASS., Feb. 7.—Offerings of 
eastern and northern hemlock boards are s0 
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BY WHICH 


OTHER FLOORING 


IS JUDGED” 


A great deal of embarrassment was caused a 
lumber salesman recently by the question of a 
retailer who asked “if his flooring was as good 


as NATALBANY’S.” 


Where NATALBANY flooring is known, it 


seems to be accepted as the standard for making 


comparisons. 


One reason for this is that it is 


the same today as it was yesterday, or as it was 
two or three or four years ago. Dealers have 
learned to know, and to expect, absolute uni- 


formity. 


But whether its flooring, or boards, or timbers, 
or any other item of stock, there is one thing 
you'll always find—that it is as safe as buying 


sterling. 


Mills 71-72-73 on the Illinois Central Speedy Mainline 


NATALBANY 


LUMBER COMPANY, LTD 


OF FICE 





MEMBER SOUTHERN PINE ASSOCIATION 


A “Complete Supply” of Hardwoods from the 
Pearl River Valley Lumber Company, Canton, Miss. 
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The Stevens Is Chicago Headquarters 


for Lumbermen 


= AM impressed with the first class service accorded me as a guest 
at The Stevens in every department without exception. 
been most comfortable and have enjoyed a very pleasant stay.” 


I have 


J. B. Harris, 
Dense Long Leaf Pine Association, 
Jacksonville, Florida. 
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Outside 
Rooms 











263 $3.50 
1242 4.00 
943 5.00 
278 6.00 
181 7.00 
93 10.00 


Michigan Boulevard, 
7th to Sth Streets 
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The Stevens Room Rates 
Number of Rooms Single Rate Double Rate 


Fixed- Price Meals 


JAPANESE LUNCH ROOM 


Breakfast 45c Luncheon 65c Dinner $1.00 
$5.00 COLCHESTER GRILL AND OAK ROOM 
6.00 Breakfast60cand75c Luncheon85c Dinner $1.50 
7.50 Sunday Dinner $2.00 
9.00 MAIN DINING ROOM 
10.00 Luncheon $1.25 Dinner $3.00 per person 
15.00 A la carte service at attractive prices is available in 


all restaurants at all meals. 


Centrally located, Hotel La Salle, under Stevens management has for many 
years been recognized as the standard of excellence in modern hotel service. 


HE STEVENS 


THE WORLD’S GREATEST HOTEL 


ERNEST J. STEVENS, 
Vice President and Manager 


CHICAGO 
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Learn more about 
the salcs possibilitics 
of our Tennessze Aro- 


matic Red Cedar 
** Kilmoth ”’ Closet 
Lining. 





“ Caw er 
QUALITY” OAK, FLOOR 


Sledge Ave. and Southern Ry. 





RING | 


A Big Increase in Sales 


will be noticed when you stock our “Quality” Oak flooring. 
It possesses all the qualities desired by builders and will 
therefore make selling easier for you. Many other dealers 
are featuring this flooring with good results. Order in 
lL. C. L. or carlots. 


De Soto Hardwood Flooring Company 


MANUFACTURERS AND WHOLESALERS 
MEMPHIS, TENN. 
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light that prices remain firm despite Very 
quiet demand. Western hemlock is moving 
in seasonable volume; transit lots wep 


offered at practically mill shipment Prices 
Specialists in West Coast lumber say cargy 
rates will shortly be advanced. 


WESTERN PINES 


CHICAGO, Feb. 8.—Mill stocks of California 
white pine are badly broken, and prices are 
a little firmer on some items. Demand from 
sash and door factories is improving. Re. 
tail yards are placing a few orders for mixed 
ears of Idaho and Pondosa pines, on . which 
prices are steady. Dry 12-inch No. 2 Pondoga 
is somewhat scarce at most mills. 


NEW YORK, Nov. 7.—A much better tone 
was in evidence today in Idaho pine, ang 
prices had stiffened considerably since last 


week. Stocks of wholesalers or retailers are 
not heavy. Pondosa items are also holding 
firm. 


BUFFALO, N. Y., Feb. 8.—The western pine 
market is unsettled, owing to some extent to 
sharp cuts made in prices of Idaho pine. Buy. 
ing is very conservative. Wholesalers are 
moving a little California white and sugar 
pine, in the leading items of which prices are 
called steady. 


KANSAS CITY, MO., Feb. 7.—Demand for 
western pines is getting larger and prices are 
firmer. The retail demand now is running 
ahead of factory, and there is a good call for 
shop, C selects, and No. 3 and 4 boards. Finish 
is wanted mostly in mixed car lots. 


LOS ANGELES, CALIF., Feb. 4.—Prices are 
a little firmer than they have been for some 
time in California white and sugar pine, 
Stocks of California white pine shop are get- 
ting lower. Reserves of retailers and whole- 
salers are lower. 


REDWOOD 


CHICAGO, Feb. 8.—Redwood demand in 
Chicago territory is picking up, orders being 
received in good volume from both retailers 
and industrial consumers, who are getting 
their stocks in shape for spring needs. Ac- 
cording to some of the local distributers of 
redwood, January volume was ahead of the 
same month in 1927. Mill stocks are well 
assorted as a general thing, and. prices hold 
firm. 


LOS ANGELES, CALIF., Feb. 4.—Redwood 
prices have shown some improvement. De- 
mand is larger than production, but with 
additional mills getting back into action the 
wholesalers predict adequate supplies. Com- 
mons are particularly short and the retailers 
have been active during the last ten days. 


SOUTHERN PINE 


CHICAGO, Feb. 8.—Local distributers of 
southern pine report a fair demand from re- 
tailers and industrial consumers. The yards 
are taking 6- and 8-inch boards, dimension 
and other popular items. Industrial plants 
are ordering 4-inch strips, crating lumber and 
special items. Prices are firmer on most 
items. 


ST. LOUIS, MO., Feb. 8.—Country retailers 
are placing some orders for general yard 
items, but this buying is curtailed by unsatis- 


factory building weather. Stocks are small 
and are “sweetened up” when occasion de- 
mands. Inquiry for industrial crating stock 


is not very strong. . 


KANSAS CITY, MO., Feb. 7.—Rising prices 
have been a feature of the southern pine mar- 
ket in the last week, and retailers are begin- 
ning to crowd each other getting in before 
prices go up further. The demand is covering 
the list better than it did last month, and 
finish and flooring are beginning to show signs 
of greater strength. While the mixed car 
order predominates, there is more straight car 
business being offered. 


BOSTON, MASS., Feb. 7.—The southern pine 
trade is quiet. Colder weather has slowed 
down yard trade. The general tone of prices 
is rather easy, except that some important 
sellers are inclined to quote a little stronger 
prices on B&better flat grain flooring. 
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SHINGLES AND LATH 


SEATTLE, WASH., Feb. 4.—Red cedar 
shingle prices are holding stronger, particu- 
larly higher grades. Clears are quite difficult 
to obtain. It is reported that some mills are 
oversold tor a month. Other operations will 
remain inactive, on account of the high price 
of logs. until the shingle market becomes 


stronger. 


MINNEAPOLIS, MINN., Feb. 8.—Advances in 
Coast prices have served to stimulate demand 
here somewhat, but large buyers are ordering 
for immediate needs only. There is a small 
supply of transit stock, but with storage 
supplies it is ample. The advances on Can- 
adian shingle stock have not been followed 
up so far by corresponding movement as to 
shingles produced south of the line. 


KANSAS CITY, MO., Feb. 7.—The shingle 
market is quiet, and prices remain generally at 
$2.20 for clears, and $1.95 to $2 for stars. 
Some clears were sold last week at a very 
low price. British Columbia XXXXX are up 
10 cents to $3.30. The demand for siding is 
light, and country yards mostly want it in 
mixed carlots Lath demand is picking up, 
and southern and western pine and redwood 
are in good demand. 


NEW YORK, Nov. 7.—The first upturn in 
eastern spruce lath prices in six months or 
more was noted over the week-end. Whole- 
salers still have large stocks and are holding 
them at $6.75. Customers have been notified 
by wholesalers that the Canadian production 
this year will be far short of that for 1927. 
Shingles are in better demand than in the 
latter part of January, but there have been 
no price changes. 


BOXBOARDS 

BOSTON, MASS., Feb. 7.—Boxboard dis- 
tributers report a fair volume of business. 
Since there are no excessive stocks of dry 
boxboards in first hands, prices look steady. 
Weather conditions have been unfavorable for 
logging in most sections of northern New 
England. Round edge white pine boxboards, 
inch, are $27@30. 


CLAPBOARDS 


BOSTON, MASS., Feb. 7.—This is the dull 
season for the clapboard trade. Offerings of 
eastern spruce and native white pine are ex- 
tremely light and prices are very firm indeed. 
There are plenty of Coast clapboards in stor- 
age in the East. Some lots of Coast clap- 
boards can be picked up at moderate 
concessions. 


Trouble and Litigation 


CHARLOTTE, N. C., Feb. 7.—C. W. Butt, 
president and principal stockholder, has made 
application in superior court here for appoint- 
ment of a receiver for the Southside Lumber 
Co. R. A. Wellons is suggested as receiver. 

BURLINGTON, WIS., Feb. 7.—The Badger 
Basket & Weneer Co., was sold at a sheriff's 
sale here last week to William O. Meilahn, 
Milwaukee, who, it was learned, acted for the 
Storey estate. The bid was $15,000. The 
plant has been idle for many months because 
of financial difficulties. 

ELKINS, W. VA., Feb. 6.—A petition in in- 
voluntary bankruptcy has been filed in the 
United States district court at Elkins against 
the Alton Lumber Co., some of the creditors 
being the Traders National Bank of Buck- 
hannon, the Buckhannon Bank and the Bank 
of Adrian. The Alton Lumber Co, has been 
engaged in business in Buckhannon for almost 
forty years. Of late it is said to have been 
in financial difficulties owing to the state of 
the market and creditors finally concluded that 
there was no hope of improvement and insti- 
tuted bankruptcy proceedings. Most of the 
obligations of the company, it is understood 
are secured. The Alton Lumber Co. was 
founded by the late George L. Fish and since 
his death about ten years ago, the concern 
has been managed by his son, G. W. Fish. 


PRINCETON, W. VA., Feb. 6.—W. B. 
McNutt was appointed receiver for the Brown 
Bros. Lumber Co. of this city by Judge I. C. 
Herndon in circuit court. The company was 
thrown into receiver's hands as a result of a 
suit in chancery brought by the First Na- 
tional Bank and Charles Brown. The receiver 
will proceed. to liquidate the holdings of the 
company. Brown Bros. Lumber Co. took over 
the plant of the Princeton Lumber Co. which 
was sold by a receiver several years ago. 
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Let This Quality 
Build Sales for You 


Craig Mountain Pondosa Pine has the lightness, softness 
and whiteness that are building sales for other lumber 
dealers. 

Here is a wood that works easily. It dresses unusually 
smooth. It holds nails well and takes any paint or stain. 
Carpenters and builders like Craig Mountain Pondosa Pine 
especially well. 

Get acquainted with this fine selling lumber and let it 
build trade for you. 








Let us qoute on your Spring needs. 


Craig Mountain Lumber Co. 
WINCHESTER, IDAHO 


E. H. VAN OSTRAND, President W. C. GEDDES, Vice-Pres. & Gen, Mer 
SALES REPRESENTATIVES: 
G. S. Patterson, P.O. Box 96, Oconomowoc, Wis. Colorado Continental Lumber Co., 
W. J. Schiller, 4347 Benton Blvd.,. Kansas City, Mo. Chamber of Commerce Bldg., Denver, Col. 
R. D. Hunting Lumber Co., Merchants Bank Bldg., Alex W. Stewart, 931 Lumber Exch. Bldg., 
Cedar Rapids, lowa. Minneapolis, Minn. 


D. Clinton Van Ostrand, P, O. 99, Omaha, Nebr. 















For Nearly Half a Century 


our knives have set the standard of quaiity for exacting 
factory men throughout the country. You can make 
no’ mistake in ordering 


Planer Knives 


that bear our trademark. It is your guaranty that the article you 
are buying is backed by nearly half a century of satisfactory per- 
formace. 


Write today for booklet describing our full line of planer and jointer 
knives, matcher bits, moulding cutters, blanks, tenoner knives, etc. 


P 
Taylor, Stiles & Co. 4 
RIEGELSVILLE, N. J., U.S.A. ‘ 
Hall & Brown W. W. Machine Co., St. Louis, Mo., Western Agents. 


+aacd Mann 
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Advertisements will be inserted in 
this department at the following rates: 


30 cents a line for one week. 

55 cents a line for two consecutive weeks. 

75 cents a line for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. 

No display except the heading can be ad- 
mitt 

% Remittances to accompany the order. 

No extra charge for copies of paper 

containing advertisement. Copy must 

be in this office not later than Wednes- 

day morning in order to secure inser- 

tion in regular department. All adver- 

tisements received later will be placed 

under heading Too Late to Classify. 





























MANY PEOPLE 


Are looking for the opportunity to 
sell what they don’t want and others 
are trying to get what you have for 
sale. 


Many are looking for employment 
and others want employees. 


A little advertisement has the possi- 
bilities of making the proper contact. 


MEN MEET HERE 


Place your advertisement in _ the 
Wanted and For Sale department of 
the 


AMERICAN LUMBERMAN 
431 S. Dearborn S&t., 
Chicago, Illinois. 
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OFFICE EXECUTIVE 
WANTED 
Young single man with general knowledge of mill- 
work business. Accounting and cost experience 


necessary. Consider only an able, ambitious, well- 
educated applicant. 

GREGG & SON 

Nashua, N. H. 





WANTED: EXPERIENCED, CAPABLE, 
energetic and trustworthy manager and good col- 
lector, between the ages of 25 and 35 years, for 
retail lumber yard in northwest Arkansas, good 
town and healthful location. Reply in own hand- 
writing, giving references, details concerning self, 
experience, and salary expected. 

Address “M. 3,” care American Lumberman. 


WANTED CAPABLE LUMBER TALLYMAN 





For Chicago sash and door factory. Knowledge 
of hardwood and softwood essential. Must have 
factory experience to qualify. State age, expe- 


rience and salary expected. 
Address “P. 29,"" care American Lumberman. 


PLANING MILL GRADER 
To grade dressed lumber behind machine, prin- 
cipally hemlock. State experience and salary ex- 
pected, 

Address “P. 3," care American “Lumberman. 
WANTED MAN EXPERIENCED IN 
Lumber business to act as solicitor in fast grow- 
ing city. Prefer one who can invest some capital 

and take interest in company. 
Address “M. 8,” care American Lumberman. 


WANTED—MILL SUPERINTENDENT 











Experienced in manufacturing crating and box 
shooks. 
Address “P. 12,” care American Lumberman. 





WANTED—GOOD LUMBER INSPECTOR 
Prefer one that can grade both hardwood and 
pine lumber. Must be accurate and _ reliable. 
care American Lumberman. 





WANTED 
General all around mill man. One who can handle 
a timber band resaw, band ripsaw, timber sizer 
and can also operate a high speed Woods matcher. 
Must be able to grind knives and set-up machines 
and also take care of saws as well as look after 
the up-kKeep of machines and plant. Plant is all 
electric driven; is equipped with live rolls and 
cranes; is new and fully modern in every respect; 
located in a large Eastern City. Would expect 
applicant to act as working foreman in this plant 
which is run in conjunction with large distribut- 
ing wholesale lumber yard on the Atlantic Sea- 
board. The work calls for a man who can handle 
a diversified operation from breaking down large 
timbers and dressing them to running particular 
patterns such as flooring, ceiling, etc. We require 
an energetic, versatile man to whom we can prom- 
ise an interesting job with plenty of opportunities 
ahead. Give full particulars-as to age, previous 
experience, where employed at present, references, 
and wages expected in first letter. 

Address “P. 27," care American Lumberman. 





WANTED 
MAN NOT OVER FORTY YEARS OLD 
TO TAKE COMPLETE CHARGE 
Of billing and detailing department in special mill- 
work factory, frames, sash, interior trim, stair and 
cabinet work, must be thoroughly experienced and 
competent, no apprentice wanted, good position 
for right man in city of 300,000 in Northwestern 


Ohio. 
“M. 24,” care American Lumberman. 


Address 
WANTED AT ONCE 
Competent millwork man to do estimating and 





billing. Good opportunity for right man with 
large concern. 
Address “P. 39,” care American Lumberman. 





WANTED DRY KILN OPERATOR 
Permanent position for experienced man. 700,000 
ft. capacity, Zone Progressive National System. 

Address “P. 37,” care American Lumberman. 





WANTED—DRAFTSMAN 
Who understands making details, laying out cab- 
inet and stair work. 
Address “K. 16,” 


care American Lumberman. 

















GOOD OPENING FOR SALESMAN 
A well established commission lumber company in 
Chicago has an opening for an energetic lumber 
salesman who is acquainted with the Chicago, Mil- 
waukee and suburban retail lumber trade, and can 
sell Fir and Southern Pine, California and Inland 
Empire Pines. This is a steady position that will 
pay well to a good man. 
Address “P. 35," care American Lumberman. 


WHOLESALER 

In northeast Mississippi, handling capacity from 
twenty to twenty-five million feet dimension stock, 
desires to form connection with several selling 
representatives in Ohio, Illinois, Indiana, and 
Michigan, who are willing to become financially 
interested in a small way. If interested address 
“Pp. 25.” care American Lumberman. 


ATTENTION, OHIO SALESMEN 
A real salesman with established trade in Ohio or 
Eastern Ohio and Western Pennsylvania may learn 
of a good opportunity with prominent and old 
established wholesale house by addressing in con- 
ae. 








5,” care American Lumberman. 


WANTED—SALESMAN FOR OHIO 
One who knows retail and industrial trade in 
northern portion and has thorough knowledge of 
Southern Pine, West Coast and Inland Empire 





products, Salary and profit sharing basis. State 
age, experience, salary expected. : 
Address “K. 20,” care American Lumberman. 





WANTED—A SALESMAN 
For Nebraska territory. One familiar with Cost 
Book “A” and capable of figuring lists and small 
house jobs. State previous employers, age and 
initial salary. 





Address “P. 28,’ care American Lumberman. 
WANTED SALESMAN 
Jersey or New York, to sell hardwood lumber, 


maple flooring, box and shook, crating cut to size, 
small squares, one to three inches. Salary or com- 
mission. JERSEY INVESTMENT CoO., 9 Highland 
Place, Maplewood, N. J. 


WANTED SALEMAN 
To sell industrial‘and other direct users of South- 
ern Pine, Hardwoods and West Coast products on 
commission basis. Liberal commission and good 
open territory. ® 
Address “‘M. 15,” 





care American Lumberman. 


WANTED 
Experienced Hardwood lumber salesman to cover 
New England states. Salary, expenses and com- 
mission basis. 
BUFFALO HARDWOOD LUMBER CO. 
940 Seneca St., Buffalo, N. Y. 


WANTED LUMBER SALESMAN 
Excellent opening’ in large Chicago yard, salary 
and liberal commission. Chance for interest in 
business for right party. State age and experience. 

Address “P. 36,” care American Lumberman. 


ANTED: 
Large Yellow Pine Manufacturer desires sales con- 
nection with a live salesman experienced in selling 
the industrial trade in Ohio and Pennsylvania. 
Address ‘M. 12,” care American Lumberman. 














Addreas “P. 20,” 


EXPERIENCED LUMBERMAN 
Desires responsible position by a competent con. 
cern. Thoroughly experienced in all phaseg of 
the lumber industry, with four years. experience 
as assistant manager of a large retail yard and 
one year of experience with a large southern mil] 
Age 27. Good education. Best of references, 
Four years with present company. Excellent reas. 
ons for changing. 

Address “P. 16,’" care American Lumberman. 


SALESMAN, ASSISTANT SALES MANAGER 

Young man, now employed by manufacturer of 
North Carolina pine and hardwoods, desires pos}. 
tion as salesman or assistant to sales manager 
with well established wholesaler. Two years on 
the road and handling office sales. Three years 
previous experience in the mill of one of the largegt 





manufacturers of Southern Yellow Pine in the 
South. Age twenty-nine. College education, 
Married. 


Address “K. 18,” care American Lumberman, 


WANTED—MORE WORK 
No snap. Been with one company 16 years from 
stenog and bookkeeper to manager present plant. 
Specialty manufacturing. Hope to enter retajj 
lumber-millwork field with reliable company. Best 
of references and reason for change. Western or 
Central Ohio preferred. 
Address “P. 30,” care American Lumberman. 


MARRIED MAN, 35, WANTS POSITION 
As representative for building material concern 
with headquarters either Wichita, Kansas or Kan- 
sas City, Mo. Have had 15 years experience in the 
retail and wholesale building material business 
with proven ability. 
Address “P. 19,’ care American Lumberman. 


PITTSBURGH LUMBER SALESMAN 
With eighteen years experience, well acquainted 
with the yard and industrial trade in Western 
Pennsylvania and Eastern Ohio, would like to rep- 
resent a Pacific Coast manufacturer. Salary or 
commission basis. 
Address “P. 33,” 











care American Lumberman. 


WANTED 
Opportunity to break in as lumber salesman and 
estimator in retail yard. Now managing branch 
sales office for nationally known concern, not lum- 
ber. Can read blue prints. Forestry college grad- 
uate, age 28. 
Address “L, 10,” care American Lumberman. 


EXPERIENCED LUMBER AND MILLWORK 
Salesman desires connection with reliable firm 
traveling Montana territory. Six years experience 
selling Montana lumber dealers. Would consider 
lines other than lumber. Employed at present. 
References. 

Address “P. 8,’’ care American Lumberman. 


MILLWORK EXECUTIVE AND GENERAL MGR. 
Practical experience all departments, one of the 
best men in the business wants permanent con- 
nection. 

Write “P. 14,” care American Lumberman. 


TIMEKEEPER—MANUFACTURING END 


Desires position with lumber concern. Six years 














experience. Age 30, married, good _ references. 
Available at once. 
Address “P. 34,’ care American Lumberman. 





ASSISTANT MANAGER OF LINE YARD 
System with 17 years experience in retail business 
is forced by sale of yards to private owners to 
seek new position where full salary may be earned. 

Address “P. 18,” care American Lumberman. 


EXPERIENCED DETAILER & BILLER 
Take measures at job. Detail and bill any class 
work, including stairs. General mill experience. 
Reference. 

Address ‘“‘M. 20,"” care American Lumberman. 


GENERAL MILLWORK SUPT. OR FO 
Thoroughly experienced on special millwork, cabi- 
net work, machines, plans, details, billing, layouts, 
latest production methods in quality and quantity. 

Address “‘H. 17,” care American Lumberman. 


SAW FILER JOB WANTED 
Have had experience in hardwood and frozen tim- 
ber mills. References furnished. 
Address “P. 31,” care American Lumberman. 


BAND SAW FILER 
Open for position filing either log or band resaw. 
A-1 reference. D. E. DERRING, 1618 Dodds Ave., 
Chattanooga, Tenn. 


LOGGING SUPERINTENDENT OPEN 
For position. Very highest references furnished 
on request. 
Address “K. 6,” care American Lumberman. 


MARRIED MAN WITH FIVE YEARS 
Retail lumber yard, planing mill and shop work. 
Desires work in this line, willing to go anywhere. 

Address “P, 21,” care American Lumberman. . 


CT—WANTS POSITION 
In architect office or as selesman for manufacturer 
or lumber wholesaler. Prefer southern Texas. 
Address “M. 1,” care American Lumberman. 


RETAIL YARD MANAGER 
Eleven years experience. Will soon be available. 
Desire permanent position. A-1 references. 
Address ‘‘M. 17,’ care American Lumberman. 


SAW MILL MANAGER WANTS POSITION 
Complete large operation, go anywhere, ready 
now. Money maker. 

Address “L. 23,” care American Lumberman. 


WANTED POSITION BY EXPERIENCED 
































Hardwood buyer and inspector; age 27. Will g0 
anywhere. References. 
Adé@ress “LL. 20,” care American Lumberman. 
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